Share the ride and shear down 
the effects of the gas shortage. 
* * * 

_ Hitting the bottle, then pedes- 
trians and cars, finds plenty of 
encouragement from those states 

h allow gasoline, beer and 
sales at filling stations. 
* - * 
That extra day in February this 
year should be used for training 
en for the coming battle of 
bulge in the number of 


ts for cars who HAVE to 
te old 
P * + * 
What It Takes 
A survey of 10 top executives 
t that the prime req:\isites 
leadership are: 
Judgment—The ability to 
decisions on the basis of 
instead of emotions; Ability 
'Plan—The knack of keen analy- 
sis; and Justice—Fairness in deal- 
ing with other people. 


a * * * 
What, No Glamor? 
elphia used-car dealers last 
voted thumbs down on trade 
such as “More Money Max”, 
Smiling Irishman,” and “Top 
Joe,” according to an Asso- 
dated Press dispatch. 
Zz es like these, the dealers’ 
tion said, are not in keeping 
the industry’s “desire to main- 
adignified attitude in its trans- 
with the public.” 





DETROIT, FEBRUARY 9, 1948 


1948 CADILLAC Series 60 Special five-passenger touring sedan. 


Cadillac line has been redesigned, inside and out. 
. Improved riding is featured, along with other 
Advertised delivered prices are up an average of 9.8 percent. This model is $3,506. 
* 


New-Styled Cadillac Out 
With Prices Up 9.8% 


1 1948 CADILLAC, incorporat- 
ing pontoon front-fender styling 
and a distinctive rear-fender treat- 
ment, was unveiled for distributors 
last week by John F. Gordon, gen- 
eral manager of the division. 
First of General Motors’ “post- 
war models” to be announced 
publicly, the new Cadillacs “em- 
body and enhance postwar design 
trends while retaining the tradi- 
— Cadillac dignity,” Gordon 
id. 


Prices on the new models are up 
an average of 9.8 percent, Gordon 
said, but prices are unchanged on 
the 75 series. 


Advertised delivered prices in 
Detroit (including federal taxes 
and dealer handling charges) are 
as follows on the models in- 
creased: Series 61 coupe, $2,511; 
61 sedan, $2,647; 62 coupe, $7,719; 
62 sedan, $2,781; 62 convertible, 
$3,174, and 60 sedan, $3,506. 

* * * 
p= E. AHRENS, general sales 
manager of Cadillac, said that 
“with favorable circumstances, we 
will be able to produce 10 percent 
more Cadillacs in 1948.” 

“However,” Ahrens said, “the in- 
creased demand which we antici- 
pate for the ultra-new Cadillac 
styling is likely to far offset the 
production increase.” 

Ahrens said that unfilled Cad- 


Used-Car Explosion 


Wood’s Statement on Price Control Starts 
Avalanche of Protests 


By Bob Finlay 
Managing Editor 
i used-car industry was in an 
oar last week as a result of 
Mony by Oliver W. Wood, 
lent of the National Used Car 
rs Assn., before the Senate 
committee. 
papers all over the coun- 
quoted Wood as advocating 
ceilings on new and used 
While it is not certain that 
S was his intention, the effect 
the same and leading dealers 
" the country immediately 
in rebellion. 
' were cries of “treason,” 
Mi demands for Wood's impeach- 


ment or action to force his resigna- 
tion with the statement that he 
was speaking only for himself. 

* + . 


BSERVERS, however, see little 

prospect of governmental regu- 
lation of prices, wages or materials, 
despite the stand taken by Wood. 

After the fury died down a bit, it 
appeared that this is what hap- 
pened: 

Wood and General Counsel Mil- 
ton (Ted) Raynor prepared a brief 
for the Congressional committee 
with the idea of scoring a public- 
relations coup by indorsing some 
form of governmental regulation 
which they hoped would curb in- 
flation. 

However, they did not seek the 
advice of NUCDA’s executive 
committee or its directors, with 
the result that they crawled far 
out on a limb which was not 
firmly fixed to the main body. 

Protests poured in immediately. 
(Continued on Page 50, Col. 1) 


illac orders increased by more 
than 50 percent last year, despite 
production of 61,926 cars — the 
second best production year in 
the division’s history. 

Following the Detroit preview 
meetings, Gordon, Ahrens and other 
Cadillac executives left on a na- 
tionwide tour to introduce the new 
models at dealer meetings in 11 
other cities throughout the U.S. 


* * * 


ENGTH and sleekness are em- 
phasized in the side-approach 
(Continued on Page 56, Col. 1) 


Top Cars 
New car registrations for 11 
months, plus 37 states for De- 
cember : 


116,714— 5 
129,764—— 4 


JI—172,790 
8—104,913 
9— 99,063 
10— 97,704 
1l— 89,697 
12— 82,135 
18— 69,292 
14— 51,676 
15— 50,209 
16— 47,886 
17— 45,595 
18— 22,935 
19— 22,575 1,837—19 
20— 15,191 2,545—17 
.Total All Makes 
8,027,322 1,709,430 
For further details see page 
32, today’s issue. 


Mercury 57,640— 11 
8$1,258— 8 
54,819—12 
62,855—10 
69,121— 9 
51,920—13 

2,504—18 
21,647—15 
1,330—20 
34,048—14 
10,038—16 


The 1948 
Considerable more vision is provided 
mechanical 
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Output Dips to 80,764. 
As Gas Shortage Shuts 
Chrysler and Packard 


40,000 Cars, Trucks Already Lost by Forced Closings; 
Effects on Supplier Plants May Mean Loss 
Of an Additional 80,000 Vehicles 


By Bernie Thomas 
Staff Writer 

A™Mipsr an industrial gas short- 

age situation more critical than 
the week before, U.S. vehicle out- 
put last week slumped to 58,956 
cars and 21,808 trucks—a total of 
80,764 units, according to AuTomo- 
TIVE News estimates. 


Preliminary calculations reveal 
that U.S. plants through last 
week had already lost the pro- 
duction of more than 40,000 cars 
and trucks through plant shut- 
downs directly attributable to the 
gas shortages. 

The idling of many _ supplier 
plants will cut another 80,000 ve- 
hicles out of future schedules, it is 
estimated. 


In the week ended Jan. 24, U.S. 
plants were held to the assembly of 
70,914 cars and 28,739 trucks—a to- 
tal of 99,653 vehicles, according to 
Automotive News revised tabula- 
tions. 

. * om 

HARbasr hit again last week 

was Chrysler Corp. All four of 
the corporation’s passenger car 
building divisions in Detroit were 
idled all week. Only the Dodge 
truck plant, where operations are 
not dependent on natural gas, con- 
tinued normal schedules. 


Other plants closed completely 
in Detroit were P and 
Federal truck. Ford’s Highland 
Park truck lines were also seri- 
ously hampered, but some output 
was obtained. 

Chevrolet car and truck output 
was beginning to reflect a shortage 

of supplies from the GM division’s 
gear and axle plant in Detroit, 
which remained closed last week. 

A spokesman said the situation 
at several Chevrolet assembly 
plants was approaching the serious 
stage and would reach critical pro- 


portions this week. 
. * +. 


Gc truck production also fell, 

as paralyzed supplier plants be- 

gan stopping delivery of component 
rts 


parts. 

Other GM divisions struggled 
through the week to a doubtful 
future, about which even the 


weatherman declined to be opti- 


mistic. At presstime Thursday, a 


new cold wave was predicted for 
Detroit and surro areas. 

In the face of that prediction, 
industrial gas suppliers said they 
= not nad when service could 

resume to ma 
sieiae nufacturing 
Although temperatures were grad- 


ually climbing back to normal in 
(See PRODUCTION, Page 57, Col. 1) 


Tieup Affecting 
60 Plants Is 
Under Probe 


[YDUSTRIAL gas shortages, which 

have closed scores of auto plants 
and curtailed others for the past 
10 days, are slated for a full-scale 
—— probe. 

p- George 

Detroit Democrat, said me 
Interstate Commerce committee’s 
investigation would be of a 
nationwide character, but would 
center in the Midwest where the 
shortages have caused the great- 
est unemployment and loss ‘of 
production. 

He said the survey will be par- 
ticularly focused on Detroit, where 
a “pipeline battle” between two 
utility firms is blamed for shutting 
down nearly 60 plants and idling an 
estimated 200,000 workers. 

At presstime Thursday, other 
Detroit plants were preparing to 

(Continued on Page 57, Col. 3) 


Production 
Automotive News Estimates 
U. 8S. Cars, Trucks 


99,658 
93,117 


80,764 


Last Prev. 1947 
Week Week Week 


For complete production totals 
by makes, see table, page 57. 


THE NEW OFFICERS and NADA executive committee. Left to right (seated): W. S. Edwards jr., Birmingham, Ala. (Chevrolet), 
secretary; Ben T. Wright, Evanston, Hi. (Lincoln-Mercury), president; George F. Ziesmer, Mankato, Minn. (Ford), vice-president; 
E. G. FitzHenry Mass. (Chevrolet- » treasurer. Standing: Fred Sutter, Columbus, Ind. (Dodge- 

G. B. Wallace, Portland, Ore. (Studebaker); Daniel B. Brooks, Baltimore ; Charlies ©. Freed, Salt Lake City 
Plymouth); M. O. Anderson, Seattle (Buick); H. L. Galles, Albuquerque, ‘ . (Chevrolet-Oldsmobile-Cadillac); Ralph Nichols, 
Nashville (Cadillac-Oldsmobile); William L. Mallon, Newark, N.J. (Pontiac); R. L. Ledterman, Tulsa, Okla. (Cadillac-Oldsmobile). 
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TRIO OF NEW NADA DIRECTORS, left to right: Lioyd B. Morton, Farmington, 
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Gas Dealers ‘Would Welcome’ Committee Bid .. . 


National Safety Program Due Soon 


Despite Oil Industry Withdrawal 


—Automotive News Photos 
con are, 


» Baltimore (Buick). 


burg, 8. ©. 





ADDITIONS TO NADA BOARD, left 


to right: » 
(Dodge-Piymouth); Ray Allen, Cedar Rapids, Ia. ( Buick-Oldsmobile-Cadillac), and F. 


W. H. Sadler, Little Rock, Ark 


L. Hastings, Santa Monica, Calif. (Chevrolet). 





PLEASED at HONOR of being on new NADA directorate are, left to right: 
Sutter, Columbus, 1 
Plymouth). 





WASHINGTON.—The Federal 
Reserve Board reported last week 
that instalment credit outstanding 
on auto sales rose $60,000,000, or 5 
percent, in December. A 5 percent 
increase was also recorded in No- 
vember, the first month of credit 
decontrol. 

Auto credit outstanding at the 
end of the year, the board said, 
amounted to $1,159,000,000. 

Credit on all consumer com- 
modities increased by $423,000,- 
000 in December. The year-end 
total of credit outstanding was 
$6,152,000,000, only $214,000,000 be- 
low the record high set three 
months before Pearl Harbor. 

The $423,000,000 rise in Decem- 
ber compared with a monthly aver- 
age increase of $166,333,000 during 
the last 12 months of controlled 
credit. December, however, always 


Auto Loans Up Again 


Second Monthly Hike of 5 Percent Raises 
Total Near $1.6 Billions 





Fred 


nd. (Dodge-Plymouth), and J. E. Wolfington, Philadelphia (DeSoto- 






shows heavy instalment buying be- 
cause of the Christmas season 

Consumer credit of ali kinds, 
which covers charge accounts and 
loans repayable in a single sum 
as well as instalment transactions, 
increased $739,000,000, or about 6 
percent, in December to another 
record high of $13,368,000,000. There 
was a substantial increase in each 
type of credit, although instalment 
deals showed the largest percent- 
age gains. 

Instalment credit for such ar- 
ticles as furniture, refrigerators 
and washing machines increased 
$231,000,000 to a total of $1,684,- 
000,000. 

Instalment loans were up $122,- 
000,000 in December to a total of 
$3,309,000,000, while loans repayable 
in a lump sum increased $20,000,000 


to a total of $2,697.000,000. 
(See FINANCING, Page 57, Col. 5) 


Chicago left to 
ston, Del. (Pontiac); Walter J. Wilkins, Norfolk, Va. 


(Dodge-Plymouth), and 


CHICAGO.—The petroleum indus- 
try has withdrawn from participa- 
tion in the Inter-Industry Highway 
Safety committee, it was revealed 
last week by L. S. Wescoat, chair- 
man of the American Petroleum 
Institute’s committee on highways 
and president of Pure Oil Co. 

Westcoat withheld comment on 
the reasons for the action, declar- 
ing “the situation is too delicate to 
be aired in the press.” 

(Oil industry sources indicated 
that the oil firms opposed the 
general pattern of the program 
for greater road construction, be- 


Benson Ford 
Named Officer, 
L-M Director 


DETROIT.— Benson Ford has 
been elected a vice-president of 
Ford Motor Co. and director of the 
Lincoln - Mercury 
division. 

Ford, who has 
been a member of 
the Ford board of 
directors since 
1941, and a mem- 
ber of its policy 
committee since 
1946, will assume 
his duties as chief 
executive of Lin- 
coln-Mercury im- 
mediately. 

Thomas W. Skinner, who has 
been general manager of the divi- 
sion since its inception in October, 
1945, will continue in that post. 

In announcing the election of 
Benson Ford by the board of direc- 
tors, Henry Ford II, president of 
the Ford Motor Co., said: 

“The appointment of my brother 
to the top executive post of the 
Lincoln-Mercury division comes 
when the division is on the thresh- 
old of its greatest expansion pro- 
gram which will further establish 
it as a separate entity. 

“There are very definite plans for 
the future of Lincoln-Mercury. We 
intend to go after the business in 
the medium and high-priced fields 
more aggressively. 

To do this, our line of cars is be- 
ing expanded and completely re- 
designed. Three new assembly 
plants are being constructed and 
an entirely separate dealer organ- 
ization is being developed.” 

Benson Ford, who is 28, becomes 
top executive of the Lincoln-Mer- 
cury division at the same age as his 
brother became president of Ford 
two years ago. Since last October 
he has been actively associated 
with the division. 


Dip in Orders Cuts 
Twin Coach Rate 


BUFFALO.—A layoff of 122 
workers in the Buffalo plant of 
Twin Coach Co. and a cut in the 
factory’s output of coaches from 
four to three a day were an- 
nounced. The action was attributed 
to a decline in bus orders. 

At the company’s plant in Kent, 
O., 203 workers were laid off and 
daily output of buses was cut from 
six to five units. 


Sale of New K-F Issue 


Halted After Slump 

NEW YORK. — Subscription 
books on Kaiser-Frazer’s third 
public offering were closed Wed- 
nesday after 900,000 shares of 
the contemplated 1,500,000 were 
sold. The stock was offered at 
$13. 

A spokesman for underwriters, 
headed by Otis & Co., said un- 
derwriters were firmly commit- 
ted to 900,000 shares at $11.50 a 
share and that when that 
amount was sold it was decided 
to close the books. The group 
has until today (Feb. 9) to de- 
cide upon the other 600,000 
shares of common, which it has 
under option at $11.60 a share. 
Closing of the books was at- 
tributed to a sharp break in the 
market generally on Wednesday. 
K-F opened at 13, went as low 
as 11% and closed at 11%. 











lieving this would mean increased | levels. Only national issues are in- 


gasoline taxes which already are 
high.) 

Petroleum’s withdrawal leaves the 
automotive and tire industries as 
the remaining participants in the 
committee, whose original purpose 
was to pool highway safety’ pro- 
grams on a national scale. 

M. V. Darlington jr., managing 
director of the committee, said last 
week in Washington that a pro- 
gram in which all auto and tire 
dealers could take part would soon 
be launched. Gasoline dealers will 
be invited to join in this program, 
he said. 

In Detroit, Rankin Peck, presi- 
dent of the newly organized Na- 
tional Congress of Petroleum Re- 
tailers, indicated his group would 
welcome an invitation to work on 
the inter-industry committee. 

“The nation’s 260,000 gasoline 
dealers were not consulted when 
the oil manufacturers pulled out 
of the committee, and we would 
be quite willing to join in an 
inter-industry program,” he said. 

Spokesmen for the API said the 
petroleum industry did not contem- 
plate withdrawal from combined 
safety programs on state and local 





Factory Men 


PONTIAC.—A change in the tra- 
ditional technique of conducting 
factory-dealer conferences has been 
in experiment at ‘ 
Pontiac Motor di- 
vision for the last 
year and has now 
been termed “an 
unqualified suc- 
cess” by General 
Sales Manager L. 


W. Ward. 
Under the Pon- 
tiac plan, repre- 


sentative dealers 
from each of the 

division’s nation- 
al sales zones are invited to the 
factory for a two-day session. But 
at this point the procedure changes 
from the type of “conference” com- 
mon in the automotive industry for 
years. At Pontiac, as evolved by 
Ward, the dealers lecture the fac- 
tory department heads. 

“I have noticed for years that 
the role of the dealer at factory 
conferences was becoming more 
and more passive,” Ward said fol- 
lowing Pontiac’s most recent new- 
type meeting. “Dealers were ‘talked 
at’ rather than ‘talked with’ 

“At Pontiac it was decided that 
the factory heads and the deal- 
ers, themselves, would gain more 
if we changed the procedure to 
allow the dealer to make a pres- 
entation of his problems and how 
he was meeting them. 

“The plan has worked almost 
from the beginning. And the deal- 
ers have been enthusiastic and 
hard-working in the preparation of 
their presentations. It has enliv- 
ened the meetings, too, by giving 
the dealers a truer sense of par- 





L. W. Ward 


Dealers Take the Floor 


Pontiac Hails Reversed Parley Plan in Which 


volved, they said. 

J. J. Newman, vice-president of 
B. F. Goodrich Co., is the chairman 
of the inter-industry committee 
He succeeded Lyman Slack, former 
vice-president and general sales 
manager of Packard. 

Auto factory representatives on 
the committee are K. B. Elliott 
vice-president in charge of sales for 
Studebaker, and W. G. Lewellen, 
vice-president in charge of distriby. 
tion for General Motors. Auto deal. 
ers are represented by M. O. Ander. 
son and W. L. Mallon, both former 
NADA presidents. 


Fla. Tests 106,175 Cars; 


Finds 39,370 Defective 

TALLAHASSEE, Fla.—Of 106,- 
175 motor vehicles which under- 
went equipment checks during 
a voluntary testing period over 
the state in recent weeks, 39,370 
showed defects which could lead 
to accidents, Florida Highway 
Patrol Director H. N. Kirkman 
has announced. 

No arrests were made, but a 
record of defects was compiled 
by patrolmen. 













Are Listeners 





ticipation in the meetings and the 
importance of opinions and heliefs 
to the factory. 

“In turn, the dealers are bring- 
ing to the factory ideas and view- 
points unlikely to be uncovered in 
in a traditional-type meeting” 

Under the Pontiac plan, each 
dealer invited to the monthly con- 
ferences is assigned a topic well 
in advance of the meeting. The 
dealer then prepares this material 
based on his own experience and 
beliefs and has the material made 
up in “flip-over” chart form. 

After assigning the topic, the 
factory officials have no more 
connection with the presentation 
until the dealer steps to the head 
of the conference table and takes 
over the meeting. 

Some of the topics covered by 
dealers at the meeting are illus- 
trative of the ground covered: 

“What can be done to improve 
customer-dealer-manufacturer rela- 
tions?” 

“Is our present service training 
program being conducted on a basis 
where dealers get the maximum 
good from it?” 

“How can a dealer protect his 
trading position to meet the forth- 
coming buyers’ market?” 

“What use do I make of busi- 
ness management in my business 
and what can Pontiac do to in- 
crease its value?” 

“Why do many dealers wholesale 
their used cars instead of protect- 
ing their own market by selling 
them at retail?” 

These and other subjects were 
extensively investigated by the 
dealers attending the recent Pon- 
tiac meeting. 





THE MARCH OF DIMES campaign gained $1,125 when Neil Grove, left, of 
Grove Co. (Ford), presented a check for that amount on behalf of the 45 members 
Columbus (0.) Automobile Trade Assn. to Sid R. Phillips, chairman of the F 
county chapter of the National Foundation for Infantile Paralysis. 
chairman of the automotive group in Ohio. 
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UDGING by conversation with 
many dealers at the recent Chi- 
cago convention, I think NADA 
has grown to the point where it 
must consider a permanent loca- 
tion for holding conventions. Much 
as I dislike to go counter to the 


opinion of my friends on the Pa- 
cific Coast, I think NADA directors 
will do well to reconsider their de- 
cision to go to San Francisco next 
year, simply because the whole Bay 
Area cannot provide the facilities 
for the number of dealers who at- 
tended the Chicago affair. It is 
true, however, that if the conven- 
tion is held in San Francisco the 
attendance will be considerably re- 
duced because it is located so far 
away from the majority of dealers. 


I think, too, that the equipment 
exhibition added greatly to the 
value of the convention. I feel 
that it could well be made a per- 
manent feature not only on ac- 
count of dealer demand, but be- 
cause manufacturers, I am sure, 
will eventually find it a most 
profitable investment. 

If exhibits are going to be a per- 
manent feature of NADA conven- 
tions, then it seems to me that a 
permanent location is necessary. 
This means a location that is most 
convenient to the greatest number 
of dealers. 

Very few cities can handle con- 
ventions and exhibits of this size. 
Probably Chicago is the only city 
with facilities to take care of it. 
But conventions of this size even 
tax the capacity of a town like Chi- 
cago. Plans, therefore, have to be 
made a year in advance so that the 
hotels and halls can be free for a 
week to take care of no other 
guests except automobile dealers. 

+ * * 


More Products 


Could Be Shown 


I THINK the rules and regula- 
tions for manufacturers eligible 
to the show should be expanded to 
include, besides equipment manu- 
facturers, parts, accessories and 
supplies which don’t compete with 
the products of automobile manu- 
facturers such as tires, batteries, 
piston rings, slip covers, visors, 
radios, etc. Perhaps the show 
should specialize on used car re- 
conditioning equipment. We will 
be thinking of that in future years. 

Holding conventions in Chi- 
cago, of course, would cut down 
the cost of attending for the ma- 
jority of dealers, which means 
large attendance. It also would 
save considerable expense for 
NADA because it costs much less 
to pay the expenses of their di- 
rectors and staff to Chicago than 
if the convention is held on the 
West Coast. 

Dealers tell me that if NADA 
feels a permanent location for the 
amual meeting works a hardship 
on some dealers, then regional 
meetings conducted by each of the 
regional vice-presidents in his re- 
Spective territory would be in 
order. 

* * + 


Forced Expansion 


Still a Headache 

[PEALERS visiting Chicago have 
a lot to say about the insecur- 

ity of contracts and as weeks pro- 

gress this column will report some 





Dealer Awarded $500 


In Resale of Truck 
SOMERSET, Pa.— Booth 
otor Co.’s resale option agree- 

ment has been upheld by Judge 

Norman T. Boose here in a de- 

Cision directing a Confluence, 

man to pay the dealership 
$500 in damages. 

Booth attorneys charged that 
the defendant resold a truck 
after signing the resale pledge, 
Which calls for payment of $500 
to the dealership if a vehicle is 
resold within nine months. The 
Booth firm is located in McKees- 
port, Pa. 

nr  ———— 





Dealers’ or salesmen’s comments, questions or requests may be 
addressed to John 0. Munn in care of Automotive News, Detroit, 
and the writer's name will be kept In confidence if requested. 


the situat'on. 


war. 
to their own operations. 


as a whole. 

There was also considerable 
criticism of factories forcing 
dealers to expand to a greater 
extent than dealers feel is dic- 
tated by good judgment. Most 
dealers are quite willing to ex- 
pand the mechanical facilities of 
their operations, knowing that 
the number of owners is going to 
increase and that the greatest 
opportunity in the field consists 
of getting a greater percentage 
of repair work from present 
owners. 


buyers. 


recorded the 
history. 


It Is Justified 


In Some Cases 
[pzaLens say it 


* 


facilities of the industry 


the nation’s needs, sstill 


With the dealers, however, 


age. 


percentage, while the 


present shipping schedules. 

There is still hope for the 
manufacturer to expand, but 
dealers tell me they would have 
been better off if they had gone 
on their own judgment and pro- 
vided for their individual expan- 
sion after the manufacturer had 
proved his ability to capture 
more of the market. 

It seems to me that an automo- 
bile dealer, particularly one with 
long experience and one who has 
always been aggressive, should be 
given the fullest freedom in deter- 
mining the amount of his capital 
investment because it is certain 
that he can be of more service to 
his customers and to his manufac- 
turer in a liquid position, than if 
he has been forced to use up all his 
reserve or even borrow money 
which in his own judgment he 
thinks unnecessary. 

Most dealers feel that they have 
the local situation well in hand and 
would be much safer in expanding 
gradually whenever the need is 
apparent. 


McLean Assumes Office 


As Vancouver Chief 
VANCOUVER, B. C.—Dan Mc- 
Lean is the new president of the 
Vancouver Motor Dealers Assn. 
McLean took over his new position 





at the annual meeting recently. 
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Dealers tell me 


By John 0. Munn 


























































of the recommendations to improve 


There is much complaint, too, 
about last year’s car distribution 
policies from dealers claiming they 
received one-half to one-third as 
many cars as they did before the 
I asked dealers, who made 
such complaints, to give me a firm 
report on the situation in respect 
I think 
such information will be revealing 
as well as beneficial to the industry 


In spite of the fact that manu- 
facturers last year built more pas- 
senger cars in the history of the 
industry, except for 1929 and 1937, 
many have plans for considerable 
expansion. Dealers feel that fac- 
tory capacity is adequate now to 
take care of the needs of new car 
This is proved, they say, 
with last year’s record volume of 
cars in spite of delay on account of 
steel shortage and strikes. If these 
two retarding elements had not oc- 
curred, the industry would have 
largest output in 


is perfectly 
true, however, that even if the 
in the 
aggregate are ample to take care of 
if one 
manufacturer wants to increase his 
percentage of registration he needs 
to expand in advance. Hence, the 
expansion program is justified on 
the part of the manufacturers who 
are ambitious to cut out for them- 
selves a larger slice of the market. 
ex- 
pansion does not need to take place 
on hopes or ambitions, but rather 
only after the business demands it. 
There are already instances in the 
industry where immediately after 
the war a manufacturer insisted 
the dealers increase their overhead 
on the strength of the manufactur- 
er’s hopes to increase his percent- 
So far the manufacturer has 
found it impossible to increase his 
dealers 
forced to expand are now suffering 
with overhead that is hard to re- 
adjust to meet the manufacturer’s 




















































Philadelphia Automobile 
Trade Association 


MEMBER 
PENNSYLVANIA 
S/AFIS 
DRIVER 


HOFTLRRGRS wign war 
BATETY CONF L RE eT Ee 


Make 
e Highway the Safeway 


Socal 


THE FIRST SAFE DRIVER LEAGUE sticker issued in Philadelphia 


Trade Assn. Sonneborn emphasized the work of the mayor’s safety committee 
by Capt. A. William Ryne: ‘‘The number of traffic accidents in 1947 involving 


McKeekin, PATA general manager. 


Two-Day Washington Parley 
To Hear Anderson, Moran 


SEATTLE. — The Washington 
State Auto Dealers Assn. will stage 
a statewide two-day convention in 
Wenatchee, Wash. Feb. 20-21, it 
has been announced by Edward L. 
Rosling of Seattle, association sec- 
retary-treasurer. 

Rosling pointed out that this will 
be the association’s first conven- 
tion of more than a half-day dura- 
tion in many years. 

Featured speakers will be: John 


100 Ont. Dealers 


Vote to Support 
Austerity Plan 


OTTAWA.— The effects of the 
Canadian government’s “austerity” 
program on automobile dealers in 
Canada were discussed at a re- 
gional meeting of the Automobile 
Dealers Assn. of Ontario held here. 

About 100 delegates attended the 
meeting and the dealers heartily 
endorsed the policy of the direc- 
tors of the Federation of Automo- 
bile Dealers Assns. of Canada for 
cooperation with the government’s 
“austerity” program. 

Other problems of the retail sec- 
tion of the automobile industry 
were discussed, as well as matters 
of provincial and federal legisla- 
tion, together with internal dealer 
operations. 

Chairman of the meeting was 
George M. Ritchie, president of the 
Ottawa Automotive Trades Assn. 
Principal speaker was H. I. Wil- 
son of Calgary, president of the 
Federation of Automobile Dealers 
Assns. of Canada. 


S. C. Group Okays 


Inspection Repeal 


COLUMBIA, S. C.—A majority 
of the roads, bridges and ferries 
committee of the South Carolina 
house of representatives recently 
approved a bill to repeal the state’s 
suspended law requiring periodic 
motor vehicle inspections. 

The measure to repeal the in- 
spection law, which has been sus- 
pended since the start of the war, 
was given a majority favorable 
repcrt by the committee after Chief 
Highway Commissioner C. R. Mc- 
Millan said patrolmen were mak- 
ing spot inspections. 





















Co. (Lincoln-Mercury) in Seattle. 


labor sales, customer 


head. 
credit terms. 


Pohlman, chairman, 


Seattle. . 


Hacquoil Obtains 
Liquidation Pacts 


LANSING.—Hacquoil Buick Sales 
Inc., disenfranchised Detroit dealer- 
ship, last week was granted a five- 
month state license “for liquidation 
purposes only.” MHacquoil’s fran- 


after Clarence J. Hacquoil, owner, 
was indicted on sales-tax evasion 
grounds by the Detroit auto rackets 
grand jury. 

In announcing the special license 
extension, Secretary of State Fred 
M. Alger jr. said the action was 
taken to conform with a Buick- 
Hacquoil agreement calling for de- 
livery of an undisclosed number of 
cars to meet unfilled orders. Both 
the agreement and license expire 
June 30. 

Hacquoil officials have denied re- 
ports that negotiations for a new 
franchise were being carried on 
with another manufacturer. 


Bleyle’s DeSoto Franchise 


Terminated in Buffalo 


Louis A. Bleyle, president of 
Louis A. Bleyle, Inc., Buffalo, has 
announced termination of his fran- 
chise with DeSoto. 

The termination, Bleyle said, was 
mutually agreed upon by himself 
and the division. 



















was presented 
to Mayor Bernard Samuel by R. R. Sonneborn in behalf of Philadelphia Automobile 


personal 
injury here in Philadelphia was reduced by 225. A sizable reduction over 1946. The total 
figure for Philadelphia was far below that estimated by various safety agencies. This 
was due, in no small way, to the efforts of your safety committees.’’ At right is Richard 


W. Stokes, dealer tax specialist; M. 
©. Anderson of Anderson Buick 
Co., Seattle, former NADA presi- 
dent, and Lee Moran, former ex- 
ecutive vice-president of NADA 
who has just established Lee Moran 


Included on the program will be 
a dealers’ profit symposium, con- 
sisting of five-minute talks by 
qualified dealers on such subjects 
as undercoating service, increasing 
follow-up, 
parts merchandising, and control- 
ling of service department over- 


Other subjects to be covered at 
the convention include legislative 
activities, labor negotiations, and 


The convention committee, ap- 
pointed by President Ernie Majer 
of Spokane, is comprised of: Art 
Wenatchee; 
Al Madison, Wenatchee; F. Beaze- 
ley, Cashmere, and J. E. Blume, 


chise was cancelled last November 


Parkhurst, 
president; 
Means Motor Co., secretary. Direc- 
tors elected are Orville Lowe, Clin- 
ton J. Thompson and Alf Cohen. 





Six Committees 
For 1948 Are 
Named by NADA 


Headed by Mallon, 
Smalleomb, Rogers, 
Couri, Freed, Sutter 


CHICAGO.—Makeup of six ma- 
jor committees was announced last 
week by Ben T. Wright, president 
of NADA, following a post-conven- 
tion meeting of the board of direc- 
tors here. 

In each instance, the personnel 
selected by the nominating com- 
mittee and submitted to Wright 
and the board of directors was ap- 
proved. 

Committee members tor the com- 
ing 12 months are: 

Membership—Charles C. Freed, 
Utah, chairman; George Ziesmer, 
Minnesota; Harry Sloate, Connec- 
ticut; Russell Lowell, metropolitan 
New York, and Cecil Walker, West 
Virginia. 

Nominating—S. J. Rogers, Lou- 
isiana, chairman; G. B. Wallace, 
Oregon; Russell Lowell, metropoli- 
tan New York; Paul Abernethy, 
North Carolina, and Turner A. 
Summers, Kentucky. 

Resolutions —-Glen Smallcomb, 
Northern California, chairman; 
Lloyd Morton, Maine; Russell 
Lentz, South Carolina; W. R. Show- 
alter, Idaho, and Hugh Gallagher, 
Delaware. 

Public affairs—W. L. Malion, New 
Jersey, chairman; D. G. Kelly, 
North Dakota; D. E. Castles, Mis- 
souri; L. C. Cargile, Arkansas, and 
Harry L. Bell, Ohio. 

Auditing—A. N. Couri, Maine, 
chairman; Joe Mitchell, Texas, and 
J. E. Wolfington, Pennsylvania. 

Truck—Fred Sutter, Indiana, 
chairman; H. W. Roberts, Oregon; 
Walter Rolland, Connecticut; 
Thomas H. McElvein, New York, 
ea Robert Pulliam, South Caro- 

na. 


Kuhn Heads Assn. 


In Indianapolis 


INDIANAPOLIS. — Paul Kuhn, 
vice-president of North Side Chev- 
rolet, Inc., and also vice-president 
of East Side Chevrolet, Inc., has 
been elected president of the In- 
dianapolis Auto Trade Association. 
Mr. Kuhn succeeds O. A. Chillson, 
president of Meridian Pontiac, Inc., 
who was reelected to the board of 
directors. 

Other officers elected to serve 
for the coming year are W. Mort 
Martin, president of Martin Truck 
Company (Reo and Divco), vice- 
president; Clifford R. Hart, presi- 
dent of Hatfield Motors, Inc. (Ford), 
secretary, and Harold Johnson of 
Wiles-Johnson Motors, Inc. (Chrys- 
ler-Plymouth), treasurer. 

Besides Chillson other members 
elected to the board of directors 
included George Hoster of Hoster- 
Roberts, Inc. (Ford), and Johnson. 
Holdover directors include Paul 
Mason, general manager of Capitol 
Motors, Inc. (Dodge-Plymouth), re- 
tiring treasurer, Sam Abels of Abels 
Auto Co., and James Taylor, head 
of Community Buick, Inc. 


Shearer Fine Is Paid; 


Parole Request Denied 

ST. LOUIS. — Gladys Shearer, 
wife of F. Wells Shearer, former 
Maplewood, Mo., Chevrolet dealer, 
convicted of income tax evasion 
last July has paid a $10,000 fine 
and $250 court costs as a result 
of the trial. 

Shearer was sentenced to two 
years in a federal penitentiary, in 
addition to the fine, by U. S. Dis- 
trict Judge George H. Moore. 
Shearer’s recent application for a 
parole was denied. 





Des Moines Dealers 


Elect Smith for 1948 

DES MOINES.—Glenn Smith, 
president of Midtown Motors, has 
been elected president of Des 
Moines Automobile Dealers Assn. 
He succeeds Frank Sanders of 
Sanders Motor Co. 

Other 1948 officers are Ross 
Union Motors, vice- 
George Means jr., 
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UTOMOTIVE WE STAND FOR: 
; 11. Fair and equitable contracts between manufac- 
M_ turers and dealers in motor vehicles, parts and ac- 
A cessories. 12. A fair profit to the dealer on every 
used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
E lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
Relimination of governmental and bureaucratic con- 
trols over this industry. 15. A return to the pre- 
«NEWS cepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 


NUCDA Can Recover 


Coe directors have predicted dissolution of the National 
4s) Used Car Dealers Assn. as the result of President Oliver 
W. Wood’s advocacy of price control for cars before the 
Senate Banking committee. 

They think that Wood and General Counsel Milton T. 
Raynor “double-crossed’”’ the membership by taking this 
stand without consulting other officers or directors. 

However, we do not believe that the idea was to double- 
cross the membership. From what we can learn, though, a 
double-cross of the public was attempted. The idea, we are 
told, was to seek public favor by indorsing a program be- 
lieved politically popular but against the principles of 
NUCDA, with the idea that it would never be enacted. 

That, of course, is political sham. Wiser heads in NUCDA 
could have told Wood and Raynor that enlightened associa- 
tions do not live by trickery but by service to members 
based on public interest. 

We believe, however, that NUCDA can survive. We think 
directors should take immediate steps to activate the sound 
program which was adopted months ago by the ful! mem- 
bership in convention—a program never put into full force. 


How Long Yet? 


r a has been a good’ everything possible to get 
= deal of talk lately it. But when they coo! off, 
among dealers to the effect they cool off fast. 
that a buyers’ market al- As far as we can see, 
ready exists in some makes the buyers’ impatience 
of cars, but that the public on most cars is likely to 
doesn’t know it yet. continue through _ this 
That makes for an ex- spring and early sum- 
tremely touchy situation. mer. After that, it is any- 
The impatience of those body’s guess. 
who want cars right away But here’s a tip on in- 
is bidding up the price of ventories from a shrewd 
ears on the free market. used-car dealer: 
But public temper is al- “When you can’t see any 
ways an uncertain thing. farther than next week, 
It can change overnight. don’t buy any farther 
People want most what ahead than next week.” 
they can’t have. As long Another top operator has 
as they think something is this motto: ‘Never let the 
unavailable, they will do sun set on a dog.” 


Aamer>omo > 


--a word in 


. Slocesm 


FOR AS LONG as I heve been 
around the automotive industry— 
which begins to add up to quite 
a while—there has been one sub- 
ject on which you could stir up an 
argument in any group of manu- 
facturers or their 
ITs <a The old 

bugaboo was 
THE DEALER “Who is the in- 
WHO BUYS dividual in a mo- 
tor vehicle deal- 
ership who is the final answer to 
whether or not the salesman can 
start his evening’s report to the 
boss with the most valued words 
in his vocabulary—“Enclosed, please 
find .. .!” On one side of the argu- 
ment were those who contended 
that it was the service manager 
or the foreman, or maybe even the 
boy under the car, who decided 
what brand of brake linings, pis- 
ton rings or lubricants they would 
push on the customer. Some even 
argued that the boss in the corner 
office paid little or no attention to 
what went on in his service de- 
partment, so long as it came up in 
the black at the end of the month. 
That even when it came to making 
a major investment in machines, 
tools or equipment, he followed 
without more than passing interest 
the recommendations of the men 
in the backshop and signed the 
check in payment without a mur- 
mur. 
* * * 

WELL, IF THE question were 
not settled once and for all at last 
week’s convention and exposition 
of the National Auto Dealers Assn. 
meeting in Chicago, it never will 
be. Every report I have read gives 
the answer. With a registered at- 
tendance of more than ten thou- 
sand dealers, every manufacturer- 
exhibitor at the show reported di- 
rect sales from his booth so far 
ahead of anything he had ever ex- 
perienced before, he was both 
amazed and enthusiastic. Here were 
gathered the men who sit in the 
corner offices of successful dealer- 
ships from Maine to California. 
They were practically without ex- 
ception men who owned the busi- 
ness either as individual proprie- 
tors, partners or majority stock- 
holders. They came to Chicago for 
the purpose of discussing with 
other dealers their mutual prob- 
lems and to look over the new 
plans and equipment being offered 
at the show which would cut down 
their labor costs and _ increase 
their profits. 


They were not only in deadly 
earnest when they looked over the 
products in which they were inter- 
ested, but few hesitated to sign-on- 
the-dotted-line when they found 
what they wanted. One saw no in- 
dication that these men had to wait 
until they got home to talk it over 
with some Tom, Dick or Harry 
among their employes. They were 
the men who would finally sign the 
check, and they didn’t hesitate to 
rely on their own decision. 

* * + 


FOR FAR too long has this old 
argument existed about who was 
the final answer to the buying prob- 
lem in some thirty or forty thou- 
sand dealers’ places of business in 
the United States. Manufacturers 
and their sales managers, too often 
without sales experience on the 
actual firing line, have read endless 
reports from men in the field who 
were trying to sell everyone in 
the backshop without first securing 
the interest of the man in the cor- 
ner office. It has become more or 
less a habit to try to get in through 
the back door. The experience of a 
group of manufacturers who were 
Ssagacious enough or lucky enough 
to take advantage of the first op- 
portunity of showing their wares 
directly “to the men who count” at 
the Chicago dealer show is hound 
to affect the whole future selling 
strategy of the after-market indus- 
try. Never again will Ray Cham- 
berlain or NADA have to beg for 
exnibitors. In my humble opinion, 
which: apparently is shared by 
everyone who was there and many 
more who wish they had been, from 
now on it will be a case of first- 
come, first-served and the line- 
forms - on - the - right, gentlemen.— 
G. M.S. 


——Letterhbox 


ins oe casi rng ip ig ce ag 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


lt Was 


It seems to me that this sus-| 


pense-type technique of advertis- 
ing so successfully employed by 
Hudson and other companies may 


mobile. The enclosed photograph 
(from your Jan. 26 issue, page 57) 
may prove that Olds might have 
failed to cash in on some of the 
aforementioned type advertising. 
My wager is that the car ztand- 
ing so inconspicuously behind the 
gentlemen is the new Oldsmo- 
bile Futuramic. Notice the extreme 


iowness of the car, the seemingly} 


curved windshield panes, and the 
hump on the right front door which 
signifies more width and a some- 
what slab-sided appearance. Of 
course, we will be seeing the new 
Futuramic by Feb. 15, but I am 
naturally curious to know whether 
or not my hunch is right.—Harry 
M. Taywor Jr., Alpine, Tex. 


Eprror’s Norte: It was. 


First First 

We all make mistakes, and I be- 
lieve we all like to rectify them 
whenever possible. 

On page 48 of Jan. 26, 1948, issue 
of your fine paper you show a pic- 
ture of Plymouth officials examin- 
ing a new Plymouth and under- 
neath is, I quote: “First in the low- 
est priced field to offer Super 


Cushion tires as standard equip-| 


ment.” 
The Nash “600,” which I believe 
you can place in your low-price 


field, came out with the same Super | 


Cushion tires in November, 1947, as 
standard equipment. Goodyear has 
done a remarkable job with these 
new tires from the reports Nash 


owners are turning in.—VERN LuND- | 


BERG, Minneapolis Nash, Inc., Min- 
neapolis. 

Eprror’s Nore: Plymouth of 
course, was referring to its “Big 


have slipped by the agents at Olds- Knobloch-Edwards 


Three” competitors, but Reader 
Lundberg has a good point. 


Wrong State 


| Am enclosing letter mailed to 
Motors, Cin- 
cinnati, O., regarding advertising 
tound in Jan. 19 issue of AvToMo- 
TIVE News. 

| I copied the address on this 
|write-up and wrote them, but 
| found that they know of no firm 
by this name in that city. The let- 
| ter enclosed was returned by the 
postal department. 


If you have any more informa- 
| tion on correct address, will you 
|please forward.—H. L. FRANKUN, 
| Franklin Chevrolet, Pulaski, N. Y. 
+ + a 
| ... We have written Knobloch- 
|Edwards Motors twice and each 
| time our letter was returned to Us. 
-W. Rank, Rank & Son. 
Eprror’s Nore: Sorry. Knob- 
lock-Edwards is a Greater Cin- 
cinati dealer, but address is 114 
E. 6th St., Newport, KENTUCKY. 
We have forwarded letter. 


Coming Events 


FEBRUARY 
Feb. 9-12—Atlantic City (Convention Hall) 
Twenty-first Annual Convention, Autom 
tive Accessories Manufacturers of Amer 


ica Exposition. 
Feb. 17—Baltimore. Annual meeting, Mary- 
land Automobile Trade Assn. 
Feb. 20-21 — Wenatchee, Wash. Annual 
convention, Washington State Automobile 
Dealers Assn. 
MARCH 
| Mareh 3-5—Detrolt (Book-Cadillac). SAB 
Passenger Car and Production 
| March 8—New Orleans. (Jung hotel). Al 
nual convention of Louisiana Auto Deal- 
ers Assn. 
March 15 (opening), Cleveland, 1948 ¢x- 
| hibit, American Society of Tool Engi- 
| neers. ‘ 
| March 23-24—Des Moines. Iowa Auto Deal 
ers Assn. parley. 
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Here’s the newest in tires to 
match the newest in cars! 

Back in 1922, Firestone developed 
the FIRST balloon tire, which set 
completely new and different stand- 
ards of safety, comfort and long 
mileage. Now, Firestone gives the car 
owners of America a new sensation 
in riding and driving luxury with the 
new Firestone Super-Balloon. 


Fag. PROVED QUALITY and PERFORMANCE 


Exhaustive tests prove that you can 
drive more miles at higher speeds 








, with less fatigue. You can stop more 
safely on any road in any weather... 

~ even with sudden stops on rough 

b. roads there is no chatter or wheel- 

- bounce. This remarkable new tire 

eader tial, 

: absorbs the shock of hitting rocks, 
bumps and other objects instead of 

ed to 

Cin- 

‘tising 

'TOMO- Cross sections show how more air 


; volume and lower pressure permit 
this greater flexing action when Firestone 
Super-Balloons go over bumps and 
rough roads. 








; CONVENTIONAL 








LESS FATIGUE . . . LONGER COMFORTABLE MILEAGE 


FEATURED BY LEADING CAR MANUFACTURERS 
ON THEIR 1948 MODELS 


transmitting the shock to you and 
your car. It provides amazingly greater 
stability and enables your car to hug 
the road on curves. It keeps your 
car young, too... you save money 
on car maintenance because there are 
fewer trips to the repair shop to get 
rid of annoying squeaks and rattles. 


MORE RIDING COMFORT and SAFETY 


The new Firestone Super-Balloon 
is truly the tire of tomorrow, a wholly 
new sensation in restful riding, in 
non-skid safety, in blowout protec- 
tion and in longer, more comfortable 
mileage. Many of the most famous 
automobile manufacturers will fea- 
ture it on their 1948 models. And 
soon Firestone Dealers will be cashing 
in on changeover and replacement 
sales. 
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ORIGINATOR OF THE 
BALLOON TIRE 


This tire takes the punishment instead of you and your 
car. It absorbs road shocks instead of transmitting them 
because the tire body is larger and holds more air at 
lower pressure. You can drive farther, faster and longer 


The combination of new Skid-Resistors molded into the 
tread and more area in contact with the road provides 
sure footed stops and sure-footed starts on any road in 
any weather. The Safti-Sured Gum-Dipped cord body 
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KEEPS YOUR CAR YOUNG ... SAVES YOU MONEY 
By preventing road shocks from reaching your car, 
the Firestone Super-Balloon helps to keep the body, 


chassis and running gear as tight as new. Many of the 
irritating and annoying squeaks, rattles and vibrations 
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without becoming tired. Reduced vibration results in and cooler-running resulting from the larger volume of which occur when parts become loosened by jiggling 
Hall) the quietest, smoothest, easiest ride you have ever air at lower pressure provide the greatest protection and jouncing are eliminated. There. is less wear on the 
stomo- €xperienced. against blowouts ever built into a tire. car, fewer repair bills, longer car life. 
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By Mac Gordon 
Staff Writer 
ENERAL MOTORS and the 
UAW-CIO will square off again 
this week in a renewal of their 
long-standing dispute over the 
scope of collective bargaining. 


Group insurance will be the argu- 
ing point this time when company 
and union attorneys take the floor 
at an NLRB trial hearing in De- 
troit. Two years ago, during the 
GM strike, UAW demands to ex- 
plore the corporation’s financial 
books were fought out inconclu- 
sively before an NLRB examiner. 

General Motors’ role at the 
forthcoming hearing will be that 
of respondent to a labor board 










the union. 

The new insurance plan was put 
into effect Feb. 1 for all enrolled 
GM workets, with the exception of 








































halted installation of benefits for 
UAW employes. 


* * * 


GaowcAUes hearings on the 
injunction were adjourned until 
June 1 last week, after GM peti- 
tioned for an _ indefinite delay. 
Harry GM labor attor- 
ney, said confusion might result if 
NLRB hearings in Detroit and fed- 
eral court hearings in New York 
were conducted simultaneously. 

The corporation and the union 
have assumed what amounts to 
directly opposite positions in re- 
gard to the group insurance pro- 
gram. 

A GM. statement, issued 
week, declares: 

“General Motors has had a group 
insurance program, in which its 
employes could voluntarily partici- 
pate, for the last 21 years. More 
than 70 changes and modifications 
have been made in the plan during 
that time. 


“Neither the original plan nor 
any of the changes in it has ever 
been the subject of negotiation with 
any union. General Motors contends 
further that it is not required by 
law to negotiate such benefits plans 
with a union and points out that 
neither the NLRB nor any court 
has ruled specifically to that effect.” 

+ . * 


last 


Bot# the UAW allegations and 
the NLRB complaint contend 
that group insurance is a subject 


































Total Cars in Operation, °46-’47 
As of July 1 


PASSENGER CARS 


New Chapter in Old Figh bord i 
GM Again Faces Debate 


On Bargaining Scope 


for collective bargaining under the 


Taft-Hartley law. 


In addition, the NLRB has cited 
the corporation for allegedly coerc- 


ing employes to sign up in the plan. 
Coercion and intimidation of work- 


ers is outlawed under the Wagner 
act—now a part of the Taft-Hartley 
act. 


The UAW has claimed that the 
group insurance program, which 
it will demand this year, is supe- 
rior to the GM plan. 

“General Motors has failed,” a 
UAW statement asserts, “both in 
the old insurance plan and in the 
new one it is trying to jam through 
before this year’s wage negotia- 
tions open, to meet benefit stand- 
ards that we have been able to win 


Sale lates gonna e wains t in negotiations with other employ- 
negotiate group insurance with | °®- 


The insurance controversy mo- 
mentarily cast into the background 
the approaching wage and contract 
negotiations between GM and the 


shop, increased vacations and a 
guaranteed 40-hour work week. 
+ * * 


PECULATION that the auto 

union might concentrate this 
year’s wage drive on Chrysler Corp. 
arose after a scheduled meeting of 
Chrysler local officials was moved 
up one week. 

The national Chrysler conference 
of the UAW was called to convene 
in Detroit Feb. 13-14 to frame wage 
demands. The Chrysler contract 
forbids amendments in other 
clauses until next year. 

A Chrysler spokesman said it 
was doubtful whether the UAW 
could ask his company for any 
concessions this year except as 
affect general wage scales. Thus, 
he said, pensions, insurance, va- 
cations and guaranteed work 
weeks might be ruled out of 1948 
negotiations. 

General Motors negotiations will 
probably be opened early in March, 
with Chrysler talks getting under- 
way shortly after. 

Other labor developments last 
week were highlighted by John L. 
Lewis’ veiled threat of a new soft- 
coal strike and rank-and-file rebuff 
of the Communist elements in the 
leadership of Ford Rouge Local 600 
of the UAW. aa? ie 


SSIBILITY of a soft-coal tieup 

in the spring was presented in a 

letter by Lewis lambasting the mine 
(See LABOR, Page 51, Col. 3) 
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‘48 Chevrolet Truck . 

















with 107 models on eight w! 


210 New Groups 
Join in Drive 
On Excise Taxes 


J UAW. Union demands, besides an 
pete Ser atiegetten ae insurance plan, include a 25-cent- ganizations last week petitioned 
Oe eat Court’ of New York,|®M-hour wage increase, a union Congress, through the National 


automotive taxes. 


special class of taxpayers. . 


of more 


to Congress last July 15. 


NHUC Director Arthur 


way-using public of America.” 


gency federal 


longer exist.” 


ers; gasoline and oil, tires 


accessories. They are 


cording to NHUC. 


Signatories of the new petition 
include such organizations as auto- 
mobile clubs, rural letter carriers, 
farm groups, industrial highway 
users, truck associations and com- 


Johnson Heads 
Nash Distribution 


% % 
1 1947 Change 1946 1947 Change 
2st 113 314,203 11.77 80,053 103,416 29.18 - 
127,520 19.04 ; ; ; 
213,254 8.82 83,890 99'904 19,09 | Mefcial travelers. 
2,697,362 10.44 358,566 446,452 24.51 
296,205 12.49 73,613 "277 «(18.56 
435,328 1.52 76,539 81,391 6.34 
60,631 2.02 13,793 13,301 —3.57 
17.44 22.79 


DETROIT.—A. G. Johnson has 
been appointed manager of car dis- 
tribution for Nash Motors, it is an- 
nounced by H. C. 
vice-presi- 
dent in charge of 


Doss, 


Nash sales. 


gel, who resigned 





CHEVROLET’S 1948 TRUCK LINE blankets the light, medium and heavy-duty field 
heelbases. Among the many new features are the introd 
tion of a four-speed synchro-mesh transmission on the larger models and the transfer of 
the gearshift lever to the steering column on Chevrolet 
series is the first since it pioneered the wide, spacious truck cab in the low-price ranks. 
a ee | 


WASHINGTON.—More than 200 
additional national and state or- 


Highway Users Conference, for the 
repeal of the emergency federal 


With this action, a total of more 
than 600 highway user groups have 
now urged Congress to repeal these 
taxes as an “unjust burden” on a 


The 210 organizations which pre- 
sented their petition Jan. 31 had 
asked to add their names to those 
than 400 other groups 
which signed a petition presented 


In a transmittal letter to Rep. 
Harold Knutson, chairman of the 
House Ways and Means Committee, 
Butler 
pointed out that “each signature 
represents in itself not the view 
of any individual, but the studied 
and confirmed conclusion of a sub- 
stantial group representing in al) 
a great cross-section of the high- 













“These organizations and the 
millions of taxpayers they repre- 
sent,” Butler said, “are of the firm 
conviction that these special emer- 
automotive excise 
taxes are unjust and should be re- 
pealed, as the emergencies for 
which they were initially levied no 


The taxes under attack are le- 
vied on motor vehicles, including 
passenger cars, trucks, and trail- 
and 
tubes, and automobile parts and 
curre tly 
yielding revenue at a rate of ure 
than a billion dollars a year, ac- 




































Johnson suc- 
ceeds W. C. En- 





House Resumes, 
Senate Begins 
Road Hearings 


WASHINGTON. — The House 
roads subcommittee resumed hear. 
ings Thursday on the Cunningham 
bills for federal highway aid. Sen. 
ate subcommittee hearings on the 
Revercomb proposal opened Feb, 2, 

Representatives of the follow 
groups were slated to testify before 
the House group last week: Ameri. 
can Automobile Assn., Assn. of 
American Railroads, Public Roads 
Administration and U.S. Forest 
Service. 

Previously the Cunningham com- 
mittee had heard the views of the 
American Trucking Assns., Ameri- 
can Assn. of State Highway Off- 
cials, American Road Builders Assn, 
and Associate General Contractors, 


The Cunningham bills provide for 
a a new program of $500,000,000 an- 
= ‘ ‘ ; nual federal aid authorizations be- 
ginning in 1949. One measure calls 
for a three-year program and links 
federal automotive excise taxes 
with its aid proposals. The other 
omits the tax link but sets no time 
limit on aid grants. 

The Revercomb legislation pro- 
vides federal aid allotments of 
$300,000,000 annually for the fiscal 
years ending in 1950 and 1951. 

The $300,000,000 annual limit 
specified in the Revercomb bill was 
called “inadequate” in testimony 
before the Senate roads subcom- 
mittee by R. H. Baldock, president 
of the American Assn. of State 
Highway Officials. 

Baldock also conceded that 
“states increase taxes to provide 
matching funds” for federal high- 
way aid grants. He insisted, how- 
ever, that the need was so pressing 
that “states will find the money.” 

©- 
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lighter models. says the new 










































THE ABOVE illustrates how the floor of 
the cab has been cleared in the 1948 Chev- 
rolet light trucks. The gearshift has been 
moved to the s column and the 
parking brake is now designed for foot 
control. The innovations mean added effi- 
ciency and safety for delivery services, the 
company states. Heater and control, shown, 
are extra-cost equipment. 

* 


More Advancements Offered 
In ’48 Chevrolet Trucks 


The steering-column-m ounted 
gearshift will be standard equip- 
ment on all models with payloads 
up to 2,100 pounds. Additionally, 
to give occupants full advantage of 
the roomy cabs, parking brakes are 
now foot-operated. 

The complete Chevrolet truck 
line contains 107 different models 
on eight wheelbases, blanketing 
the light, medium and _ heavy- 
duty fields. Both conventional 
and cab-over-engine types are 
offered. Payload ratings go as 
high as 10,500 pounds. 

Two engines power the 1948 truck 
series. Designated as the Load- 
Master and the Thrift-Master, these 
power plants profit by changes 
which will add much to their per- 
formance, Burke stated. 

* * 



























DVANCES in provisions for 

driver comfort and numerous 
mechanical improvements are re- 
ported for the 1948 line of Chevro- 
let trucks and commercial cars, an- 
nounced last week. 

The latest series, first since the 
company’s Advance-Design mod- 
els were introduced last year, 
lists features that range from 
four-speed synchromesh trans- 
missions and standardization of 
the gearshift lever on the steer- 
ing column to engine and chassis 
refinements. 


J. W. Burke, manager of the 
Chevrolet truck department, said 
the adaptation of the synchro-mesh 
transmission gears to heavy-duty 
models is “one of the most signifi- 
cant truck developments in years.” 

“The three-speed synchro-mesh 
transmission has become synonom- 
ous with operating efficiency and 
ease,” Burke declared. ‘“Synchro- 
mesh has been incorporated on 
lighter trucks, but never before on 
the heavier models where trans- 
mission repairs and lost time can 
be extremely costly. 

a * * 
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[2 of the engine bearings, he 
said, has been more than dou- 
bled as a consequence of a series 
of improvements. Crankshafts are 
heavier and more rigid, according 
to Burke, and there is less distor- 
tion in their operation, reducing 
deflection and bearing wear. 

Main bearings are precision built 
and interchangeable, a move which 
Burke said will simplify servicing. 
Bearing caps have been redesigned 
to resist deflection. 

A new Chevrolet-devised, valve- 
stem oil seal is said to result in 
the elimination of valve spring 
cap covers. Load-Master engine 
have been given an aluminum 
camshaft gear. 


“"NHE benefits of the innovation 
will be appreciated by both 
owners and drivers. To owners syn- 
chro-mesh promises reduced wear, 
less lost time and lower mainte- 
nance costs. To the driver the 
transmission means less_ driving 
strain, easier shifts and quicker ac- 
celeration in emergencies.” 
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A. G. Johnson 
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FOG TEE ccccccccceescoscescaseee 
North Carolina .............. 493,039 559,711 13.52 109,105 138,349 26.80 
North Dakota ....... 33 6.42 





department he now heads. 

J. J. Gogola, with Nash Motors 
since 1937, has been made assistant 
to Johnson, Doss said. 


Chrysler Export Chief 


Tours Africa, Europe 
DETROIT.—C. B. Thomas, presi- 


to become a Nash 
dealer in Keno- 
sha, Wis. Johnson 
joined Nash in 
1920 and formerly 
was assistant 
manager of the 
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241,372 256,541 6.28 67,608 81,704 20.85 
687,820 745,653 8.41 146,749 157,357 «7.23 
7,566 65,738 14. 20,183 23,940 
25,142,527 27,521,395 9.46 5,067,065 5,932,381 17.08 










Compiled by R. L. Polk & Co. 


dent of Chrysler Export Corp., left 
Detroit by plane Feb. 8 for an ex- 
tended business tour of the Union 
of South Africa, Egypt and Switzer- 
land to inspect operations of dis- 
tributors and analyze future busi- 


ness. 















LINCOLN-MERCURY district service managers from all parts of the country were 
given intensive training in maintenance of the new 1949 model Lincoln and Mercury 
cars at a two-week conference just ended in Detroit. 
viewing a demonstration of valve-grinding equipment. 
district service manager, Memphis; G. A. Swartz, Washington, D. C.; C. 
Dearborn; Gus Como, Windsor, Ont.; H. M. Suess, Cincinnati; M. ©. McGuire, maat 
facturer’s representative; A. H. Johnson, Los Angeles, 
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Ethington Takes 


Over Distribution 


VENICE, Calif—Concurrent with 
its incorporation, Ethington Mfg. 
Corp., manufacturer here of the 
Emcee rear seat auto speaker, an- 
nounced last week that, starting 
Feb. 1, it will manage the distri- 
ae of the speaker on a national 


W. D. Johnson, former deputy 


regional director in charge of sales, 
War Assets Administraticn, has 


. H. Stevens, a vice-president, manages 
BR. Wayland, vice-president, and John McAtee, secretary-treasurer. 


for equipmen 
the dealership. Read Mullan is president; 


been appointed vice-president in 
charge of sales under the new mar- 
keting procedure, it was stated by 
E. Roy Ethington, company presi- 
dent. 


Harlan Is Purchaser 


F. M. (Frank) Harlan, veteran 
of 22 years service with Ford Mo- 
tor Co., has been appointed man- 
ager of the purchasing department 
of parts and accessories depart- 
ment of Ed Maher, Inc., Dallas 
Ford dealer. 


New State Proposals Up... 





Move Spreads to Ease 
Jobless Tax Burden 


NEW YORK.—Continuing a 
trend which has made steady 
progress in recent years, propos- 
als for further liberalization of un- 
employment compensation iaws and 
reductions in tax contribution by 
employers have been advanced in 
several state legislative sessions 
this year. 

In his message to the 1948 Vir- 
ginia legislature, Gov. William M. 
Tuck called for reduction in the 
employers’ unemployment compen- 
sation payroll tax from 1 percent 
to 0.3 percent, to save employers 
an estimated total of $6,000,000 a 
year. 

Citing a fund balance of more 
than $77,000,000, Gov. Tuck de- 
clared there “is no just reason” 
why employers should be re- 
quired to pay a larger tax than 
necessary to maintain a sound 
reserve. 

The Virginia governor also rec- 


ommended an increase in maxi- 
mum unemployment compensation 
benefit payments from $15 to $20 
per week. 

Gov. Thomas E. Dewey told the 
New York state legislature that 
“in view of the size of the reserve 
fund and the rising cost of living, 
an upward revision of benefit pay- 
ments and merit rebates is re- 
quired in order to bring them more 
nearly in line.” 

Predictions were that the New 
York legislature would approve $4 
to $6 weekly increases in unem- 
ployment insurance benefits, and 
would act to assure continuation of 
merit rebates to employers with 
stable employment records. The 
proposed boosts in weekly unem- 
ployment insurance benefit rates 
would raise the maximum to $25 
or $27 a week, as against the pres- 
ent $21. The duration of benefit 
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...fully automatic; nothing to pump 
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ver one million installations now make it easier 

than ever to sell Trico’s “Two Little Squirts”. . . to 

. . to taxicab and truck owners by the fleet. 
And Trico is helping further by colorful and consistent 

advertising in the Saturday Evening Post, Life, 

Collier’s, Time, Country Gentleman and other publications 

reaching tens of millions. 
Now easier than ever to install, too, with a large eallate 

volume of new car production being piped at the factory. 


The big season is just ahead. Order your stock NOW. 


Trico Products Corporation, Buffalo 3, N.Y. 
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payments, it was indicated, woul 
be left at 26 weeks. 

Heavy opposition has been ex. 
pressed in New York, however 
against union-sponsored proposals 
to set up a system of dependency 
allowances. Such opposition, ex. 
pected to result in the rejection 
of the proposals, is based on the 
contention that dependency allow. 
ances are contrary to the insur. 
ance concept and the further ar. 
gument that it would, in practice, 
tend to discourage employment of 
men with large families. 


Benefit payments in New York 
are charged against an employ- 
er’s record in computing his elj- 
gibility for unemployment tax 
rebates. By employing only men 
without dependents, he could im- 
prove his status in the event it 
became necessary to cut his 
working force, it was pointed out 
by opponents of the proposals 
for dependency allowances. 

A Kentucky proposal would raise 
unemployment benefits from $16 to 
$20 a week and would extend the 
benefit period from 20 weeks to 22 
weeks. At the same time, employ- 
ers’ tax contributions would be re. 
duced, although details were un- 
available at this writing. 

In his inaugural message, Goy, 
Fielding L. Wright urged the Mis- 
sissippi legislature to enact “ex- 
perience rating” provisions which 
would reduce the unemployment 
compensation tax rates for employ- 
ers with stable employment rec- 
ords. He also called for liberaliza- 
tion of benefits. 


Would Ban ‘Floaters’ 


A bill introduced in the Missouri 
legislature would tighten provi- 
sions of the state’s unemployment 
compensation law to bar “float- 
ers.” Proposed by a special legis- 
lative interim commission, the 
measure also would increase the 
duration of the $20-a-week maxi- 
mum benefit allowance to 26 weeks 
in any one year instead of the 
present 20 weeks. Another provi- 
sion of the measure would broaden 
the steps through which employers 
with stable employment records 


‘may obtain lower payroll tax re- 


bates. 

Gov. John O. Pastore of Rhode 
Island, reiterating a recommen- 
dation of a year ago, urged the 
1948 Rhode Island legislature to 
substitute a single administrator 
for the present three-member 
state unemployment compensa- 
tion board as a means of central- 
izing responsibility and improv- 
ing administration. 

Indications were that various 
proposals in New York state for 
the establishment of sickness bene- 
fits, designed to compensate work- 
ers for loss of wages while absent 
from employment because of non- 
occupational disability, probably 
would be sidetracked this year. A 
majority of the members of the 
joint state legislative committee on 
labor and industry were said to 
take the position that insufficient 
data on the effect of such pay- 
ments is available to devise 4 
sound workable plan. 


For Sick Benefit 

A proposal for a so-called “cash 
sickness” program, such as now 
operative only in California and 
Rhode Island, was expected to be 
come a major issue in New Jersey, 
however. Advocacy of such a pre 
gram was reiterated by Gov. Ar 
fred E. Driscoll in his message 
the New Jersey legislature. 

“A state program of temporary 
disability benefits to replace i 
part wages lost due to non-ocet™ 
pational sickness or accident, 
Gov. Driscoll told the New Je™ 
sey lawmakers, “will remove 
pressure to ‘distort’ workmen’ 
compensation and will complete 
a logical program of employment 
security. 


“There are resources 


ample 


lavailable to make a sickness bene 


rozen 


| fit plan work. There is now 7 


in the Federal Treasury over 
accumulated employe 


contributions to the unemploymet 
1 or any 


part of this sum may be used 
start a satisfactory state progra” 

“I cannot stand by and w® ; 
the pressure mount for anothe 
federal program which would = 
ordinate the states and endang 
the accumulated funds of our © 
zens without recommending the ‘ 
vious way of meeting our respon 
bilities.” 


it eed an ” ip 
Read A. H. Allen's ‘‘FOB Factory st 
Automotive News each week for the 
on manufacturing trends. 
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=| It took just one week for 


eli- an EXCITEMENT runs coast to coast—Canada to 


ho @ ¢ Mexico—and overseas! Hudson dealers by the 
n hundreds are ‘phoning, wiring and writing the fac- 
bo tory, describing happenings they never even dreamed 
sals 


about before the beautiful new Hudson made its bow! 





it Four million people the first day—ten million the 
“t * « first week—those are accurate and conservative esti- 
= mates of the drawing power, the popular appeal of 
ad exc ited A meri cd ie the car you step down into when entering—not up on! 
rng “They broke our windows . . . busted down a 
— door!” (Missouri); “People are going crazy!” 
re (Illinois); “Huge crowd . . . needed police 
sliza- 


assistance in handling!” (New York); “Had 


< - about 5,000 people in . . . first week ... with a 
— SS VHC trade area of 25,000 to 30,000!” (Wyoming) . 
ment 
“4 to say, “In 20 years . . . nothing to compare!” (Ohio) ; 


_ “Population of 10,650 . . . the first four days we 
~ had over 7,000 in our show room!” (California) . 
the 
rovi- 





“From starry-eyed worship to wild, frantic 
ca 0 1/4 raving” (Kentucky) ; “John Q. Public is goo-goo 
eyed!” (Ohio); “Colossal, stupendous, unbe- 
Yq lievable!” (California) ; “Estimate 2,500 people 
eS were in Saturday night . . . only have population 
of around 11,000!” (Indiana) . 


Hudson promised its organization a new kind of 








car, an automobile that would step out and lead! 






That car is here now—a new Hudson that, according 






to a prominent automobile editor, should “enjoy a 







Dealers coast to coast ‘phone, wire, write excited accounts ee ee ee ee 
The Hudson quality dealer group is in an enviable 

of most fabulous new-car announcement in memory! position now. The entire Hudson organization is at 
work to keep them in that kind of a position in 
the future. 





Vhe New fladsor 
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Buick Finds 97% 
Of Later Models 
Still Operating 


FLINT.—Nearly 97 percent of 
the Buick automobiles produced 
and sold in the United States dur- 
ing the last 10 years are still in 
operation, according to a tabula- 
tion of registration figures. 

The survey, completed recently 
by Buick analysts, showed that of 
the 1,475,483 cars produced in the 
last 10 years, 1,424,999 or 96.6 per- 
cent are still in operation, the divi- 
sion said. 

Harlow H. Curtice, Buick gen- 
eral manager, said there were 1,- 
928,619 Buicks registered in the 
U. 8S. last year, of which nearly 
50,000 were at least 18 years old. 
Buick has produced more than 4,- 
800,000 cars in its 45-year history, 
Curtice said. 

The percentage of Buick cars 
produced and sold domestically 
since 1938 and still in operation, 
Curtice said, included 1938 model 
cars, 92.4 percent; 1939 models, 93.8 
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percent; 1940, 97.2 percent; 1941, 
96.9 percent; 1942, 95.8 percent, and 
1946, 97.8 percent. 

Percentage figures prior to 1938 
included: 1937 models, 90.7 per- 
cert; 1936, 81.9 percent; 1935, 79 
percent; 1934, 49.3 percent, and 
1933, 40.1 percent. 


Singleton Heads 
Ford Pa. Plant 


DEARBORN. — W. D. Singleton, 
who has been with Ford Motor Co. 
since 1931, has been appointed man- 
ager of the Chester (Pa.) assembly 
plant, it is announced by M. L. 
Weismyer, general manager of 
Ford assembly operations. Single- 
ton fills the vacancy caused by the 
death of J. C. Davidson. 

William B. Smith, assistant plant 
manager at Chester, will continue 
in that capacity under Singleton. 
a has been with Ford since 


L. F. Benson, C. M. Mace and Sam G. 
Croom have incorporated Benson's Osage 
Motor Co., Houston, Tex., $20,000 author- 
ized capital stock. 


How ONE MAN SOLVED 
THE PARKING PROBLEM 


R. 8. Brown, dealer in Oteen, N. 
C., finally solved the parking prob- 
lem by rigging up a car with a 
motor in both ends. The steering 
wheel not in use is locked. 


Hall Motor 


An addition to its auto show- 
room and service shop, costing $22,- 
500, will be erected by Hall Motor 
Car Co., 61 Shawmut Ave., Holyoke, 
Mass., according to a building per- 
mit issued by the Holyoke city 
engineer’s office. 











Ethyl’s 25 Years Old 


Kettering Credits Anti-Knock Fuel With Saving 
Billion Barrels of Oil for U.S. 


DETROIT.—More than a billion | portation, they recalled, its knock- 
barrels of oil have been saved for|free properties met almost imme. 
America since Ethyl gasoline was| diate acceptance by the motoring 


offered to the 
public 25 years 
ago, Charles F. 
Kettering, former 
General Motors 
research director, 
estimated in 
marking the sil- 
ver anniversary 
of the first sale 
of the new fuel 
on Feb. 2. 

When the first 
public sale of © ¥- Kettering 
Etnyl gasoline was made at a sta- 
ttion operated by Refiners Oil Co. 
in Dayton, O., the oil industry was 
facing threats and estimates of 
“oil shortages” similar to those be- 
ing faced today, Ethyl Corp. offi- 
cials reported. 

Although Ethyl gasoline was a 
new “idea” in automotive trans- 








FOR A SWEETER 


DESIG 


eet 


use H YATTS 


Wien it comes to bearings, experienced de- 


signers know that it pays to come to Hyatt. 


That’s because our service to the automotive 


industry goes beyond the mere meeting of spec- 


ifications. It lies in constructive help to designers 


and engineers...in new ideas, new products, 


new and better ways of doing things. 


Hyatt Engineering Service helps you to select 


the right bearings and to incorporate them most 


efficiently into your design...thus assuring the 


maximum Hyatt Roller Bearing benefits: longer 


life, smoother opération, greater efficiency. 


Hyatt Bearings Division, General Motors 


Corporation, Harrison, N. J.,and Detroit, Mich. 











public. Shortly after the first pub. 
lic sale of the new fuel in Dayton, 
Feb. 2, 1923, Refiners Oil arranged 
to market the gasoline at all its 
7% stations throughout Ohio. Only 
a few months went by before 
Standard Oil of Indiana contract- 
ed to distribute the new product 
in 2 dozen stations in the Midwest. 

The first purchaser of Ethyl 
gasoline, according to Ethyl 
Corp., was F. M. Redelle of Day- 
ton. 

The problem of knock in inter. 
nal combustion engines was first 
attacked by Kettering as far back 
as 1912 with the appearance of the 
1912 Cadillac equipped with Ketter- 
ing’s self-starter. This self-starter 
and its accompanying battery ig. 
nition were blamed for engine 
knock. The pressure of other work 
caused him to postpone the re- 
search work he started in his Day- 
ton laboratory, but in 1916 he en- 
gaged Thomas Midgley jr. to make 
an exhaustive study of engine 
knock. 

Years of Experiments 

Midgley and his associates, in- 
cluding T. A. Boyd, Carroll Hoch- 
walt and others, determined that 
it was the fuel, not the engine or 
its component parts that caused 
knock. Years went by and thou- 
sands of experiments were tried 
before Midgley’s group, in 1921, 
discovered tetraethyl lead as the 
most effective knock inhibitor 
among all the combinations they 
had tried. 

More than a year following the 
discovery of the antiknock proper- 
iies of tetraethyl lead, Ethyl gaso- 
line was offered to the public. 

Early in 1923, General Motors 
Chemical Co. was formed to man- 
ufacture and market the com- 
pound. However, Standard Oil Co. 

(N. J.) had become interested in 
its manufacture and announced 

is had round a way of producing 
tetraethyl lead more economically 
by reacting the lead-sodium al- 
loy with ethyl chloride at high 
pressure. 

With General Motors Chemical 
Co. possessing a product that elim- 
inated knock and with Standard 
Oil of Jersey in possession of & 
better method of manufacture, the 
two companies, on Aug. 18, 1924, 
organized the Ethyl Gasoline Corp. 
to manufacture and market Ethyl 
antiknock fluid. 

Kettering, who was elected the 
first president, resigned on April 
21, 1925, to be succeeded by Earle 
W. Webb. Webb served as presi- 
dent for more than 22 years and 
was succeeded in 1947 by Edward 
L. Shea, Webb becoming chairman 
of the board. 

During the first ten years it was 
on the market, Ethyl antiknock 
compound was used only in prem- 
ium quality gasolines, but in 1933 
the company started selling the 
compound for use in regular gaso 
lines. 

Made in Baton Rouge 


All Ethyl antiknock compound is 
manufactured in Ethy?’s plant at 
Baton Rouge, La., where nearly all 
chemicals used in the process of 
manufacturing the compound 4 
well as in the final blend of the 
compound itself are produced. Ethy- 
lene dibromide, one of the impor 
tant components in the antiknock 
fluid, is shipped to Baton Rouge 
from the Ethyl-Dow Chemical Co. 
sea water plant at Freeport, Tex 

Nearly 3,000 people are em 
ployed at Baton Rouge and about 

1,000 others man other facilities 
of the company, including exe¢t- 
tive offices in New York; cenu® 
research laboratories at Detroit; 
a road testing laboratory in 54” 
Bernardino, Calif.; gasoline 
ing laboratories in Yonkers, +& 
sa, San Bernardino, Baton Rouge 
and Kansas City, regional sales 

offices in Chicago, New Yo 

Tulsa and Los Angeles, and ® 

number of district sales offices in 
other cities. 

During the 19-year period - 
1929 through 1947, when records ® 
sales were kept, American motor 
ists used 60,600,000,000 gallons ; 
Ethyl gasoline, Ethyl! Corp. re 
ported. 





















AUTOMOTIVE NEWS, FEBRUARY 9, 1948 | 


“I always ask for PILE FABRICS 


because | 


says-E. 


Think of this. Of all the parts that must take wear in a car, only a very few are 
made of anything but tough, hard metal. The upholstery on seats is only fabric! 
Yet it is constantly rubbed by clothing and baggage. Pounded, dug and scuffed 
by children’s shoes, Punished by sun and dampness and road dirt. 

It is a matter of record that pile fabric has the greatest lifetime under this 
barrage. And the “Velmo”* pile fabric being made today by Goodall, combines 


this traditional stamina with béauty that car owners want the whole world to see. 


“Car Owners Demand Pile Fabrics” says Ralph 
Horgan, prominent New York City Ford Dealer 


“It’s easy for a dealer to understand car owners’ demands for 
a pile fabric in his car,” says Ralph Horgan, prominent New 
York City Ford Dealer, “because trade-ins tell the story. We 
can give a greater allowance...there are no rips and tears 
customary on some fabrics... re-conditioning is minimized 
.-- grease and dirt come out quickly with a few cents’ worth 
of shampoo. Also we like pile fabric because they help main- 
tain our profits on used cars.” 


*Registered Trade Mark 


Automotive Division 


know they'll take a beating. 


J. LEE, Bronxville, N. 7 


© 1948, Goodall-Sanford, Inc. 


1703 Fisher Buivpinc « Detroit, Micnican 
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Austin Reports 
U.S. Distribution 
Of 1,000 Models 


NEW YORK.—The first thous- 
and new British Austins have 
reached this country and have al- 
ready been delivered to dealers 
throughout the U. S. A. according 
to L. B. Hooley, vice-president of 
Austin Motor Co., Ltd. 

All the models so far have been 
two-door Dorsets and four-door 
Devons, both in the popular-price 
range. 

The new 1948 Austins, with four- 
cylinder overhead valve engines, 


are now into America at 
regular intervals, Hooley declared, 
and $1,000,000 worth of Austins 


will be shipped to the U. S. every 
month from now on. 

At the present time, he said, 
Austin has dealers in 29 states and 
the District of Columbia. 


Gunter Joins Clegg-King 

Clegg-King Motors, Inc. (Pon- 
tiac), 449 W. Market St.,. Greens- 
boro, N. C., has announced the ap- 
pointment of Jack Gunter as serv- 
ice-sales manager. 


new 


FOLLOW-UP 
~ SYSTEM 


boosts 
service 


sales 


5% 


AT NEW LONDON BUICK Co. 
NEW LONDON, CONNECTICUT 


“Sales of labor and parts have increased 15% since we installed 
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PEARCE MOTOR ©O. (Ford), Sheibyville, Ky., had oge of the top Christmas win- 


the state, starting in 


mid-December. It consists of a Ford convertible with a 
a bit of Christmas greens about the side and front, a 
» and three signs. 





Ford Opens Depot 
At Des Moines 


DES MOINES.—Several thousand 
Iowans foured Ford Motor Co.’s 
new Des Moines parts depot and 
district sales and service offices 
when the company held a formal 
opening at the new building Jan. 16. 


Coinciding with the open house 
party, the company entertained 100 
Des Moines and Iowa business, 
civic and governmental leaders at 
a luncheon. W. K. Edmunds, Chi- 
cago, Ford Midwest regional man- 
ager; G. F. Nelson, Des Moines 
district manager; Gov. Robert D. 





Visible Tip follow-up folders,” writes Spencer W. Moon, vice 
president and general manager of the New London Buick Co. 
““We are able to keep a closer check on customers’ visits with 
this Customer Service Control system.” 


The Visible Tip is the secret. Each time a customer comes in 
for service you simply file the service order copy in the cus- 
tomer’s folder, and set the visible signal. 


As soon as you open the file drawer you get a visual picture 
of how your service department is doing. At a glance you see 
how many customers have had service this month. You can 
immediately pick out those who have not been in recently — 
and those who should be followed up! 


SS 
XR ae io; % f 
| Please send sample and prices of the new Visible Tip Follow-Up Folder. No obligation. j 
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Blue and Des Moines Mayor John 
MacVicar were speakers at the 
affair. 


Division of Vickers Buys 
Tool Plant in Toledo 
WATERBURY, Conn.—Hall Mfg. 


Co., Toledo makers of automotive off-sided trade, according to Weiss. 


tools, has been purchased by the 
Waterbury Tool division of Vickers 
Ine., according to Charles H. Gran- 
ger, vice-president and general 
manager of the latter concern. 


Bob Finlay’s ‘‘Auto Advertising’’ col- 
umn gives the latest developments in deal- 
ers’ and manufacturers’ plans for winning 
Prospects and influencing buyers. 


This system saves both clerical and executive time, according 
to Mr. Moon. No record-posting is required—and his office 
girl handles the follow-up in half the time required by their 
previous system. All service records are centralized—and the 
service manager checks back more quickly when customers 


request information on past work. 


Today, Visible Tips are rolling in service profits for hundreds 
of leading dealers—Ford, Chrysler, Nash, Buick, Chevrolet, 
Packard. They will do the same for you! Mail the coupon for 


free sample and prices. 


THE FIRST NAME IN BUSINESS SYSTEMS 
SYSTEMS DIVISION, 315 FOURTH AVENUE, NEW YORK 10, N. Y | 


COMPANY .. n.nccnccmmacaseadamaneananwaane | 












Output Cut, Prices Soar 


Mexico’s Production Quotas and Import Ban Revive 
High-Priced Profiteering in Late Models 


yards unable to be assembled into 
finished automobiles. 

Production quotas allowed the 
five auto producers are Ford, 8,500 
units a year; General Motors, 6,500: 
Chrysler, 4,000; Nash, 1,000, and 
Packard, 550. 

A survey of leading used-car 
dealers in Mexico City by Weiss 
disclosed “astonishing” prices for 
new cars. For instance, a ’47 Cad. 
illac sedan, $7,000; ’47 Mercury club 
coupe, $3,100; ’47 Chevrolet sedan, 
$2,800; ’°47 Buick sedan, $3,100, and 
’48 Packard convertible, $7,000. 

Weiss said that while new-car 
dealers are supposedly selling 
their output at legitimate prices, 
practically every new passenger 
vehicle finds its way to a used- 
car lot. 

Overtly, the new law appears 
sound since it will prohibit Ameri- 
can dollars from leaving the coun- 
try, Weiss said. 

“But,” he adds, “siashed produc- 
tion schedules result in layoffs and 
decreased local buying by the fac- 
tories for needed supplies. Auto 
factories in Mexico contribute mil- 
lions of dollars for taxes, import 
duties and social security. 

“With the return of the fast mov- 
ing black market, the curb seems 
to have somewhat defeated its own 


purpose.” 


Pay Hikes Peril 
Pricing Policy, 


Timken Warns 


CANTON, O.—“If union leaders 
persist in demanding another wage 
increase without an increase in out- 
put per man-hour, as seems inevit- 
able this spring, there will be an 
almost immediate increase in the 
price of everthing we buy, and 
another sharp upward turn in the 
disastrous inflationary spiral,” ac- 
cording to L. M. Klinedinst, vice- 
president of Timken Roller Bearing 
Co. 


NEW YORK.—According to a 
report by Samuel Weiss, auto edi- 
tor of the New York Post, who 
has completed a 14,000-mile trip 
through Central America and Mex- 
ico, recent edicts curbing auto pro- 
duction by American assembly 
plants in Mexico have resulted in 
the return of the black market 
south of the border. 

Aggravating the situation is the 
ban on import of completed ve- 
hicles. 

The Mexican government ordered 
‘the curbing of production in an 
effort to reduce its loss of Ameri- 
ean currency and to balance its 






















Instead of curbing outgoing 
currency, Mexico has re-created 
its own black market, he said. 
Weiss disclosed that five motor 

manufacturers with assembly 
branches south of the border are 
now operating plants at 50 percent 
of capacity while large stocks of 
fabricated parts lie idle in back 


VISIBLE 
il 
ECONOMY 
















No special equipment is required 
—these folders fit in your regular file 
cabinets. You get two records in one 
—a follow-up record, simplified by 
the Visible Tip, showing date of last 
service. A service order record, with 
order copiesfiled in the folders, which 
are arranged alphabetically for easy 
finding. Re-use economy—folders 
may be used again and again by 
simply changing the insert showing 
customer's name. 







The belief was expressed in a 
letter mailed last week to approxi- 
mately 10,000 Timken customers, 
representing manufacturers in 
automotive, farm implement and 
other industries throughout the 
country. 

At the same time, Timken ex- 
pressed the fear that its policy of 
guaranteeing prices for a period 
of 90 days would have to be dis- 
continued after March 31. 

“We are most anxious to continue 
that policy if it is at all possible,” 
Klinedinst’s letter said, “but with 
further wage increases looming 
ahead, we may be forced to discon- 
tinue that policy, and an increase 
in prices after March 31, 1948, may 
be forced upon us, as it will, no 
doubt, be upon you.” 

Attached to each letter was the 
proof of a quarter-page newspaper 
advertisement bearing the headline, 
“GWI-GPI, The New Gold Dust 
Twins of the American Economy.” 

The ad is first of a series to 
appear in all Timken plant-cities, 
and is designed to tell Timken 
people as well as the general pub- 
lic “about GWI (general wage in- 
crease) and GPI (general price in- 
crease) and how they cannot be 
separated, no matter what the poli- 
ticians say.” 

“We think,” the letter continues, 
“the American public should know 
that every general wage increase 
without increased production per 
man-hour results in a general price 
increase, and the best way to do 
it is to link the two together.” 





B-W Ingersoll Unit 


Leases Chicago Site 

CHICAGO.—A six-story building 
at 321 Plymouth court in the down- 
town section has been leased by 
the Ingersoll Utility Unit division 
of Borg-Warner Corp. for five years 
at an undisclosed rental. The build- 
ing contains 35,000 square feet, of 
which the division will occupy 1%- 
000 square feet for its offices am 
display space. 

The building was erected 40 years 
ago by a group of motor car pio 
neers on behalf of what was then 
the Chicago Automobile Club. 
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AMERICA HAS LONG AWAITED THESE QUALITY CARS 


HERE THEY ARE BY 


Yes, they’re here now in volume on America’s 
highways. The all-new Austin Devon and its 
2-door companion, the Dorset... both on the 


same sturdy, lively 40-horsepower chassis. 


Built in England by Austin, Great Britain’s 
largest builder of large motor cars, the Devon 
and Dorset are fast, roomy, comfortable. Ex- 
pertly balanced and sprung, with independent 
front wheel suspension, they give astounding 


road performance in town or country. 
For top-flight sales and service, Austin is 
rapidly signing up sound, experienced dealers 


across the nation. Plans are completed for ware- 


housing that will make delivery of spare parts 
possible on 24 hours’ notice, anywhere in the 
United States. 


Two other all-new Austins just introduced 
are the 135-horsepower Princess and the 125- 
horsepower Sheerline ... large, traditionally 
British luxury cars with the Continental flair. 

An intensive Austin advertising program is 
backing the entire line in a broad schedule of 


class magazines and local newspapers. 


Prospective dealers are invited to write for 


complete information. 


DEVON AND DORSET FEATURES 


e 4-cylinder flexibility 

e Overhead-valve efficiency 

e 35 mi. per gallon economy 

e Independent front-wheel suspension 


e Double-acting hydraulic shock absorbers 
e Sliding roof panel (Devon) 

e Leather upholstery 

e Electric turn indicators 


List prices* of the Austin Motor Cars Are: 


Princess, $6325 Sheerline, $4745 


Devon, $1575 Dorset, $1470 


*Completely equipped, including heater. Duty and federal taxes paid, f.o.b. New York, plus local taxes (if any). 


THE AUSTIN MOTOR COMPANY, LTD. (ENGLAND) 
Fisk Building, 250 West 57th Street, New York 19, N.Y. 
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December °46 Sales 
Exceed °47 Mark 
In Detroit Area 


DETROIT.—iIn line with reports 
from other sectors, new-car regis- 
trations in this area during Decem- 
ber were below the total for the 
same month in 1946. 

The December (1947) total was 
12,415 new cars sold and titled in 
Wayne county, compared to 12,754 
in last month of the previous year. 

The monthly report of the De- 
troit Auto Dealers Assn. also 
showed that Motor City area new- 
car dealers sold 118,604 cars last 
year, compared with 77,669 in 1946. 

Used-car sales amounted to 5,039 
in December and 78,405 for 1947. 
The previous year’s totals were 
4,544 in December and 46,630 for all 
12 months. 


New-truck sales totaled 1,021 in 
December and 12,703 for all of 1947, 
compared to 2,025 and 10,544 the 
year before. There were 299 used 
trucks titled during December and 
5,276 all year, as against 320 and 
3,354 in 1946. 4 

By makes, new-car sales during 
1947 were as follows: 

Ford, 25,894; Chevrolet, 19,495; 





wy 
IRVING B. KLINE, head of Kline Chevrolet Sales Corp., Tidewater, Va., was hos 
fleet users and independent garage operators at a banquet and floor show recently. 
dealership’s new traveling parts store was shown at the affair. At the speakers’ 


Harry Bradshaw, assistant zone 


and accessories manager, 
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Chevrolet Baltimore 


zone; E. D. Scott, Tidewater district parts representative, Chevrolet Baltimore zone; G. 
W. Knighton, adjustor, Motors Insurance Corp.; Gene Strawbridge, credit manager, 


GMAC, Norfolk; Jack Altschul, 


general manager, 


Kline Chevrolet Sales; Harry N. 


Deans, office manager, Kline Chevrolet Sales. 


Plymouth, 9,948; Buick, 9,616; Pon- 
tiac, 9,393; Dodge, 7,542; Oldsmobile, 
5,861; Mercury, 5,573; Hudson, 3,622; 
Chrysler, 3,563; Nash, 3,428; Cadil- 
lac, 3,073; De Soto, 2,734; Kaiser, 
2,174; Packard, 1,973; Frazer, 1,635; 
Studebaker, 1,459; Lincoln, 941; 
Willys, 430; Crosley, 248, and mis- 
ecllaneous, 2. 











The right types of shock absorbers for all makes of 
cars—that’s what you get when you handle Delco 


Shock Absorbers. 


This fact alone means more business for you, more 


dollars in the till. 


But completeness isn't the only advantage of the Delco 
Shock Absorber line. Delco Shock Absorbers have 
They're the original-equipment 
used on more NEW cars than 
any other make. More than 65,000,000 Delco Shock 


acceptance, too. 


leader in the field... 


a aI aa 


Absorbers are in use today. 


Take advantage of the huge, ready-made market that ae 
is yours with the complete line of Delco Shock Ab- 
sorbers. Your United Motors distributor is well stocked 
to take care of you. Delco Products Division, General , 


Motors Corporation, Dayton, Ohio. 





DELCO 


Langwith Expands 
Langwith Motors Co. (Cadillac- 
Pontiac-Reo), 324 W. 4th St., Dav- 
enport, Ia., has purchased the Loop 
Garage, 117 W. 4th St., to accomo- 
date future expansion, especially 
for the Reo line, according to War- 

ren L. Langwith, president. 


Knee-Action Shocks 
Double-Acting Shocks 
SUC Me Le 


Direct-Action 





HYDRAULIC 
SHOCK ABSORBERS 





it to 
a 
are: Arthur Mayo, district manager for Tidewater Virginia from Chevrolet Baltimore 
zone; James L. Lane, district representative, Norfolk office, Motors Insurance Corp.; J. 
R. Seiford, zone service representative, Chevrolet, Baltimore zone; L. 0. Suttka, zone 


distribution manager, Chevrolet Baltimore zone; A. F. Gentry, parts manager, Kline 
Chevrolet Sales; Kline; G. M. Peters, zone fleet manager, Chevrolet Baltimore zone; 


Cree NT OMe 


FIRST IN COMFORT... 
FIRST IN ACCEPTANCE! 


DELCO SHOCK ABSORBERS 


A UNITED MOTORS LINE 
Available Everywhere Through 


UNITED MOTORS DISTRIBUTORS 





Prophets Ponder Possibilities . . . 


U.C. Prices Tilt Slightly 


As Anxiety Grows 


By Jim White 
Staff Writer 
RADUAL ACCELERATION of 
purchases on the _ used-car 
wholesale markets was noted dur- 
ing the past two weeks as dealers 
carefully restocked with new and 
not-so-new models in anticipation 
of an uncertain spring market. 
Anxiety and hesitancy appeared 
to mark the purchases of many 
operators, with charges that stocks 
are wholesaling too high on some 
models. Complaints that profit mar- 
gins are being trimmed on local 
markets by high prices at source 
are familiar sounds to many auc- 
tion dealers today. 

In addition, the specter of new- 
car production increases later this 
year, continued severe cold 
weather and the possibility of a 
late spring has further served to 
put used-car crystalgazers into a 
state of jitters. Some prophets 

















are even going so far as to talk of 
a “met market.” 

(A: met market, one dealer ex. 
plained, is that condition wherein 
people have bought as much new 
and replacement transportation as 
their individual incomes can man. 
age under existing circumstances, 
Until commodities in such a mar. 
ket are reduced sufficiently to come 
within their incomes again, people 
will postpone their buying.) 

+ + * 


At™ A RECENT meeting of the 
Michigan Used Car Dealers 
Assn. in Detroit, the tenor of infor- 
mal conversations among dealers 
was on a blue note. Dealers com- 
plained of severe drops in retail 
trade, of public reluctance to pay 
the requested prices and the de- 
cided uncertainty of judging the 
amount of stock to carry to meet 
a summer trade that might not 
materialize. 

Despite collective jitters, how- 
ever, and regardless of loud wail- 
ings from retail dealers in nearly 
every cold-weather city, veteran 
operators who have been through 
many such stormy seasons pre- 
dict that the spring trade will be 
healthy and fruitful. Sales, they 
say, will approach last year’s vol- 
ume but prices will be trimmed a 
bit to meet a reduced market. 

Following the severe slump in De- 
cember, wholesale activity showed 
a modest revitalization during the 
first weeks of January as dealers 
began long-range shopping and 
buying programs in preparation for 
spring retailing. 

Almost immediately, however, 
wholesalers heard complaints that 
prices were too high to permit a 
fair operating markup. Dealers, 
faced with the problem of long- 
distance transportation of pur- 
chased stocks, were particularly 
hard pressed to meet market prices. 

* * + 


| por ntigicte the January stir, 
bidding and buying increased 
gradually throughout the rest of 
the month and prices rose about 
$100 to $150 on favorite retail mod- 
els, bringing them up to the pre- 
slump levels of last November in 
most areas. 

At the same time, '48s began to 
appear on the markets in greater 
numbers at prices running from 
$2,050 and $2,150 for super deluxe 
Ford sedans to $2,850 and $2,950 for 
new Hudson Commodores. Such 
1948 “paper models” (facelifted) 
and “radical” jobs are expected to 
hold high through the summer but 
will be responsible for forcing down 
’47s as the trade extends into mid- 
year. 

Various area reports indicate 
that demand for late models is 
on the increase, with the low- 
priced field still requiring the 
greatest stocks. Buick, Packard, 
Oldsmobile, Dodge, Studebaker 
and Chrysler are all suffering at 
present, with most dealers exer- 
cising caution in purchasing them 
for resale. 

Trucks remain down and old cars 
in good condition are remaining 
about the same. New truck lines, 
especially Chevrolet, Ford and 
Dodge models with the “new look 
and extra windows, are said to be 
moving fast at nice profits in most 
of the rural and small-city areas. 

* + * 
vo ANSPACH, operator of 4 

dealers’ auction at Albany, N.Y. 
reports that his area shows 48s to 
be “hot stuff.” Buyers are being 4 
bit “skitterish” on ’47s, claiming 
prices are too high. Many of the 
shoppers, Anspach opinioned, are 
shoving clear of '47s in favor of the 
higher-priced facelifted '48 models. 

Anspach reported that last week 
his low-priced lines (Ford-Chev- 
rolet-Plymouth) of ‘46 vintage 
brought $1,450 to $1,500. Dodge, 
Buick, Oldsmobile, Chrysler and 
other heavy lines are down and 
showing signs of stagnancy. 
Hottest item right now in the 
Albany areas, he reports, are late 
model Mercury sedans which are 
being bought up for export. One 
such sale last week brought 
$2,300, he said. Lincolns have 
some call from the same source, 
he added. 
Durham (N. C.) markets report 

(See MARKET, Page 54, Col. 3) 
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2 The earth had been rumbling all night long, 
; and when I went out in the morning things happened for 
i sure. Even our school began to crumble, so I beat it across 
¢ the bay to look after my boat, my most beloved possession. 
: “From over there I could see it all. Black smoke 
¢ coming up, familiar skylines going down. But I was safe, 
4 and so was my boat, and so were my folks who lived 
* beyond the quake zone. 

, | “That earthquake had a lot to do with my future 
5 life. Dad said, ‘Whatever you do with your life, son, be 
. sure you get on Solid Ground and stay on it.’ That’s what 





I've tried to do. 


“Before I was out of high school 
I learned the 





I had starry-eyed faith in those ‘DB’ initials, I went to 
Detroit to see the Dodge Brothers. 


“Believe it or not, those two great men seemed 
actually glad to see a little guy like me. They made me 
feel at home in their offices and their great new factory. 
When they found out I knew machinery and a lot about 
cars they said, ‘We want all the guys like you we can get. 
We're going to have a great business some day.’ 


*“That’s how I got to be a Dodge car dealer. I was 

| about the youngest one they had when I started, and 
today I’m the oldest they’ve got. Talk about solid ground. 
I don’t think there’s anything more solid in business 
than Dodge and I say this after thirty-one years’ 
experience. 


**I’'m like my Dad in one way. I 

say to any boy—‘Geton Solid Ground and 
you can’t go wrong. Stay on it and really 
work and you'll succeed within your 
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Put Me on SOLID 


Reading time: 1 minute 
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machinists trade. When I got out of school I got a full- 
time job fixing cars, selling parts, perfecting my skill. 


“Another funny thing happened that made a 
big impression on my mind. The best repair parts we could 
get in those days had the initials on them—'‘DB’. I didn’t 
even know what they meant. One day I asked the boss and 
he said, ‘Why that means Dodge Brothers, they're big 
parts makers in Detroit.’ “ 


OE Pe IN ETN 


oo canygamset yp ae 
Piaf 


“That was before there was a Dodge car. But 
when the car itself came along there 
was just one thing for me. I remem- 
bered the lesson of Solid Ground and 


talents, or maybe far beyond them.’ I hear a lot of talk these 
days about giving people more leisure and less time to 
work in. I say, ‘If a man wants to work long hours and is 
anxious to pay the effort price of success, nobody ought 
to get in his way. That’s what made this country’.” 















We have an interesting booklet containing 
a number of these typical success stories 
taken from our files. If interested, write 
Chrysler Corporation, 341 Massachusetts 
Ave., Highland Park 3, Mich., for your 
free copy. 





PLYMOUTH * DODGE * DE SOTO 
CHRYSLER * DODGE “Job-Rated” TRUCKS 
Products of Chrysler Corporation 
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Again in 1948 


America’s Leading 





Automotive Dealers Presen 


AMERICA’S LEADING 
AUTOMOTIVE 
PRODUCTS 





NEW CHEVROLET PASSENGER CARS 
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ITH a clear-cut record of leadership in registra- 
tions of both passenger cars and trucks in the 
postwar years, 1946 and 1947— 


—and with the further record of having sold more 
cars and more trucks than any other dealer organization 
in the total seventeen-year period dating from 1931 
to 1948— 


Chevrolet dealers enter this new year with the 
secure and satisfying conviction that they are again 
offering the motoring public the finest line of pas- 
senger cars and trucks in the entire low-price field!: 


Chevrolet dealers, and many another dealer, know 
this, and know the following facts, as well. 

They know that the Chevrolet Motor Division of 
General Motors backs the Chevrolet dealers of America 


with the newest, most dependable and most desirable 
product-advantages known to automotive manufacture. 


They know that the huge Chevrolet plants back 
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Chevrolet dealers with production records which identify 
Chevrolet as the largest and most efficient producer of | 
passenger cars and trucks in the world. 


They know that the motoring public backs them 
with unprecedented demand, because more people 
drive Chevrolets—and more people want Chevrolets— 
than any other make, according to official nationwide 
registrations and to seven independent nationwide 
surveys. 


And they know that the Chevrolet Sales Depart- 
ment backs them with the most advanced-quality 
dealer policies and programs, and with every practical 
selling aid, including powerful nationwide advertising 
of Chevrolet passenger cars and trucks. 


That is why America’s leading automotive dealers 
look forward with full confidence to the continuation of 
Chevrolet leadership in 1948; that is why one Chevrolet 
dealer tells another: ‘““We’re going forward together 
—you and Chevrolet!’ 


CHEVROLET MOTOR DIVISION, GENERAL MOTORS CORPORATION, DETROIT 2, MICHIGAN 


a 
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Automotive Finance . . . 
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stocks comprising the automotive | sources predict 1947 earnings of 


Car Stock Index Flirted 
With June Low in Jan. 


By George Deery 
Staff Writer 


failure of the motor stocks 
to rebound in the last week in 
January from dips earlier in the 
month as vigorously as the issues 
used in the Dow-Jones industrial 
average, caused the auto share 
average to lose 11.3 percent, while 
the Dow-Jones yardstick dropped 
2.9 percent between Dec. 31 and 
Jan. 31. 


Closing the month at 21.50, the 
auto index edged close to its pre- 
vious low of 21.39 on June 30 and 
chalkec up the third time that 
it has not equalled or bettered 
the performance of the 30 issues 
covered in the Dow-Jones figure 
since June last year. 

Last August both measures lost 


2.4 percent. A drop of 1.4 percent 
in the industrial average in No- 








vember compared with a decline of 
4.4 percent in the auto index. As 
of Jan. 31, the motor share average 
was within .68 of a point from the 
closing figure for 1946. On Dec. 
31, 1946, the auto share price stood 
at 20.82. 


* * * 


(CAB KSLER was the only automo- 

tive issue to appear in the 15 
most actively traded stocks in the 
last week of the month. It followed 
U. S. Steel for 14th place, with Gar 
Wocd in the final place. 


The usually more _ volatile 
Chrysler lost % of a point in the 
week. Gulf Oil and Socony-Vac- 
uum were also listed in the 15 
most heavily traded, Socony 
showing no change and Gulf 
dropping %. 

The individual action of the 





share index is indicated in the fol- 


about $3.50 a share for McQuay- 


lowing table showing the closing | Norris.—American Brake Shoe pro- 


price on Dec. 31 and Jan. 31: 
Jan.31 Dec. 31 


Chrysler vee 58% 63% 
ONE sieivnesin 7™% 
General Motors ........ 5556 58% 
ile 18% 20% 
Kaiser-Frazer ............ 13% 15% 
PRG 600+... cst: 17 17% 
POOMESG | Sikirnnscnves 4% 4% 
Studebaker ................ 19% 21% 
TENE OR: eceesoSgithicedinccseecane, OOD 8% 


Fractions 

Gulf Oil’s proven reserves of 
petroleum are said to total 6,813 
million barrels—1.1 billion barrels 
in domestic locations, 75 million 
barrels in Venezuela and 5,138 mil- 
lion in the Middle East.—Fred M. 
Zeder, vice-chairman of the Chrys- 
ler board, has been named a dir- 
ector of Detroit Trust Co. 

Harry R. Fruehauf, vice-presi- 
dent, Fruehauf Trailer, sold 1,000 
shares of common stock in Decem- 
ber, reducing his direct holdings to 
22,600 shares, according to an “in- 
siders” report by Securities and Ex- 
change Commission . Some 


LONG LIFE 


FOR AUTOMOTIVE HEATING, 
VENTILATING and AIR-CONDITIONING 


fits for 1947 are expected to be 
j about 10 percent over the preced- 
ing year. 

Stocks on the New York Stock 
Exchange had a market value 
of $68,312,500,293 on Dec. 31. This 
compares with $67,026,354,564 at 
the close of November ... “The 
outlook for 1948 is reasonably 
good and I look for a sales volume 
comparable to 1947,” James Y. 
Scott, president, Van Norman 
Co., told a Boston audience... . 
Continued firming of interest 
rates is anticipated by Guaranty 
Trust Co. of New York. 


“Last year the industrial average 
hovered in a range of 15 percent of 
the year’s low, tighter than in any 
other year except in 1944,” accord- 
ing to Harry Comer of Paine, Web- 
ber, Jackson & Curtis. “Long com- 
pression in the stock market 
usually is followed by a substantial 
swing in prices. Once average 
prices lift definitely out of last 
year’s constriction, it is believed 








MICROMOTOR BLOWER UNITS 


H™ is a good little blower—and it has a 
motor that will keep it running smoothly 
for thousands of hours on continuous duty. Its 
excellent reputation for long life is backed up 
by years of engineering experience in working 


out a wide variety of applications. Redmond 
Micromotor Blower Units are built for Direct 
Current operation with delivery up to 125 cubic 
feet per minute. A. C. types are also available. 
Write us today for complete information. 


Redmond facilities include 3000 
employees and over 5 acres of floor area 































Auto Stocks 
Feb.2 Jan. 26 
Chrysler ........ 58% 5954 
Crosley ......... 7 1% 
General Motors . 5614 55% 
Eee 18% 19% 
Kaiser-Frazer ... 13% 12% 
i anteigceeuss 17% 16% 
Packard ........ 45% 4% 
Studebaker ..... 19% 19% 
WO ve iwioser ces 85% 814 
Average for 
Nine Stocks 22.58 22.65 





stocks should make rapid head. 


way,” he added. 
* * + 


Firms’ Profits 
Cut $.2 Billion by 
Higher Costs 


The net income after taxes of al] 
United States manufacturing cor- 
porations amounted to $2.5 billion 
during the second quarter of 1947, 
according to the quarterly report 
last week by the Securities and 
Exchange Commission and the Fed- 
eral Trade Commission. 

This compares with the $2.7 bil- 
lion of profits after taxes during 
the first quarter. This decline re- 
flected higher costs and expenses 
which more than offset higher 
sales. 

According to the report, total 
sales of all manufacturing corpor- 
ations for the second quarter were 
estimated at $36.9 billion contrasted 
with $35.4 billion the preceding 
quarter. Net profits before taxes 
amounted to $4.1 billion compared 
with $4.4 billion during the first 
quarter, while federal income taxes 
were estimated at $1.6 billion for 
the second quarter. Approximately 
$800 million was paid out in divi- 
dends, slightly more than in the 
prior quarter. 

As shown by the report, the rates 
of profit both in relation to invest- 
ment and to sales declined during 
the second quarter. This was true 
for all but the smallest size class 
of corporations, and for nearly all 
the industry groups. The quarterly 
ratio of profits after taxes to stock- 
holders’ equity dropped from 42 
percent during the first quarter to 
3.9 percent the second. Related to 
sales, profits after taxes dropped 
from 7.5 percent to 6.8 percent. 

Corporations in the middle size 
class with assets between $1 mil- 
lion to $5 million continued to show 
the highest profit ratios while the 
smaller and larger companies 
showed lower ratios. 

Comparing ratios for different 
industrial groups, it was found that 
manufacturers of paper and allied 
products and of lumber and wood 
products had the highest rate of 
profit when related to stockholders’ 
equity. The transportation equip- 
ment industry, other than motor 
vehicles, again had the lowest 
profit ratio, .5 percent. 

+ + + 


$50 Million Loan Granted 


To Commercial Credit 


Commercial Credit Co. has con- 
summated a 3 percent 15-year un- 
secured loan of $50,000,000 with 
Prudential Insurance Co. of Ameri- 
ca, according to A. E. Duncan, 
chairman of Commercial Credit. 
This loan follows an arrangement 
made in September for two sub- 
ordinated unsecured loans aggre- 
gating $25,000,000 at 3 percent with 
a 10 year maturity. One of these 
was for $18,000,000 with Metro- 
politan Life Insurance Co., and the 
other for $7,000,000 with Mutual 
Life Insurance Co. 

Duncan further stated that the 
demand for its services had re 
quired CCC to expand its borrow- 
ings to approximately $300,000,000 
before Nov. 1st, 1947—the date uP- 
on which the war-time consumer 
credit restriction Regulation W was 
removed. It would appear, he 8al¢, 
that full employment of its re 
sources was in prospect for Com- 
mercial Credit when automobile 
and other hard goods production 
hits its stride, irrespective of p05- 
sible renewal of some consumer 
credit controls by Congressional 
action. 


New L-M Firm in Ames 
J. ©. Hoeppner of Des Moines 
and Floyd Penkhus of West Des 
Moines have opened a new Lincoln- 
Mercury dealership at Ames, Ia. 
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2 point on picking PAUCE-SCHETS 


wood It goes without saying that selling your car to the people other people 
Iders’ follow means more sales with less effort. 


west Better Homes & Gardens’ more than 3,000,000 families have incomes 
among the highest for all big magazines. They pay more for their 
homes, the upkeep of their homes, and for major equipment, than even 
con- their prosperous neighbors in the same block.* 


meri- That BH&G families will have at least one car is taken for granted. 
redit. They live the suburban kind of life that can’t be carried on without 
sub- at least one car. 


these Selling them today means not only a probable repeat in 1951**, but 


the probable sales to the neighbors as well. 


t the *U. S. Census Bureau survey, 1940, gave us that information, ** Average age of BH&G cars in 1940 was only 2.8 years. 
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Although Cadillac continues to 
be one of the most sought-after 
products in the world today, Cadil- 
lac has doubled its advertising ap- 
propriation for 1948, according to 
Don E. Ahrens, general sales man- 
ager. 

“We are doing this because of 
the pride we have in our new 
cars, which we believe to be the 
finest Cadillacs built in our 46 
years of fine car manufacture,” 
Ahrens 


“The 1948 Cadillac is, we believe, 
the ultimate blending of dignity 
with ultra-modern styling, and we 
want people to be thinking about 
it. That is why we are increasing 
our advertising in the face of dis- 
couraging delays in delivery. We 
have found that Cadillac sales are 
built over the years, often built 
upon a determined impulse made 


"Thesssnile of automobile dealers are going to be in a slugging match soon— 
and their business future might well hang on the outcome. The fight is for sales 
and repeat sales—of new cars, used cars, parts, repair services and labor. THE 
PRIZE IS PROFITS. You can prepare for this battle now by making the Uni- 
versal C, I. T. Dealer Program your program. 


Let the Universal C.I.T. man in your corner give you a dollar-by-dollar 
account of how profit fights are won in every department of your business with 


THE DEALER RESERVE PLAN - THE CAREPAIR PLAN - 
All of these plans are profit knockouts to help you. Apply them to your business 


now—your Universal C.I. T. salesman will tell you about them and how to 
use them to your advantage. Remember, it pays to rely on the financing insti- 


Future 


By Bob Finlay 


many years ago to some day be 
a Cadillac owner.” 

“The bulk ef our advertising ap- 
propriation for 1948 will again be 
done in newspapers, not only be- 
cause of their flexible schedules, 
but because we are well aware of 
the excellent service the newspa- 
pers have performed for us in the 


past.” 


Success 

Think the talk N. F. Lawler, 
advertising director of Nash, gave 
at the annual “Bosses Dinner” of 
the Parkersburg junior chamber of 
commerce, has some good pointers 
for anyone seeking to appraise him- 
self. 

Speaking of “A Place in the Sun,” 
he mentioned personal factors as 





“ee 
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Farm Magazine 
Car Ads 
Dec. Jan.-Dec. 
1947 1947 
Buick . $ 57,488 $ 841,141 
SE iiicodscsore 157,800 
Dodge .......... 14,900 132,500 
Plymouth 10,235 122,025 
Willys ......... ; 121,400 
Studebaker .. 8,900 91,600 
Chevrolet ..... ‘ 71,700 
Pontiac 35,100 
Frazer ..... 4,100 31,563 
Kaiser ...... 4,100 31,563 
Chrysler ...... ; 27,060 
Oldsmobile .......... 24,500 
General Promotion 
aes $ 102,495 
|) i 57,400 
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—Auto Advertising — 
Cadillac Ads 


200 
(Source: Leading National Advertisers). 


well as the: opportunity offered in 


our system. 
“ 


I hear someone 


knecking that (profit and loss) 
system,” he said, “I’m reminded 
that they’re attacking me and my 
individual rights to personal suc- 


cess.” 
Interesting, 


too, was Lawler’s 


opinion on what makes one person 


succeed and another fail: “. 


knowing how to sell yourself as a 


right guy .. .” 


This ties in with another point 


tution that has always put the dealer’s problems first. 


heed rnuate Te fercccreciteg Tiare mnoreay | 


UNIVERSAL C. I. T. 


UNIVERSAL C,. I. Tf, 


CREDIT CORPORATION - 


OvER 300 


LOCAL OFFICES 





THE PACKAGE PLAN - THE INSURANCE PLAN 


a, 


tomer walking into a dealership 
is welcomed by a voice from the 
speaker, and then warned of ap- 
proaching weather changes re. 
quiring safety maintenances, sSpe- 
cials are plugged, etc. 


Hudson Dealers 


Hudson dealers are underwri 
on six West Coast stations ABC's 
c-op program, “Mr. President,” 






















—on seeming right and being 
right. A guy can have all the 
technical knowledge in the world 
and still not amount to much be- 
cause he doesn’t realize that peo- 
ple make the world go round— 
and if you can’t get along with 
people, you won’t seem right. 

He listed these ingredients of 
success: Good health, energy, guts; 
ability to sell self, take interest in 
others; knowledge of job and ram- 
ifications of business; ability to 
analyze; interest in work. 


starring MGMs Edward Arnold. It’s 
serious drama. 


Spring Note 

Nice to get an advance copy of 
Collier’s preventive service layout 
for the March 27 issue from Fred 
J. Mazxted, Collier’s merchandis- 
ing director. 

Aside from the very real value 
of the P. 8. program, the flower- 
ing fruit trees, a reminder to get 
your car set for spring, sure look 
good. 


Today’s Special 

Magnecord, Inc. Chicago, 
claims a new medium of advertis- 
ing to support present visual 
methods. It is called AudiAd, a 
small, compact magnetic paper 

playback machine. 
This example is given: A cus- 


i 
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HEW CAR DEALens ASSOCIATION 
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HOLLYWOOD NEW-CAR dealers are 
tly i an intensive newspaper 
campaign calling motorists’ attention to 
the distinct merits of shopping with their 
authorized dealers. L. 


W. (Eph) Andrews, 
chairman of the advertising committee, 


says that the above ad is one of a series 
appearing in local papers. Andy Kelly, of 
Ad Associates, is handling. 


WAP’s Scar 


The Saturday Evening Post 
Feb. 7 issue carries an article by 
W. A. P. John, nationally known 
automotive advertising man, 
based on a near-fatal heart at- 
tack he suffered a year ago. It’s 
called “I Have a Scar on My 
Heart.” 


The Big Race 


The 500-mile Indianapolis Speed- 
way race will continue to be broad- 
cast exclusively over the coast-to- 
coast Mutual network for the next 
three years under the sponsorship 
of the Perfect Circle Piston Ring 
Co., Hagerstown, Ind. Perfect Cir- 
cle sponsored the Memorial Day 
race over MBS in 1946 and 1947. 


Switch 


Albright Motors, Providence, (R. 
I.), Nash dealer, has launched an 
enterprising series of advertise- 
ments, patterned after a national 
whiskey campaign, in the local 
press. 

The caption on the ads, which 
are said to have aroused consider- 
able interest, reads: ‘The Inside 
Story on Why (name of car owner) 
Has Switched to Nash.” Each ad 
contains a photograph of a new 
Nash owner, his address and 4 
statement why he likes the par- 
ticular model he purchased. 


Dealer on Radio 

Floyd Rice (Ford), Detroit, sends 
out a brilliantly lettered mystery 
car to a different section of Detroit 
each day, and the first person to 
telephone WJBK repeating the 
wording of a special sign inserted 
in each of the side windows earns 
an elaborate glamour evening. 


Craftsman 

Scherman - Schaus - Freeman Co. 
(Studebaker), South Bend, is fea- 
turing the firm’s personnel in 4 
newspaper advertising promotion. 
A recent display presented the plc- 
ture and personal data of Leo Gu- 
zicki, assistant service manager, 
under the heading: “A Sterling 
Craftsman With a Keen Eye for 
Service.” 





Names 

fdward C. Raymond has been 
appointed to the new post of ~~ 
ness manager of the Bureau 0 
Advertising, American Newspapet 
Publishers Assn. 


P. M. Thomas, George W. Cush- 
ing and George F. Leydorf have 
been named vice-presidents of sta- 
tion WJR, Detroit, by Harry Wis- 
mer, executive assistant to presi 
dent G. A. Richards of stations 


PRINCIPAL CITIES WJR, WGAR and KMPC. 

















| 
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THE ONLY CAR WITH THE LAST... CWWETIELE TOP 


Announcing February Showings of the PLAYBOY 


FOR THE APPOINTMENT OF DEALERS AND DISTRIBUTORS 


DETROIT, MICH. PHILADELPHIA, PA. 


February 10th to 14th inclusive February 16th to 21st inclusive 


HOTEL SHERATON HOTEL BENJAMIN FRANKLIN 
East Kirby and Woodward Chestnut at 9th 


MODERN, UP-TO-DATE—This is the administration building of the Buffalo, New York, plant the 
Playboy Motor Car Corporation moved into in January. The administration building consists 
of 18,500 square feet of office space, for executive, sales, drafting, accounting and other 
departments. 


MASS PRODUCTION of Playboy cars is scheduled to begin in 1948 in this large modern 
factory at Buffalo, New York. The War Assets Administration recently approved Playboy 
Motor Car Corporation's $2,259,000 bid to buy the plant, with 414,000 square feet 
of manufacturing space, and the administration building. The Chevrolet Division of 
General Motors produced Pratt & Whitney airplane engines here during the war, and 
it is well suited for the scheduled large-scale production of Playboy cars. The Playboy 
Motor Car Corporation moved into this plant under a letter of intent on January 20th. 





DISTRIBUTORS AND DEALERS WILL BE APPOINTED AT THE SHOWS. APPLICATIONS ARE BEING ACCEPTED FOR DOMESTIC 
AS WELL AS FOREIGN FRANCHISES. FOR FURTHER INFORMATION WRITE EXECUTIVE OFFICES. 


PLAYBOY MOTOR CAR CORP. 


BUFFALO, N. Y. 









In the Hopper 


Kentucky Bill Would Curb 


Passenger Damage Suits 


A bill introduced — ; ogre 
legislature would p t any 
person becoming a non-paying pas- 
senger in a motor vehicle auto- 
matically not to sue the 
owner or operator for injuries or 
damage, unless the passenger 
states otherwise to the operator 
upon entering the vehicle. 


Vermont Urged to Permit 
Cities to Levy Sales Tax 


The Rutland (Vt.) board of al- 
dermen has invited every munici- 
pality in Vermont to join with 
Rutland in ing Gov. Ernest 
W. Gibson for a special session of 
the General Assembly to enact leg- 
islation permitting establishment 
of municipal sales taxes of not 
more than 2 percent. 

Calling present legal sources of 
tax revenue insufficient to meet 
rapidly rising costs of government, 
the resolution stated that real 
estate taxes cannot be raised with- 


out resulting disastrous effects on 
property owners. The aldermen 
said a 2 percent sales tax on Rut- 
land’s estimated $23,000,000 sales 
would net the city about $460,000. 


* * * 


Miss. Bill Would Create 


State Labor Department 


A bill providing for the creation 
of a state department of labor, 
under a commissioner appointed by 
the governor and with power to 
promote voluntary arbitration of 
disputes, has been introduced in 
the Mississippi legislature. 

* * * 


N. J. Considering 3 Revisions 
In Unemployment Pay Law 


Bills proposing three amend- 
ments to New Jersey’s unemploy- 
ment compensation law, designed 
to save taxpayers $38,500,000 during 
the first year of operation, with 
savings tapering off thereafter, 
have been introduced in the New 
Jersey legislature. 

Under the proposed legislation, 
worker contributions to the com- 
pensation fund would be reduced 


ae 


ie ee ie 
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62 percent and employers would 

a 41 percent reduction, its 
sponsor said, without endangering 
the reserve fund, which now totals 
$477,000,000. 


* * * 


Columbus Voters to Decide 
City’s Income Tax Levy 


A special election will be held 
June 8 in Columbus on the Ohio 
city’s new municipal one-half per- 
cent income tax, which went into 
effect Jan. 1. Date for the special 
election was set by the Columbus 
city council under authority of the 
city charter. 

* + * 


Reciprocity License Accord 
Proposed in Ky. Legislature 


A bill to create reciprocity in 
motor vehicle licenses has been 
introduced in the Kentucky legis- 
lature. It creates a three-man com- 
mission, to be named by the gov- 
ernor, to enter into agreements 
with other states to relieve Ken- 
tucky over-the-road buses, trucks, 
and taxis from paying registration, 
license and weight taxes levied by 
other states in which Kentucky- 
owned vehicles must operate. 

Kentucky would extend the same 
exemptions to vehicles properly li- 


a 


i 





WHEN HALL-ROUSH, INC. 


(Chrysler-Piymouth) , 


Akron, found it necessary to 
pied by a roller-skating rink, a dancing 


school and a ballroom. An extensive alteration and modernization program followed 


purchase of the former amusement building. Vance ©. Hall and Carroll 


operate the firm. 


4. Roush 





censed in home states and operat- 
ing in or through Kentucky. 
+ * * 


R. I. Petroleum Dealers Back 


Bill to Curb Cheating 


A bill designed to prevent unfair 
trade practices in the petroleum in- 


dustry in Rhode Island has been 





REPRESENTED 


=— (>) — 
FOR (00 4s, SO UMAUICE  errrswurce 


THEY'RE BUYING THE POST-GAZETTE 


245 E14 Lines 


(of daily passenger car advertising in 1947) 


PERFORMANCE is what counts—in advertising as in automobiles. 


That's why, in 1947, new car makers put 245,814 lines—42% of their daily 
Pittsburgh newspaper advertising—in the Post-Gazette. 


That's 67,000 more lines than in the Press, 79,000 more than in the Sun- 


Telegraph. 


What's more, the Post-Gazette doubled its total automotive linage last 
year and led in Pittsburgh in daily total automotive advertising. 


There's no waiting on this new car deal. You get immediate delivery of 
amazing results in the Post-Gazette. 


That's because the Post-Gazette is Pittsburgh’s most popular daily news- 
paper, read by every other family in the ABC city—and by 75% more 
families than the Press, 52% more than the Sun-Telegraph, in the 144 
cities from 1,000 to 75,000 population in the commuting, car-conscious 
14-county Pittsburgh market. 





* The authority, of course, 
is Media Records 


Concorithats ix Piiteburgls POST-GAZETTE 


Largest Circulation of Any Pittsburgh Daily Newspaper 


NATIONALLY BY 


MOLONEY, 


REGAN & 


SCHMITT, 


INC. 





introduced 
legislature. 

Its sponsor said the measure was 
introduced at the request of the 
Blackstone Valley Petroleum Deal- 
ers Assn., whose spokesmen told 
him uniform prices are not being 
charged throughout the state for 
petroleum products. 

* * * 


$3 Lifetime License Plate 
Suggested in Mississippi 


A bill that would establish a $3 
“lifetime” license tag for private 
passenger automobiles has been 
introduced in the Mississippi leg- 
islature. 

The measure would tak the 
“family car” out of the privilege 
tax field, and eliminate the neces- 
sity for renewing or purchasing a 
license tag each year, the sponsor 
said. He explained it would do 
away with the necessity under 
present laws of having two tax 
receipts, bills of sale and other pa- 
pers in order to obtain a license 
tag each year. Price of the tag now 
is dependent upon the age of the 
automobile, assessment value and 
horsepower. 

* * * 


Title Law, U. C. Licensing 
Proposed in Mississippi 


A bill introduced in the Missis- 
sippi legislature would require that 
all motor vehicles in the state be 
registered with the state motor ve- 
hicle comptroller and that used-car 
dealers be licensed and required to 
furnish registration numbers of 
automobiles they handle. 

Mississippi now is one of three 
states which does not have a reg- 
istration law for vehicles. 

* + + 


Resolution Hits Diversion 


A joint resolution which would 
express the Virginia legislature's 
opposition to any diversion of high- 
way tax funds to non-highway pur- 
poses has been introduced in the 
State senate. 


in the Rhode Island 


* * * 


N. Y. Speed Limit Cut? 


Speed limits during holiday 
weekends in New York state would 
be cut from 50 to 40 miles an hour 
under a bill introduced in the leg- 
islature. 


Carter Gets Post 
At Nash-Canada 


DETROIT.—Appointment of A. 
E. Carter as works manager of the 
newly acquired auto manufactur- 
ing plant of Nash Motors of Can- 
ada, Ltd., in Toronto, was made 
last week by R. A. DeVlieg, Nash 
vice-president in charge of manu- 
facturing. 

For the last two years, Carter 
has been managing director of the 
new Kelvinator, Ltd., refrigerator 
plant near London, England. Car- 
ter joined Kelvinator. in 1930. 


Portable Cleaner Stand 
Manufactured by Kelite 


The Tivit portable parts clean- 
er stand is a welded steel unit, 
which can be wheeled right UP 
to the job. It holds a stan 
five-gallon can of cleaner and 4 
five-gallon rinse can. 

Price is $29.50 f.0.b. Los Am 
geles. Manufactured by Kelite 
Products, Inc., Box 2917 Terminal 
Annex, Los Angeles 54, Calif. 
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By-J. B. Van Tassel 


IS imperative from a sound 
Pistness management stand- 
point to make test checks from 
time to time of the operations of 
the various departments in any 
business. This 
type of check will 
help to keep your 
department man- 
agers on their 
toes and will also 
assure you that 
things are about 
the way they 
should be in 
your business. 

] For example, in 

your stockroom 
i, B. Van Tassel ‘Gepartment it is 
well for a dealer or a general man- 
ager to step into this department 
periodically and pick at random 
certain classifications of parts and 
accessories; then count the pieces 
in the bins and compare these 
counts with the specific inventory 
record control cards of each one 
of these pieces. 


Where a difference between the 
count in the bins and the num- 
ber of pieces as shown on the 
specific inventory record card 
exists, the stockroom manager 
should be expected to give a full 
accounting of the shortage or 
overage. 

In the cashier’s' department, a 
test check should be made of the 
imprest cash fund and cash on 
hand at various intervals. In the 
service department a check should 
be made of the individual repair 
orders occasionally to make sure 
that you are realizing your full 
gross profit on customer repair 
orders. 






























* * * 


OTHER words, compare the 
list price charged for labor with 
the price paid the mechanics on the 
orders you select to make sure you 
are realizing your average percent- 
age of gross profit on these orders. 
Where the actual percentage of 
gross profit on certain orders is 
found to be less than your ex- 
pected average or the national 
average of approximately 50 per- 
cent, you should call in the par- 
ticular mechanic, together with the 
service manager and the foreman 
and immediately determine the rea- 
sons for the difference. 

In this way you can help to 
avoid the development of an un- 
favorable gross profit trend in 
this department and this method 
wil also help you in making 
your mechanics and service man- 
agement aware of the fact that 
you are checking them at all 


In the used-car department an 
oeeasional check should be made 
of the invoices to customers on 
the sale of used cars to make sure 
you are realizing a favorable used- 
car gross profit. 

Also the estimated amount of 
reconditioning work should be 


Trailmobile Eves 
Big Share of 


48 Replacements 


CINCINNATI. — Claiming more 
than 2,000,000 over-age trucks are 
Operating today, of which some 
200,000 will be replaced with trac- 
‘otrailer units this year, Wade T. 
ldress, president of Trailmobile 
Co, last week declared his organ- 
uation is going after a substantial 
thare of this business in addition to 
its Program designed to reach an 
“xpanding market in the com- 
Mercial trailer field. 
Childress hailed the current year 
8 @ major milestone in the com- 
Y's progress in an address to 
*Y sales personnel who came to 
b cinnati for a two-day conference 
on company’s 1948 sales plans 
operating policies. 
Trailmobile this year, Childress 
will introduce a number of 
mpletely new products, including 
New van-type trailer. 
company also plans to im- 
Weve its production facilities and 
program, he said. 


Dealer Business Counsel 


Spot Checks of Various Departments Advised 
To Keep Business on Sound Level 
























compared with the actual amount 
of reconditioning work that is done 
on these cars in order to confirm 
the ability of your used-car man- 
ager as a qualified appraiser of | here. 
reconditioning work necessary on 
used cars. 


N COMPETITIVE selling days 
the-ability to do a good apprais- 
ing job on used car reconditioning 
often spells the difference between 
a successful and unsuccessful new 
and used-car sales and profit job. 

Test checks are what I would 
classify as a part of the job of 
detail management, and no man- 
agement job is complete without 
both the job of general manage- 
ment and detailed management. 

Also, one of the most important 
functions in the overall job of suc- 
cessful and profitable management 
is “checking.” 








is corrected. 
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Canadians Urge 
Compulsion in 


Car Inspections 


OTTAWA.—A proposal that an 
annual checkup of motor vehicles 
be made compulsory to reduce ac- 
cidents is said to be receiving favor 


The proposal is that before any 
motor vehicle can be licensed, a 
certificate should be produced by 
the operator of that motor vehicle 
showing that an authorized garage 
has certified the vehicle to be in 
proper condition for driving. 

If the vehicle is found to be in 
any way defective, no license would 
be issued until the faulty condition 


Painting Guide Issued 
By Devoe & Raynolds 


The sales training department of 
Devoe & Raynolds Co., has released 
a book entitled “Devoe Painting 
Guide” written to insure the proper 
use of paint and related materials. 

Copies may be obtained by send- 


of ‘“‘Andy’’ Schain 





Dress Up Town... 


You buy the best hat you can, when 
the next new one may be more than a year 
away... And clipper captains reasoned that 
good shoes took no more space than cheap 
ones, when them fellers in Californy c’n 
afford it, anyway!... Distance and gold, 
the twin factors that influenced every early 
phase of San Francisco’s character 
explain the town’s addiction to fine 
feathers from the first. 

A list of basic measurements 
and a poke of dust, deposited with 
a ship’s captain, brought back from 
Boston a gentleman’s wardrobe 
next year. Before long Eastern tailors 
sent representatives each season to the 
gold camps as Brooks Brothers send 
emissaries to Eastern colleges. In a few 
seasons, the order-taking tailors set up 
shop for themselves... English younger 
sons and remittance men put in a good 
word for home creditors and London 
trade names became old-school-tie among 
the better dressed bloods. 

Wives and daughters, when they came, 
also liked nice things no less than the 
adventurous dressmakers and milliners in 
little stores off Sutter Street. It was a time 
when ample figures and ample means were 
not hid under the Biblical bushel, and 
showing off was almost considered a social 
responsibility. Specialty shops flourished 
long before they were known as such. 
Successive bonanzas ensured that the 


carriage trade carried on. 


San Francisco’s specialty shops, 


serve both men and women, in both 


luxury and popular lines, are more 
numerous than in other cities of larger size 
.--Sell a large proportion of the public, in 
dollar volume outrank department stores 
in toto. Many are fashion originators, 
manufacturelines for national distribution. 
The branch store began here earlier than 
in the East, had turned some high style 
shops into chains. Trade is more than 

local ...comes from both Northern 
California and states to the East. 

The success of the. specialty 

shops makes their merchandising 
significant. Especially significant to 

the national advertiser is the number 

of fine specialty shops represented in the 
columns and the linage of The Chronicle. 
The majority of the most successful retail 
advertisers depend on The Chronicle year 
after year for the majority of their sales 
and customers. And the number using it 
exclusively is impressive... indicative of 
the volume and variety of the buying 
power to which this medium has access, 


and gives access... 


As newspapers go, The Chronicle is 
something of a specialty shop itself. It 
has never stocked much sensationalism 
or cheap appeal, keeps a quality standard 
in all its columns. It carries probably 
the most comprehensive assortment of 
general news of any paper West of New 
York, is indispensable to residents who 
require information, maintain a_ well 
dressed mind... yet by conservative 
compression, offers the largest larder of 


local news of any local paper. Its line of 


A RECENT ADDITION to Cincinnati’s retail automobile front 
Sales 


in downtown Cincinnati and its glass-enclosed showroom gets 
street and sidewalk traffic. 


ing 50 cents to Sales Training 


dent, keeps Automotive News readers up 
Dept., Devoe & Raynolds Co., Inc.,| t6 date on political and economic trends in 


the nation’s capital every wek. 


787 First Ave., New York 17, N.Y. 








is 
& Service (Studebaker), 318 E. Eighth St. 











features and entertainment is limited but 


highly ‘selective, its business news is 
dependable; its appeal is not stag but 
co-ed, assorted as to age, neither snob 
nor highbrow. It requires an intelligent 
interest on the part of the reader... and 
not strangely, reaches intelligent and 
interested readers who make up their 
minds, make public opinion, make 
merchandise move—sells more new cars 
in every price bracket, is a prime medium 
for automotive accessories, tires, gas, oil. 

And it has enough circulation to be 
effective in small outlets or Market Street 
stores... reaches one of three city families, 
one of four in adjacent counties which 
contribute so much to the market’s total! 

Try specialty shopping yourself— 
by getting better acquainted with this 
medium and its market. . . Any Chronicle 
representative will cheerfully take your 


order, show stock on hand... 


San Francisco Chronicle 


Sawyer, Fercuson, WALKER Co., National Representatives, 
New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles 


the new building 
St. The 
the benefi 


William Ullman, Washington correspon- 






Auto Personnel 





Puckett Gets DuPont Post 
As Anti-Knock Chief 


Afton D. Puckett, known in the 
industry for his work 
in anti-knock properties of motor 
fuels for the government, has join- 
ed the Du Pont Co.’s petroleum 
chemicals division. 


or ee has a eae 
operations anti-knoc 
equipment in connection with Du- 
Pont’s entry into the direct market- 
ing of tetraethyl lead compounds. 


+ * * 
Cleveland Graphite Forms 
Heavy-Duty Bearings Unit 
Cleveland 


Graphite Bronze Co. 
has grouped its manufacturing 
operations in heavy-duty types of 
engine bearings into a separate 
unit, William G. Laffer, works 
manager, 

M. J. Merlin has been promot- 
ed from master ic to 


der becomes general foreman of 

the Heavy-wall unit. All three 

have been with the company for 

several years. ‘ 
. +. 


Breech Appointed Member 
Of CED Finance Group 


Appointment of Ernest R. 
Breech, Ford Motor Co. executive 
vice-president, as one of 10 addi- 
tional members on the finance 
committee of the Committee for 
Economic Development has been 
announced by Paul G. Hoffman, 
CED chairman and president of 
Studebaker. a" 


Chevrolet Boosts Hoel 
In Atlantic Region 


Promotion of Frank A. Hoel to 
the post of assistant regional man- 
ager in the Atlantic Coast region 
has been announced by Chevrolet. 

Hoel, a veteran of Chevrolet 
sales operations, has been most re- 
cently zone manager in New York 
City. 

In his new office Hoel succeeds 
K. E. Staley, who was named 
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Southwest regional manager when 
I. X. Sarvis became an assistant 
general sales manager. 

* + + 


Dunbar Succeeds Noble 
At Scovill Division 

Edward S. Dunbar jr. has been 
appointed Eastern manufacturers’ 
sales representative for A. Schra- 
der’s Son division of Scovill Mfg. 
Co., following the death of David 
Noble. 


* * * 


McCaffrey, Scott Named 
In Nebraska by IHC 


R. L. McCaffrey, formerly Inter- 
national motor truck sales promo- 
tion man at Lincoln, Neb., has been 
appointed assistant manager at 
that branch. McCaffrey joined In- 
ternational in 1939. 


J. R. Scott, formerly Interna- 
tional’s assistant manager at Lin- 


coln, has been transferred to Grand 5 


Island, Neb., in the same capacity. 
Scott’s service with Harvester dates 
back to 1931. 

* 


az 

Dubin Heads Chicago Sales 

For Towne Shopper Cars 
International Motor Car Co., San 





YOUNGEST APPLICANT for enroliment 
in the Chevrolet Post-Graduate School of 


Towne Shopper rcar-engine cars, 
has opened a Chicago office at 127 


Diego, Calif., which plans to make |N. Dearborn St., with A. A. Dubin 





es a new twist to an old 
military proverb, it is always a 
good idea in selling to go fustest 
where you can expect to get the 


mostest. 


In Chicago, the Daily News 
takes your advertisement into the 
HOMES of a consumer group 
notable for being active and 
constant buyers. (See family in- 
come figures in the panel at right.) 


These income figures vividly and 
realistically say SALES-VOLUME! 
And they say, beyond doubt or 
argument, that for the advertiser 
this Daily News audience is Chi- 
cago's most IMPORTANT million! 


These reader-friends enjoy their 
Daily News in the evening, in a 
leisurely mood, in the relaxed 
hours which the family fireside 


provides. 


UH | 


The ideal time and 


CACO 


place for advertising! And if what 
you have to say is not welcomed 
to these IMPORTANT homes, then 
certainly you cannot count on a 
welcome for what you have to sell! 


Chieago Daily News 


Families in Each 


Ineome Group:— 


Over $7,499 ..... 10.1% 
$5,000 to $7,499 . 13.9% 
$3,000 to $4,999 . 39.6% 
$2,000 to $2,999 .23.3% 
Below $2,000... 12.4% 


These figures were obtained by an 
independent survey, conducted ex- 
clusively among regular Daily News 
readers, representing a valid crose- 
section, house-to-house sampling. 


DAILY N 


For 72 Years Chicago's HOME Newspaper 
John S. Knight, Editor & Publisher 


DAILY NEWS PLAZA: 400 West Medison Street, CHICAGO 


LOS ANGELES OFFICE: 606 South Hill Street 
NEW YORK OFFICE: 9 Rockefeller Plazes 





MIAMI-HERALD BUILDING, Miami, Fleride 





EWS 


DETROIT OFFICE: 407 Free Press Building 
SAN FRANCISCO OFFICE: Hobert Building 


heading the division of dealer ap. 
pointments. 

Dubin, who recently represented 
Keller cars in the Chicago dis 
will operate on a national scale 
for International. The car, which 
will weigh 600 pounds, is scheduleg 
to get into production in a few 
ween. > * * | 


2 Executive Posts Filled 
By Bowen Products 


Election of L. A. Young jr. as 
president and Norbert H. Wiesler 
as executive vice-president of 
Bowen Products Corp. is an. 
nounced by L. A. Young sr., chair. 
man of the board. 

Young jr. became affiliated with 
Bowen Products as sales manager 
in 1944. Wiesler became a director 
of the corporation in Feb , 
1947, and was elected vice-president 
in May, 1947. 

Bowen Products is a large sup- 
plier of deep-drawn metal stamp- 


an|ings and cold-coined products to 


the automotive industry, and also 


rm | Produces oil cups and grease cups, 


Four Win Promotions 


At General Petroleum 


Advancement of four officials 
of the marketinig department of 
the General Petroleum Corp. is 
announced at the home office in 
Los Angeles. V. A. as- 
sistant to the vice-president and 
director of marketing, becomes 
general manager of the market- 
ing department, succeeding John 
Cc. Sample who recently was 
named vice-president and director 
of marketing. Bellman is suc- 
ceeded by C. H. Wartman, assist- 
ant general sales manager of the 
Southern California division, is 
appointed to Wartman’s former 
post and E. M. Gray, manager 
of automotive sales, becomes 
manager of retail sales. 


* * * 


Ford Central Region Offices 
Move to Downtown Detroit 


Transfer of offices of the Central 
region, Ford Motor Co., from the 
Highland Park plant to the Penob- 
scot building, has been announced 
by J. C. (Larry) Doyle, Central 
regional manager. 

Doyle’s staff, including heads of 
the parts and accessories, truck 
and tieet sales, public relations, ad- 
ministrative control and business 
management departments, will be 
located in the new downtown 
offices. 

. “ o 


Lakin Named to Head Up 
Willys Drop Forge Sales 


Jack R. Lakin has been appoint- 
ed general sales manager of the 
drop forge division at Willys-Over- 
land Motors, according to Joseph 
Brennan, general manager. 

Lakin will coordinate all phases 
of sales, advertising, sales promo- 
tion and public relations for the 
expanded forge division. 

7 * + 


Jacobs Appoints Strong 


Appointment of Clarence M. 
(Red) Strong as director of pur- 
chases of F. L. Jacobs Co., Detroit 
manufacturer of the Launderall 
automatic home laundry and auto- 
motive parts, is announced by Rex 
C. Jacobs, president. Strong was 
formerly with Plymouth Steel Co. 
and Ford. 


Kellogg Names Pauline 


J. Robert Pauline has been 4p 
pointed works manager for the 
Kellogg division of American 
Brake Shoe Co., Rochester, N. ¥. 
He was formerly assistant to the 
division’s vice-president. 

* * * 


Holmes Joins Chemical Firm 


Jefferson Chemical Co. Int, 
owned jointly by Texas Co. and 
American Cyanamid Co., has ai- 
nounced the appointment of J. W- 
Holmes as sales manager, 
headquarters at 30 Rockefeller 
Plaza, New York. 

* 7 . 


Riley Promoted 


Hub Riley has been appointed 
Eastern district sales manager - 
Toledo Steel Products Co. H. : 
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° e Carteonist Kempf, dealer, welcomes suggestions his weekly 
The Other Side of the P scture ’ cartoon strips. orue | ne care of Kempf Motor Co., Rouen Neb.) 


BE ne. LIVER, I WANE OUR NEW 247¢7Y Yeed | ARE YUN SURE 74/5 YH KNOW, IF THIS DEVICE 
DEVICE INSTALLED ON YOUR CAR- can Se ae WORKS - WELL GET FIN next ag Tmt WE 

' FINAL TEST l | RememBER- LAST 779E , 
{ READY FOR TH i lWE SPENT A WEEK IN COME 70 I'm GONG TO 


BED ASLIZER 7H’ Woks MELL BE 


Nov. 1, 1947, amounted to $47.10 
Cleveland Better Business Bureau, . In us tomobile and parts manufacturing . a S : oe 
outlined the operations of the auto- Canadian d try industry of Canada, according to | against $46. Oct. 


Nov. 1, 1946, the report states. 
9 the latest report of the Canadian | °” ’ , 

Sees Buyer s Mart | mobile financing code in effect here Emplo 46.500 overnmnent, with aggregate week- 

and said the Cleveland public could P 1 ys iy payrolls amounting to $2,192,-| Jones-Simpson Motor Co., Inc., Texas 


‘ Guy 
By End of Year finance automobiles at a lower rate} OTTAWA.—There are approxi- | 702. ee, ein dome ual tae 2 ee 
CLEVELAND.—A brighter auto-|than any other place in the U. S.! mately 46,500 employes in the au-| Average weekly earnings as of | son. 
motive picture was painted for this 
year to the Ohio Discount Confer- 
ence by Paul Jones, president of 
American Securities Corp. 
Speaking at the group’s luncheon 
meeting here recently, Jones said 
this year will realize higher auto- 
motive production and the possible 
arrival of a buyers’ market. He 
predicted 500,000 more passenger 


d trucks would be produced | ape pr ae i}. . 

= year over 10 largely because . SNe, Now Available to 
Taft-Hart l d q ‘om * . ° 

7 oa sheet Sadi aed cert clad mY ~~ ‘Se Automotive Manufacturers 


Lay) 


re" Fog ae 
SEG eee 


tions. 

“By the end of this year, some 
people in business believe a citizen 
may be able to buy a car right off 
the dealer’s floor, as in the old 
days,” he maintained. This, he said, 
will mean the end of the “jalopy 
era.” 

He warned finance company 


representatives that under current a Ban ' ' F j es Your Customers the EX TRA 
inflated automobile prices, the com- . 


panies financing auto ‘purchases | , infort They've Always Wanted 


pc eee sie! 


Le 


should establish strong credit de- 
partments. Other business, he add- 
ed, had taken “terrific losses” on 
inflated property loans. 

Marshall Mott, president of the 


Pontiac Shifts 
2 Zone Heads 


PONTIAC.—Two new moves in 
Pontiac’s zone manager organiza- 
tion were announced last week by 
L. W. Ward, general sales mana- 
ger. Latham Clark, Buffalo zone 
manager since 1944, has been trans- 


Once “Select-O-Seat” is properly adjusted with 
extra pocketed coils by dealer, this con't happen. 


Tamme 12. savt@es Ditbeseeees 


ferred to Boston as zone manager. 
Lonnie H. Holmes, who had been 

t zone manager at Atlanta, 
ag to Buffalo to take Clark’s 


Clark joined Pontiac in 1931. 
Holmes was first employed by the 
division in 1934. 


Canadian Sale After the extra pocketed coils ere inserted in the 


“Select-O-Seat” coil spring cushion units, person- 
e * alized comfert is essured. 
Tops $66 Million meen 
OT!AWA.—War Assets Corp. of é - 
has reported that sales of 
automotive vehicles and equipment 
for the calendar year ended Dec. 
$l, 1947, amounted to $66,863,000. 

Total war surplus sold up to 
that time amounted to $414,995,000. 


Bridgwater Machine 


ns Tire Molds Plant 
ON.—Completion of what is 

believed to be the first plant in 
the history of tire making devoted 
&xclusively to the manufacture of 

Molds has been announced by 
Boyd E. Bridgwater, vice-president ' ; - weir 
“t Bridgwater Machine Co. here. - es 

e new plant, known as the 


Athens Machine division of Bridg- — — . 
Water Machine Co., is located at SPRING & WIRE CORPORATION 
_— : wi . 4 = ee =. Detroit 11, Michigan . . . World’s Largest Manufacturer of Diversified Wire Products 








Highways & Safety . . . 


Lower Debt, U. S. Funds 
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Brighten Road Outlook 


reduction in highway det :;in the country in 1946, bringing 
during recent years, combined| the total amount of outstanding 


with large accumulated cash bal- 
ances and sharply expanding auto- 
mobile tax revenues, makes the 
highway financial outlook of states 

the most favorable in 
history,” American Petroleum In- 
= Committee reported last 
wee 


“In addition to a tremendous 
reservoir of their own funds, the 
states also have an unprecedented 
amount of authorized federal aid 
allocations upon which to draw in 
the next few years to carry out 


their highway programs, 
the APIC declares in its Tax 
Economics Bulletin. 


‘Data recently issued by the Fed- 
eral Public Roads Administration is 
analyzed by the APIC as revealing 
a further reduction in highway in- 
debtedness for practically all states 


state obligations for highways to 
the lowest point in 17 years. 
+ * * 


a retirement of $50,875,844 in 

state highway bonds during the 
1946 calendar year left $1,358,838,267 
outstanding at the end of the year,” 
it is noted. “In other words, total 
state highway debt as of that date 
had been reduced approximately 
one-third from the peak level of 
over $2,000,000,000, reached in the 
late ’30s. 

“Because of additions totaling 
more than $4,500,000 to sinking 
funds for bond retirement, the net 
decrease in indebtedness during 
1946 was actually $55,438,500. 


were effected in overall state 
highway bonded indebtedness 










Rurally Rich 


MICHIGAN FARMER 
East Lansing, Mich. 


Politically Powerful 


\ 


A Mella 





There aren’t many landing fields in Pennsylvania— 
just fields of grain, tobacco, truck crops and dozens of 
other money crops—942,000 dairy cows, 20,321,840 
chickens. Pennsylvania farm folks do most of their 
diversified farming with two feet on the ground. 


OHIO FARMER 
1013-F Rockwell Avenue 
Cleveland, Ohio 


Here’s a mighty good place to look for a big portion of 
tomorrow’s sales—solid, comfortably-fixed farm families 
that live well year after year. Progressive folks 

who buy quality products like yours. 


Go direct to these well-to-do farm families at minimum 
cost in the Pennsylvania Farmer 
farm paper of 71% of Pennsylvania’s farmers. 

You'll find they will warm up fast to new products 
that are introduced by this old friend. For information 
on all 3 papers. address Cleveland office. 


PENNSYLVANIA FARMER 


























during the previous years, the 
record shows that the net reduc- 
tion in the period between our 
entry into World War II and the 
close of the calendar year 1946 
approached one-half billion dol- 


Safety 


mittee include Andrew 
ferson Garage, 121 S. Gilpin St., 


Selinsgrove. 

As of Dec. 31, 1946, the following 
nine states had no state highway 
debt: Arizona, Idaho, Indiana, 
Nebraska, Nevada, North Dakota, 
Oklahoma, South Dakota and Utah. 
in addition, this type of debt in 
three other states, Georgia, Michi- 
gan, and Virginia, was entirely 
covered by sinking fund balances, 
the bulletin states. Kentucky had 
only $298,000 of toll bridge bonds 
outstanding. It can be seen, there- 
fore, that one-fourth of all the 
states were carrying no bonded in- 
gery ess for highway purposes, 
ta hb 


Traffic and Transit commission 
and improve traffic conditions in 


Highway Users 
Meet May 6-7 
In Washington 


Kyles Motor Co. 


Kyles Motor Co., Statesville, N. 
C., has been organized with capital 
stock of $25,000 to buy and sell au- 
tomobiles. Principals are Max, Alan 
and C. A. Kyles. 


by Arthur C. Butler, NHUC direc- 
tor. 

The Congress, to be held May 6-7 
at the Maytiower hotel, will be at- 
tended by representatives of many 
of the 1,000 national and state high- 
way-user groups which are affili- 
ated with the National Conference. 
Also attending will be officials and 
leaders in the automotive, petro- 
leum, rubber and other industries. 

The first of the biennial Con- 
gresses was held in Washington in 
September, 1946. 

7 


A. L. and Georgia A. Scoggin with J. 
Ray Dickey, have incorporated Scoggin- 
Dickey Motor Co., Lubbock, Tex., $60,000 
authorized capital stock. 


* * 


Safety Study 
Sloan Finances Plan for 
Broad Research 


The Alfred P. Sloan Foundation, 
Inc., has awarded a grant to the 
Yale University Bureau of High- 
way Traffic for a special study of 
relationships, policies and tecnni- 
cal practices of state and local 
agencies concerned with traffic ad- 
ministration. The study will at- 
tempt to analyze and evalulate cur- 
rently used engineering tech- 
niques. 

Announcement of the grant of 
$15,000, which will finance two re- 
search fellowships for the study, 
was made by Arnold J. Zurcher, 
executive director of the Founda- 
tion. + 
A distinct departure in traffic re- 
search, the project is being under- 
taken in recognition of the need 
of modernizing and coordinating 
administrative activities in the 
highway field, for the sake of econ- 
omy, to promote greater freedom 
of traffic movement and to cope 
with the mounting problems of 
congestion and accidents. 

* + * 


Free Inspection Offered 
By Orange Motor, Albany 


Orange Motor Co., Albany, N. Y., 
in cooperation with Albany Safety 
Council’s effort to eliminate acci- 
dents, is offering Albany area 
motorists free automobile inspec- 
tion. 

To have his auto checked, the 
motorist must present an inspec- 
tion card to the dealership at 709 
Central Ave. Cards will be distri- 
buted at accident-prevention meet- 
ins only or on request by mail to 
the Albany Safety Council. Brakes, 
lignts, tires, horn, windshield 
wipers and vision will be inspected. 

+ + - 
Expansion Strips 

An increase to $1 in the biennial 
charge for driver's licenses in 
South Carolina, in order to help 
finance enforcement of driver's 
tests has been advocated by Chief 
State Highway Commissioner C. 
R. McMillan. . . . Maine Highway 
Users Conference has urged re- 
peal of federal automotive excise 
taxes and a long-range highway 
plan for submission to the '49 leg- 
islature. 

Texas paved 2,042 more miles 
of its 28,344 miles of roads last 
year. Highway officials estimate 
that an additional 2,300 miles 
will be paved by the end of this 
year. ... The feasability of build- 
ing a $3,000,000 toll super-high- 
way between Denver and Bould- 
er, Colo., is being studied. 


Children of Ottawa, Canada, have 
become more safety conscious as 
the result of regular lessons on 
traffic rules by police at a theater 
on Saturday afternoons... . Reck- 
less or intoxicated driving cost 
2,544 Arizona motorists their driv- 
ing permits last year. The greatest 


., + the top-favorite 


Harrisburg, Pa. 


Washington has been selected as 
the city tor the Second Highway 
Transportation Congress of the 
National Highway Users Confer- 
ence, it was announced last week 





Honor Roll 


Recent additions to the Pennsylvania Automotive Assn. Safety com- 
M. Strauss of Lansford, John Galbraith, Jef. 


Punnxsutawney; Harry Brig 


Walter E. Reed Motor Co., Pottsville, and Lee Fisher, Fisher Motors, 


Samuel H. Parker, Parker Chevrolet, Bellevue, Pa., and Edgar p, 
McKean, Allegheny Motor Co., Pittsburgh, have been named to the 


to coordinate public transportation 
Allegheny county. 


number was in the 20-30 year-olg 
group. 

About $35,000,000 will be avail. 
able in state and federal funds for 
road and bridge improvements in 
Florida this year, it is estimated, 
Most of the funds will be required 
to improve and maintain the pres- 
ent system and to start specifically 
approved new construction on 4 
state-federal-fund matching basis, 
according to Elgin Bayliss, chair. 
man of the State Road Board, 

A bumpless highway without 
joints might be feasible if it were 
heavily reinforced with steel, ac. 
cording to W. R. Wooley, Public 
Roads Administration engineer, 
Two test roads are being studied 
in Illinois and New Jersey .: . The 


FREEZIN’ REASON 
4” 4 
1 SLAMMED 


Oo 
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NATIONAL SAFETY commen O 





55th annual conference of the In- 
ternational Assn. of Chiefs of 
Police will be held Oct. 10-14 at the 
Hotel Pennsylvania in New York. 


With about 70 percent of Sas- 
katchewan’s 8,000 miles of high- 
way so badly deteriorated during 
the depression and war years, 
it is estimated now that it would 
require about $70,000,000 to re- 
build them .. . Although Les 
Angeles population doubled from 
1924 to 1941, the number of per- 
sons riding downtown stays at 
600,000. 

Statistics show that since 1940 
there has been a general down- 
trend in road deaths for the nation 
and for Pennsylvania. But the safe- 
ty-engineered Pennsylvania Turn- 
pike shows a spotty but generally 
upward trend in deaths, according 
to National Highway Users Con- 
ference. 

The University of California, co- 
operating with American Bar Assn. 
and Northwestern University Traf- 
fic Institute, will hold a conference 
for traffic court judges and prose 
cutors Feb. 9-14 on its Berkeley 
campus. Judges and prosecutors 
from 11 western states are expected 
to attend the conference which is 
sponsored by the University's 
School of Jurisprudence. 


The chances are that Congress 
will be in no mood to spend size- 
able sums for a network of super 
highways from coast to coast 
this year, according to Rep. Paul 
Cunningham (R., Ia.), chairman 
of the House roads subcommittee. 


man BARREL TRUCK 
$9 495 


ORDER MONDAY—Get FRIDAY 


Loads itself without operé- 
tor rocking barrel to get 
nose under. No strain oF 
lifting whatever. anes 
hook. 600 Ib, cap. Mode 
18. 8 x 2 rubber ase Low- 
est riced GO 
Gaok on the market 

$24.95. f.0.b. Return express coll 

not pleased. Over 15,000 Handees 

sold by mail. Clip this. 


HANDEES CO., Dept. AN-2, Bloomington, lil. 
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FOB FACTORY 


New GM Models Avoid 
Ultra-Radical Styling 


By A. H. Allen 


UNVEILING OF THE first new postwar body design of 
General Motors, in its Oldsmobile and Cadillac versions, 
should provide the tip on which direction GM stylists and 
pody engineers are moving. They are apparently not ready 
yet to eliminate rear fenders as such, although in the inter- 
ests of widening the body ee 
shell they have slimmed down 
fenders appreciably. 

Curved glass panels for wind- 
shield and rear window have really 
come into their own and presum- 
ably will go considerably further 


in the effort to improve the range 
of vision from the driver’s seat. 


The new GM “C” body (it may 
nave to be given a new identifying 
symbol since the old so-called “C” 
body is still in production) likewise 
keeps in line with the trend to- 
ward more lowness and wideness. 
It would appear 
the limit on low- 
ness has been 
reached without a 
major change in 
floor and frame 
construction (like 
the Hudson). Six- 
footers report 
discomfort in 
getting in and 
out of the latest 
design; hence it 
would not seem 
advisable to pinch them down any 
further. 

The pontoon shape to body sides 
has been carried out neatly in the 
Olds and Cadillac jobs, but the 
next step probably will have to be 
the extension of a bumper bar 
around the entire car to lessen the 
vulnerability of door panels and 
wheel shrouds to extraneous im- 
pact. 

Unlike other users of the 
“swollen” body styling, GM en- 
gineers did not change to trig- 
ger-type door handles, there be- 
ing just sufficient clearance 
above the belt-line bulge to ac- 
commodate conventional handles, 
although their angle of turn has 
been reduced. Cocking of the key- 
hole and cover plate at an up- 
ward angle below the handle 
doubtless was unavoidable and 
may give trouble in the winter 
because of greater vulnerability 
to water and ice. 

Retention of elaborate front hood 
ornaments strikes some designers 
as an anachronism since they have 
utility virtually nil, except perhaps 
&s something to grab hold of in 
closing the hood. 

They add a distinctive decora- 
tive touch, hewever, especially to 
those accustomed by the years to 
fancy radiator cap gadgetry, and 


oe : 
the Olds stunt of incorporating 
different colored plastic elements 
to match the finish of the car is 
a clever one. 

> * + 


QUERY: What ever happened to 
the Graham-Paige Rototiller? Pro- 
duction of the gasoline-powered 
utility farm tool was transferred 
out of the plant at Willow Run 
to York, Pa., and spokesmen for 
Kaiser-Frazer say they know little 
of what is going on in Pennsyl- 
vania. 














































A. H. Allen 








' Rudy Tick 


CUSTOMER 
COURTESY CAR 


i ie aaa 


RUDY FICK, INC., is advertising its 
s Ford dealership in Cleveland with a 
minute, five-day a week radio show 
ate “Stop the Courtesy Car!’’ over 
ragtand radio station WJW. The Rudy 
customer courtesy car, equipped with 
eanablic telephone, figures prominently in 
tadio show. Displaying signs advertis- 
the Fick services, the car tours @ des- 
en area for 45 minutes before the 
begins. At 5 p.m. the signs are re- 
Moved and the broadcast is under way. 
rs are the first two persons who 
flag the courtesy car to a stop and re- 
og the message on the display sign over 
Mobile telephone to announcer Walter 
ae » Who has been waiting for the calls 
Tadio station WIW. 


cently about the announcement 
of his new small tractor, to be 
produced by G-P, but he said 
nothing about the Rototiller. 

The small engines powering the 
latter device were at one time 
manufactured by Bell Aircraft in 
a Vermont plant which is under- 
stood to have since been closed. 
However, Bell is now making a 
gasoline-powered wheelbarrow, the 
engine for which sounds much like 
the one used in the Rototiller. 

* + * 


DURING THE recent industrial 
gas cutoff, Kaiser-Frazer was 
spared suspension of operations by 
the forehanded purchase of storage 
facilities outstate last year which 
were filled against just such an 
emergency as hit Detroit and other 
areas. 


Williams’ Estate 

Stanley F. Williams, proprietor 
of Williams Motor Service, 1693 
East Ave., Rochester, N. Y., who 
died Nov. 30, left a net estate of 
$44,281, it was disclosed by a tax 
deposition showed in surrogate’s 
court recently. 


Jack Weed'’s Backshop for some 


Read 
J. W. Frazer was quoted re- | highlights in the service field. 


ee 
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“WE FEEL LIKE THIS CAR will go a long way toward reducing accidents in the 


future,’’ Gordon Rountree, partner, said when Gordon Rountree Motors (Lincoin-Mer- 
cury), Waco, Tex., presented a driver training model to the high school, At the Roun- 
tree Christmas + $3,000 was distributed as a bonus to employes, and there was 
an extra gift for each of the 35 workers. 


Chevrolet Names [ere niy ee nes heen anuistent 
5 regional manager of the Midwest 
Famular In East region, with headquarters at Kan- 


sas City. Previously he served as 
zone manager at Denver and Bal- 
timore, after joining Chevrolet as 
a billing clerk in 1919. 


DETROIT.—T. H. Keating, gen- 
eral sales manager of Chevrolet, 
announces the appointment of A. 
W. Famular as manager of the 
Eastern region, with headquarters 
at Washington. Famular succeeds 
Robert F. Hicks, who has resigned 
to take a Chevrolet dealership. 


In his new post Famular returns 
to a region where he was assistant 


Hazelcorn Gets Austin 


C. Hazelcorn, Inc., 1640 Bedford 
Ave., Brooklyn, has been appointed 
Kings county (N. Y.) authorized 
dealer for Austin cars. 


RIGHT NOW the petroleum industry 
is working night and day to catch up 
with the record demand for gasoline. 
You can help conserve gasoline by 
assisting car owners in getting the 
most mileage from every gallon of 
fuel. As part of your tune-up service, 
set the timing to take full advantage 
of high quality gasoline improved 
with “Ethyl” antiknock compound, 
and give your customers all the mile- 
age, power and performance their 
cars can deliver. Ethyl Corporation, 
New York, N. Y. 





Products sold uuder the ‘“‘ETHYL"’ trade-mark — Antiknock 
Compound . . . Salt Cake... Ethylene Dichioride . . . Sodium 
Metallic . . ..Chiorine (liquid) . . ..0ii Soluble’Dye. 





















































Uptown Chevrolet, Pasadena, 
Announces 3 Promotions 


A Studebaker fianchise has been 
dwarded Ed Wehe Motors, 5723 W. 
Appleton Ave., Milwaukee. There 
are now seven Studebaker dealers 
in Milwaukee county. 

Wehe has been active in the au- 


tomotive field for 18 years. He is 
president of the Badger State Auto- 
mobile Dealers Assn. and a direc- 
tor of the Milwaukee County Auto- 
mobile Dealers Assn. 

* 


7 > 
No. 5 for Allen 
Opens Chevrolet Dealership 
In Midtown N. Y. 


Don Allen Midtown Chevrolet 
has opened its showrooms in the 
General Motors building, Broadway 
and 57th St., New York City. 

Chevrolet’s new 1948 passenger 
car models were on display as the 
public toured the showrooms, which 
occupy a half-block frontage on 
Broadway and another half-block 
on 57th St. 

A service and parts department 
was opened simultaneously at 227 
W. Gist St., Manhattan. 

The New York City establish- 
ment is the fifth Chevrolet dealer- 
ship to be operated by Don Allen 
in the state. Others are at Buffalo, 
South Buffalo, Lockport and Al- 


bany. 
C. Donald Seymour, vice-presi- 


LETS JOIN HANDS ON 


~ 


Wat you know about your business ... and what we 


know about equipment*. . . may be the happy combination 


to solve your sales or manufacturing problem. Wi hy not 


investigate AC's wide assortment of standard or special 


equipment units? You'll not only find variety, but flexi- 


bility, too . . . born of 40 years of development work on 


many types of products. Your inquiries are solicited. 


ei? 








SPARK PLUG 
MOTORS 


ac 
GENERAL 


General Motors Bldg. 73 E. Wacker Drive . Mott Foundation Bidg. 
Detroit 2, Michigan Chicago 1, ilinols Flint 3, Michigan 


Divi 
CORPORATION 
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de anage Al- 
iaee oninaion > in full Som AUT 


of New York City sales and service 


operations. 
> + * 


Sheldon Chevrolet Rebuilds 


Following $50,000 Fire 


Plans are being rushed for re- 
building the salesroom and ga- 
rage of Sheldon Chevrolet Co., 
Gila Bend, Ariz., destroyed by 
fire with a loss of $50,000. 











The loss included several auto- IT Is 
mobiles and stock in the parts fore th 
department. ide 

- = * Pres 

er § 

Enlarged Shop Opened pec 

By Feferman, South Bend eas , nile os 

Ben Feferman Motor Sales Corp.| roRMAL OPENING OF THE new home of the Schill Motor Co., Chevrolet dealer. eet f 

(Cadillac-Oldsmobile), has opened | ship in Campbelisport, Wis., was attended by more than 2,500 persons. m 

enlarged and modernized parts and Impo 

service facilities at 602 S. Michigan | foot, paved area to be used for| business in 1913 and has handled upon & F 

St. South Bend. This provides| customer parking and used-car | over a dozen automotive name lines in 

additi = —— square feet = display. since. ton 
— Ss, oe Seat First of his many lines was sell- 

the win bulldice nt’ “eet | Reo Outlet for Charlotte ing Ford Model Ts. Next, he og 
3 To Cover 16 Counties switched to Pontiac, then to Oak. 


High point of the improvements 
include the latest approved equip- 
ment and appliances for service 
of all kinds, plus a new customer 
waiting room and restrooms, re- 
modeled parts department, show- 


Appointment of Reo Bus and 
2401 W. Morehead 
St., Charlotte, N. C. as Reo 
truck and bus distributor in the 
16-county Charlotte area has been 


land and finally to Hupmobile in 
1916. Since that time he has car. 
ried Auburn, Cole, Hudson, 

Case, Lexington, Franklin, Brock- 
way trucks, Gardner, Gray, Stude- 
baker, Pierce-Arrow, Chrysler, 


room and office, and a 20,000 square- | announced by D. C. Streeter, gen- | Dodge, Plymouth, Lincoln and 
eral sales manager of Reo Mo- | Nash. 
tors, Inc., Lansing. Se. 
The new organization is a di- |> 
vision of Darling Motors, Inc., 48 Ford Trucks Unveiled 
Charlotte. Claude Z. Darling, who | At New Orleans Parade 





SKAIRCRAFT SPARK PLUGS 
AIR CLEANERS 
AMMETERS 
CARBURETOR INTAKE SILENCERS 


CARBURETOR INTAKE SILENCER AND AIR 
CLEANERS 


CRANKCASE BREATHERS 


is secretary, treasurer and gen- 
eral manager of Darling Motors, 
said the new firm’s building con- 
tains ample display facilities for 
Reo trucks and Safety School 
buses, and is fully equipped to 
handle servicing and repair prob- 
lems of all kinds. 
” 


L-M Executives Present 


At South Park Opening 


Executives of the Lincoln-Mer- 
cury division of Ford Motor Co. 
attended opening ceremonies of the 
new showroom and service station 
of South Park Lincoln-Mercury 
Sales Inc., 2375 South Park Awe., 
Buffalo. 

They included: A. H. Crowley, 
L-M sales, and Glenn W. Schrick, 
L-M director of service; 
business management 

Irving Pierce, Ford 

service; Harry G. 
Maides, district manager, and Reg- 
inald , service manager of 


the Buffalo L-M division, and 


Ford dealers of New Orleans 
staged a mammoth street parade 
in connection with the introduc- 
tion of the new 1948 Ford trucks. 
A police escort led the parade, 
followed by a number of Ford 
convertibles with Ford officials 
and dealers as passengers. 

More than a dozen new truck 
were in the parade. 

Represented in the parade were 
Bohn Motor Co., Gonzales Mo- 
tors, Inc., Fairchild Motor Corp. 
and New Orleans Motor Co., Inc. 

. * + 


Completion of Remodeling 


Announced by Cole (Nash) 
Completion of a remodeling pro- 
gram designed to meet require- 
ments of the Nash 10-point award 
system has been announced by C. 
Cc. Cole Motor Sales, 817 Morgan- 
town Ave., Fairmont, Va. 
Cordial invitations to inspect the 
new installations were mailed to 
townspeople in a direct mail cam- 


Robert F. Leonard, district mana- paign 


ger, Buffalo division of Ford. 
They were guests of Ralph F. 


resident manager, 
Park Lincoln-Mercury Sales. 
2 * 


DiBella Employes Get Bonus 


As °47 Sales Hit $587,954 

Fourteen employes of Di Bella 
Auto Sales Co. Inc. (Buick), 
McKees Rocks, Pa., received 
bonus checks, as Christmas gifts, 

Vincent Di Bella, president of 
the company, said the company 
sold $587,954.02 worth of cars, 
parts, and accessories during 
1947. 


25 Dixie Dealers Present 


At Massey Yule Party 


Ninety-six employes of Massey 
Motors (Dodge-Plymouth), Jack- 
sonville, Fla., divided $68,542 in bon- 
uses at the company’s annual 


East Liverpool, O., first established 


Shiell Opens Ford Firm 


Near Ocean Lake, Ore. 


Cliff Shiell, electrical-plumbing 
dealer, has been named Ford dealer 
for Lincoln county, Ore. He recent- 
ly completed a home for cars, 
equipment and parts at a cost of 
$30,000 on Coast Highway 101 near 
Ocean Lake, Ore. 





Now Available 


OSBORN, SCOLARO, MEEKER & 00. 





CRANKCASE VENTILATION VALVES Christmas party. Checks were pre- every eff 
DIE CASTINGS sented by W. W. Massey, president. | centratex 
DIE CASTING MACHINES More than 150 persons were pres- : i War goo 
BACK FIRE DEFLECTORS ent at the party, including 25 auto ? ~ oo oe sepa beh possible 
FLEXIBLE SHAFT ASSEMBLIES dealers from five southern states tb oe y Ourier-Express produce 
FUEL OIL FILTERS and six factory automobile repre- © story of a great market . .. one for a pre 
FUEL PUMPS sentatives: T. J. McCarthy of At-| Which has a larger population than might o} 
FUEL AND VACUUM PUMPS lanta, Dodge regional manager;| any of 16 states, greater retail sales the cust 
GASOLINE GAUGES Homer Campbell, Atlanta, regional} than any one of 17 states. Contains those of | 
GASOLINE STRAINERS manager of Fargo Motor Corp.; Jim/ current and comparative pre-war orders a) 
IGNITION CABLE TERMINALS Taite, Atlanta, Chrysler motor] data on: Population .. . Retail Sales | ed were 
INSTRUMENT PANELS parts regional manager; H. ... Wholesale Sales... Retail Our | “Duri 
LUBRICATING OIL FILTERS . Lasquie, Atlanta, Chrysler regional] jets... Farms Housing... Business location 
OIL.FILTER REPLACEMENT ELEMENTS AND service manager; B. C. Truluck, A ace sons a t anteed | 
CARTEIBOES Jacksonville, Chrysler district serv- ctivity ... Income ... Employmen I doub 
AIR GAUGES ice manager, and R. K. Daniels,| ---Payrolls...Bank Deposits... Bank such oc 
at ii Winter Park, Dodge district repre-| Debits. Teach ¢ 
sentative. Officers of Massey Motors Write for your copy. tion.” 
APY wErLActABLe AIR CLEANER ELEMENTS include Massey, V. J. Dugger, vice- me vt Earlier 
Serres sree Hae president, and George Breslin,| REACH BUFFALO'S BUYING POWER ident poj 
SPARK PLUG CLEANERS 
sales manager. thru the the real ; 
SPARK PLUG GAPPING TOOLS aS nomic «i 
SPARK PLUG TESTERS L S h Guffol erensed 
SPEEDOMETERS 
SPEEDOMETER AND TACHOMETER DRIVE ong eare 4 4 ene 
ADAPTERS Birch (Nash) Has Run Gamut (ow . Seeet 
Ee ’ 
peo ae dl Of Makes in 35 Years Buffalo's Only order te 
VACUUM PUMPS Starting his 85th year as an auto-| Morning and Sunday Newspaper €ssentia] 
VOLTMETERS mobile dealer, Ray Birch (Nash), . Representatives: Ta tin 
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AUTOMOTIVE WASHINGTON 


War Controls in Peace 


Draw NAM’s Fire 


By William Ullman 

Washington Correspondent 
IT IS AMERICAN industry’s conviction, as expressed be- 
fore the Senate Banking and Currency Committee by NAM 
President Morris Sayre, that the so-called anti-inflation bills 
under study “would fail to achieve the objectives of high 
uction and the stabilization of our domestic economy 
while enabling the country to @-————— 


meet foreign commitments.” 
Imposing wartime controls 


upon a peacetime economy, as pro- 

in the contemplated legisla- 
tion, would go far to upset our 
economy and would continiie a 
state of scarcity, industry’s spokes- 
men declared. 

As the alternative to the pend- 
ing control bills, Sayre urged Con- 
gress to give consideration to a 
positive anti-inflation program to 
increase production, pointing out 
that “if we are to combat the pres- 
ent inflationary 
tendencies we 
must get at their 
causes.” 

“The NAM is 
very much inter- 
ested in the main- 
tenance of a high 
volume of pro- 
duction and con- 
sumption and in 
the stabilization 
of the domestic 
economy,” Sayre 
testified, “for it believes, as do the 
proponents of the regulatory pro- 
posals, that a stabilization of our 
economy is of paramount impor- 
tance. 

“However, while we thus simi- 
larly believe in these objectives, 
I must take issue with the pro- 
posed methods to attain these ob- 
jectives, for the suggested con- 
trols in my estimation not only 
will not provide such stabiliza- 
tion, but will go far to upset our 


economy. 

Referring to Secretary of Com- 
merce Harriman’s criticism of one 
of the four measures under study 
—the Taylor bill—Sayre said: 

‘There seems to be implicit in 
these bills the thought that not 
only do we need additional pro- 
duction but that this can be ob- 
tained by instituting price ceilings 
red limiting production to certain 
elds. 


* * . 


Applies to All 


‘I am of the opinion that what 
Secretary Harriman said about the 
Taylor bill applies equally to all 

measures, namely, that they 
would ‘adversely affect marginal 
production and would impede the 
attainment of our objective of ex- 
panded and better-balanced pro- 
duction’.” 

The NAM president said that 
also implied in the control meas- 
ures was the idea that since our 
“wonderful wartime production 
record” was accomplished under a 
system of government controls, our 
Present difficulties, which are re- 
flected in scarcities, could be over- 
come in a similar manner. 
‘ Apparently overlooked is the 
act that during the war period 
every effort of our people was con- 
centrated upon the production of 
War goods,” he continued. “Every 
possible industry was converted to 
produce them. There was no need 
or a producer to worry about what 
might or might not be chosen by 

© customer. Our government and 
: _ of our allies sent in their war 

Tders and the items thus request- 
ed were produced. 
leering the war, priorities, al- 

tions, and price controls guar- 
autood our military security, but 
doubt whether in peacetime 
such controls will enable us to 
ae our optimum in produc- 





Uliman 


Earlier witnesses, the NAM pres- 
ert pointed out, had testified that 
- a solution to the present eco- 
= © situation depends upon in- 
aoe production, but in recom- 
ee control measures they 

Vocated the power to reduce de- 
aa ~ = anita uses in 
ae Pn production for 


‘Tn time of peace, what are the 


less essential uses that thus would 
be eliminated?” he asked. “In time 
of peace what would happen to the 
persons who have reconverted to 
the production of commodities that 
would suddenly be thus outlawed? 
These are but some of the prob- 
lems with which we would be con- 
fronted if we attempted controls in 
this manner. 
* - 7 


Involve Earners 


“Such controls would also natur- 
ally involve the wage earner in 


___ Hhe Dallas Morning News 


these industries. What type of 
work would he go into? Would he 
have to remain unemployed until 
permission was granted for his fac- 
tory to again produce? What would 


happen to the investor whose funds- 


are placed in productive facilities 
which have thus suddenly become 
non-productive? And finally, what 
would happen to the facilities 
themselves which would thus be 
lying idle and wasting away?” 


Imposition of controls, Sayre 
asserted, would simply mean that 
“some people will be controlled 
out of business,” and their work- 
ers and productive facilities will 
be idle. 


Industry’s anti-inflation program, 
he told the committee, calls for 
reduction of government spending 
and taxing, and systematic retire- 
ment of the public debt. Labor is 
asked to forego demands for fur- 
ther general wage increases with- 
out corresponding increases in pro- 
ductivity and to set aside all feath- 
erbedding rules and unnecessary 
restrictions on individual produc- 
tivity. 

Also recommended by industry, 
he said, is retirement of govern- 
ment bonds held by banks, with 
the proceeds of a new long-term 
government bond issue attractive 





C 


John Neely Bryan 
built the first home in 
Dallas in 1842—the 
year the institution 
was founded in Gal- 
veston which later 
became The Dalles 
News. Could Old 
Man Texas bring Mr. 
Bryan back today he 
would not know the 
old pasture. 


to individual investors, and dis- 
couragement of inflationary bank 
credit expansion by letting interest 
rates seek their. own levels. free 
of government domination. 

In regard to foreign aid, the 
program recommends that emer- 
gency relief be furnished in goods, 
not in dollars, and that these goods 
be purchased in the most econom- 
ical markets, here or abroad. Loans 
to foreign nations, the industry 
program provides, should be 
financed through private sources 
and the World Bank, as far as 
possible, and aided foreign nations 
should modify or eliminate price 
and other controls. 

* * + 


‘Produce Scarce Items’ 


TN A press conference preceding 
his testimony before the Senate 
Banking and Currency Committee, 
Col. John Middlekamp, spokesman 
for the AMA, summed up the auto- 
motive industry’s answer to the 
problem of scarcities thus: 

“Let’s produce the scarce items; 
don’t tone down the whole econ- 
omy to a level to fit a scarcity of 
one or a few items.” 

At the same time he said there 
had been “a lot of toose talk” 


about requirements under the Mar- | highlights in the service 


~ 


/ So That’s the New 
_ DALLAS NEWS 


Building!” 


shall plan, but the automotive 
manufacturing industry and all 
other industries in this country 
still are in the dark as to exactly 
how much they would be expected 
to produce for Europe under that 
plan. 

The idea of controlling all do- 
mestic industry for the sake of a 
nebulous export supply, the size of 
which is not even known, is off- 
beam, he said in substance. 


Tin Conservation 


A TIN conservation program esti- 
mated to save app 

2,750 tons of the critically scarce 
metal during 1948 was announced 
last week by Secretary of Com- 
merce Harriman. The new conser- 
vation measures will come into 
effect Feb. 29, if Congress passes 
legislation extending government 
controls over tin beyond that date, 
Secretary Harriman said. 

Among the restrictions: No 1- 
quart round refinery-sealed tinplate 
cans for motor lubricating oils. 
Cans of that type may be made 
from terneplate, however. 


Read Jack Weed’s Backshop for seme 
field. 
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Tate this year of Southwestern Progress.. . this 


1948 ... the new home of The Dallas News moves steadily 


toward its completion. 


Rising in the heart of the city, opposite Union Terminal, 


this most modern of newspaper publishing plants looks 
confidently ahead .. . able and adequate to serve the whole 


Dallas market when the city itself will have a million 


people. 


Product of long study and nation-wide research, this 
plant opens a new era in Southwestern newspaper pub- 
lishing. It is a fitting testimonial to the vision and faith 
of The News’ founders ...a lasting pledge to its people 
that this institution will always serve them well. 


Sell the Readers of the News 
and you have sold the Dallas Market 


THE TEXAS ALMANAC 
RADIO STATIONS WFAA ano WFAA mm 
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AMEKICAN 
MEBSPAPER 
ADVERTISING 
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John B. Woodward, Inc. 
Representatives 
















APPUV ELI EELS Ee 
a. 


a? 


White sidewall tires, as illustrated, 
available at extra cost. 
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Buick takes the bows — 
with ten sparkling models, a new Vibra-Shielded ride, 


sensational Dynaflow Drive, 30-odd new advances 


HE curtain’s up—the show is on—and 
look what’s in the spotlight, taking 
all the bows. 


It’s Buick—this bonnie, brawny Buick, 
highway fashion plate of 1948, and easily 
the most distinguishable car on the road. 


It’s taking bows for the eye-appeal of its 
ten stunning models — for their size, 
steadiness, and rich, fine finish. 


It’s catching bouquets on the brilliance 


of Hi-Poised Fireball Power, now so utterly 
smooth you hardly know the engine’s run- 
ning—and now provided in separate horse- 
power ratings for the sprightly SPECIAL, 
the quick-stepping SUPER—and two for 
the rich and regal ROADMASTER. 


It’s getting applause on Safety-Ride rims, 
pillow-soft tires, coil springing all around, 
on bodies newly sheltered against travel 
noise—on no less than 30 new features. 


But most of all it’s winning curtain calls 
on two major advances no other car offers. 


One is the sensational new Dynaflow 
Drive*— nearest thing yet to driving magic. 
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Here there is no gearshifting, even by 
automatic devices under the floor boards. 
Here, the power plant does what gears used 
to do— providing smooth fast starts, silken 
acceleration, effortless cruising at a touch 
on the gas treadle. 


No clutch pedal — no sliding gears — no 
halt, hesitation, jerk or click. Just match- 
less ease and simplicity. 


The other star feature is the Vibra- 
Shielded ride. It’s the first ride in which 
driver and passengers are fully shielded 
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The ROADMASTER ifere is shown in 4-door Sedan 
model, a body type found on all three series. Model 
shown has 144-hp. Fireball straight-eight 
—129-inch wheelbase. Roadmaster 

with Dynaflow Drive (optional ) 

has 150-hp. Fireball engine. 
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*Optional at extra cost 
on Roadmaster models 


against vibration build-up. Here there’s 
no piling up of little vibrations into big 
ones that leave occupants tired and tense. 


Engine sensation becomes almost im- 
perceptible—idling shudder is smoothed 
away—road noise cut to the minimum. 
Every model in the line gets a new measure 
of smoothness, quiet and ease. 


An of which means that Buick—fashion 
Plate of ’48—is also the engineering “‘great”’ 
of the year, and so more than ever the car 
wanted for its all-round satisfaction. 


Tune in HENRY J. TAYLOR, 
Mutual Network, Mondays and Fridays 
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the one and only 


WITH ALL THESE FEATURES 


*® DYNAFLOW DRIVE — simplest, smoothest, 
easiest car propulsion yet. (Optional, 
Roadmaster series) 


*% TAPER-THRU STYLING — distinctive, taper- 
ing car-length fenders set a fashion of 
standout beauty. 


*® ROAD-RITE BALANCE — from low center 
of gravity; equalized front-and-rear ride. 


* HI-POISED FIREBALL POWER — valve-in- 
head straight-eight engines in four power 
ratings, now cradled to new smoothness. 


BUICK 


& SAFETY-RIDE RIMS — check heel-over on 


turns; better car control, peak mileage 
and lower tire pressures. 


%* QUADRUFLEX COIL SPRINGING — match- 
less buoyancy from a soft coil spring on 
each wheel. 


* FLEX-FIT OIL RINGS — in super-precise 
cylinder bores. New oil savings. 


% VIBRA-SHIELDED RIDE — smooth, fatigue- 
free ride from scientific curbing of vibra- 


i ' 


>. 


“RIGID TORQUETUBE — in sealed chosilyy 


%& SOUND-SORBER TOP LINING — insulated 
for new ‘‘conversation tone’ quiet. 
(Super and Roadmaster Models) 


* DUOMATIC SPARK ADVANCE — vacu- 
umatic plus centrifugal action assures 
exact ignition for peak engine efficiency. 

* TEN SMART MODELS — in three series, 


MOTORS 
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WICHITA, Kans. — Butts Inc. 
(Cadillac-Oldsmobile) has sued a 


05: | University of Wichita student for 


Identifying R. A. McVey as the 
student who purchased the car, the 
suit said McVey paid the “reason- 
able and fair retail price” of $3,- 
032.02 plus 2 percent sales tax for 
the vehicle, and resold it for ap- 
proximately $3,800. Butts Inc. con- 
tended that such resales put new 
cars on used-car lots and destroy 
customer goodwill for new-car 
dealers. 





AUTOMOTIVE NEWS, FEBRUARY 9, 1948 


50 Million Cars Seen on Road... ; 


U. S. Urged 


to Extend © 


Federal Highway Aid 


By William Ullman 
Washington Correspondent 

WASHINGTON.—Predicting that 
automobile registrations will rise 
from 37,000,000 to 50,000,000 within 
a few years, Maj. Gen. Phillip B. 
Fleming, Federal Works Adminis- 
trator, told a meeting of 500 road 
builders last week that there is 
urgent need for extension of the 
$3,000,000,000 Federal Aid Highway 
Act, which runs out in 1950. 

“The prospect of 50,000,000 mo- 
tor vehicles on h- 
is 


antiquated hig’ 
ways -” he said. 

The road builders were gathered 
here under the auspices of the 
American Road Builders Assn. for 
a three-day conference on techni- 
cal and general highway and main- 
tenance problems. 

Gen. Fleming pointed out to the 
meeting that present highway 
needs call for an “enormous 
amount” of construction. 

“It has been estimated,” he said, 
“that some 60,000 to 80,000 miles 
of roads maintained by the states 
need rebuilding. Approximately 14,- 
000 miles of two-lane primary high- 
ways are carrying four-lane traffic 
volume.” 


nating development of highways 
with public needs. He declared 
the program prevented “haphaz- 
ard scattered improvements” and 
also called for its continuance be- 
yond the expiration date. 

Steps taken by the Federal 
Works Administration to prevent 
an “undue upsurge” in highway 
construction costs were outlined by 
A. C. Clark, construction chief for 
the PRA as follows: 

1. Adopting short-term contracts, 


to eliminate gambling on increased 
costs. 


2. Stipulating that proposed proj- 
ects must be “urgent’ and require 
adequate competition in bidding. 

3. Elimination of unnecessary 
handwork and use of improved 
types of equipment. 

Rep. Paul Cunningham of Jowa, 
chairman of the House subcom- 
mittee on roads, was toastmaster 
at the conference banquet. 

Rep. Jesse Wolcott of Michigan, 
chairman of the House Banking 
and Currency Committee, was a 
speaker. He indorsed federal high- 
way aid and at the same time 
tossed barbed criticism at the Mar- 
shall plan. 

Commenting on current high 
prices in America, Wolcott de- 
clared that neither wage control, 
priee control nor rationing will 
halt the present price spiral. He 
called President Truman’s “easy 
money policies” one of the reasons 
for today’s elevated price level. 

Rep. Stefan of Nebraska also 
declared himself in favor of con- 
tinued federal highway aid “to 
meet the future needs of motor 

vehicle owners.” 

The road builders will hold their 
first postwar show in Chicago July 
16-24, 

A committee called on President 
Truman with an invitation to be 
present at the event. 


Denver Distributorship 
Assigned by Supercargo 

Winter-Weiss Co., 2201 Blake St., 
Denver, has been appointed distrib- 
utor for Supercargo truck trailers. 
This is announced by C. H. Kinney, 
Midwestern regional manager for 
American Bantam Car Co., Butler, 
Pa. 





French Cars Down 
If You’ve Got Dollars 


PARIS. — France’s monetary 
devaluation reduced the deliy- 
ery price of the small Renault 
automobile from $1,295 to $636, 
according to a report by Asso- 
ciated Press last week. The fig- 
ures represent the U. S. dollar 
selling price in Paris. 

The 11-h.p. Citroen, valued at 
$2,500 under the old franc-dol- 
lar rate, dropped to $1,360 with 
devaluation, it was reported. 
The 7-h.p. British Austin, in the 
Renault class, sells here for 
about $1,400 in U. S. money. 





Six Executives 
Named by Tucker, 
Three in Sales 


CHICAGO.—Six additions to the 
executive staff at Tucker Corp. 
have been announced by company 
officials. 

M. W. Dulian, general sales man- 
ager, reported that V. Kim had 
been appointed supervisor of the 
distribution department; C. C. Kyle, 
manager of the sales promotion 
division, advertising department, 
and M. H. Allen, special assign- 
ments. 

G. A. Madden, general purchasing 
agent, announced that Paul E. 
Anderson had been named assistant 
general purchasing agent. 

The other appointments were re- 
vealed by Martin Breitenbach, con- 
troller. They are: H. . Perry, 
director of the purchase planning 
department of the financial ad- 
ministration division, and I. Jay 
Green, general supervisor of the 
labor standards department of the 
same division. 


Gustman Boosts Stock 
Gustman Chevrolet Co., Inc. 
Kaukauna, Wis., has increased its 
capital stock from 350 shares no 
par value to 2,500 shares no par 
value. 


Passenger Car Registrations, 37 States for December, ’47-’46 
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Alabama ‘47 
‘46 
Connecticut “47 339 
“46 4il 
Maryland ‘47 313 
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assachusetts ‘47 614 
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ennsylvania 2135 
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Washington ‘47 220 
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Commercial Car Registrations, 37 States for December, ’47-46 
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Backshop 


Vindicated 


New High 






Westward Ho! 


—— 


F I WERE as young as many of 
- good friends around the in- 
dustry claim the picture at the 
head of this column indicates, I 
believe I would yield to an impulse 
to call up a number of my shop 
equipment manufacturing friends 
and say: “You missed the boat on 
this NADA equipment show, didn’t 
you?” 

I'd go on to say that I had told 
them it would be one of the best 
pusiness-producing shows that had 
ever been held in the automotive 
industry and that I had little, if 
any, sympathy for them. 

Automotive News has no more 
reason to carry the torch for the 
NADA show than have the factory 
service officialsk—NADA is just 
made up of our good subscribers 
that keep us in the publishing busi- 
ness, and the outlets for the car 
and truck factories that make 
them strong or weak. 

* * o 
UT we, and those factory service 
officials who have conducted or 
authorized “car line” equipment 
shows, know from past perform- 
ance that this show just couldn’t 
miss. 

Every indication was that it 
would have “top” attendance—and 
it did—over 12,000 persons came to 
Chicago to attend. Many of the 
exhibitors in the show report that 
literally hundreds of dealers said 
that they came more to see the 
equipment exhibit than to attend 
the convention—and I found that 
officials of NADA were neither 
surprised nor offended by my re- 
peating that statement. 

When I left Chicago I had the 
exact figures for the registration— 
but I lost them—and memory will 
have to suffice for this accounting. 
Actual dealer registration was well 
over 9,000—they brought over 2,700 
wives and daughters, and any guess 
in excess of 2,000 would possibly 
come near covering the service 
managers and non-registering 500- 
mile area attendees. 

- > 7 


AND DON’T for a minute let 
anyone tell you that the presence 
of the feminine members of the 
dealers’ families put any damper 
on their equipment-buying activi- 
ties. Auromotive News bought one 
Space in the show just to be there 
and be of service to our readers, 
but the publisher doubled our space. 
And it is a good thing he did, for 
our booth—fixed up like a hotel 
lobby with many easy chairs and 
settees—was filled most of the 
time with dealers’ wives who had 
come down to the exhibition hall 
to look at equipment and whose 
dogs” had started to “bark.” 

It was a service that we were 
able to render our dealer friends 
which we had never thought of— 
and, gosh, were we pleased that 
we had the larger space and num- 
ber of extra chairs to accommodate 
them. Our Chicago office secretary, 

(See BACKSHOP, Page 37, Col. 1) 
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Service Session 
Is Called Hit of 
Dealer Parley 


Talks on Key Phases 
Of Shop Operation 
Win Applause 


CAGO.—There is perhaps nc 
phase of a dealer’s business that 
is more interesting or vital to him 
today than his service business. 
Most dealers are not only very con- 
scious of the fact that they must 
make service profits carry a large 
part of their set expense, but feel 
that they must make their shops 
and operations as efficient as pos- 
sible so as to protect those profits 
when competition comes back 
again. 


For that reason, Medina Tem- 
ple was packed with dealers 
when the Service Symposium 
opened at this year’s NADA con- 
vention. 

Automotive News feels that many 
dealers, who were not able to at- 
tend the convention, will be inter- 
ested in seeing what their brother 
dealers had to say about various 
phases of dealer service operation. 
So below are printed as many of 
the papers as is possible in this 
issue; others will appear in fol- 
lowing issues: 

“Lubrication Contract Insures 

Service Volume” 
By Freeman C, Yeager 
South Bend, Ind. 

For ten years we have used the 
seven coupon lubrication book as 
a means of assuring frequent cus- 
tomer visits to our service depart- 
ment. We purchase these books, 
imprinted with the car emblem, our 
name. address, and telephone num- 
ber. This book is a part of each 
new car package, its cost having 
been included in the delivered price. 
and is presented to the customer 
with the necessary explanation of 
its use, at the same time that the 
new car warranty is presented and 
explained. 


In fact, the two are so closely 
related that the customer is left 
with the impression that should 
he find it necessary to use his 
new car warranty, he must be 
able to prove that his car has 
had proper lubrication which he 
can best do by using the lubrica- 
tion book. The back cover pro- 
vides for a record of the mileage 
and date of each lubrication. The 
book is dated at the time it is 
given to the customer and he- 
comes invalid after one year. This 
time limit is invoked to discour- 
age the owner from getting an 
occasional job elsewhere. 

For our own convenience we Fug- 
gest that the book be kept in the 
glove compartment of the car. Our 
cashier keeps a register cf all 
books and when the last coupon 

(Continued on Page 39, Col. 1) 


Oil Pressure 


Reverse Pumping of Fields 


Ups Output 10 to 50% 

PITTSBURGH.—The oil industry 
is today increasing production of 
crude oil in many operating areas 
by pumping the oil fields in reverse, 
Gulf Oil Corp. has revealed. 

Pressure maintenance, is bring- 
ing as much as 10 to 50 percent 
more oil to the surface in the fields 
where it is practical. 

Pressure maintenance entails the 
pumping of either natura] gas or 
water into the depths of an oil pro- 









Votor Vehicles and Recondition Over 3 


NADA Service Symposium Draws Thousands 


Villion | sed Aa 


They Came... Saw...Bought — 


If it did nothing else, the NADA shop equipment show 
—which resulted in a million dollars’ worth of direct sales 


—thoroughly disproved the 


myth that only the service 


manager in a franchised dealership buys shop equipment 


and tools. 


A survey among the nearly one hundred exhibitors 
at the recent show turned up the information that, in 
the great majority of the cases where firm orders were 
placed, the dealer did the buying on his own. When 
they had their service managers along with them, the 
dealers asked their service managers’ opinion, of 


course. 


But when anyone says that a modern car or truck dealer 


is not service minded—that 


he comes up from the sales 


end of the business and doesn’t know what service is all 
about—that person has another guess coming. 


Dealers are more conscious of the ability of their service 
profits—customer labor and parts sales—to carry one 
hundred percent absorption than they ever were before. 

They have had from five to seven years of seeing their 
service profits do this very thing, in many cases with 
poorly equipped shops—shops that they knew full well 
would not stand the gaff of hard competitive conditions 
they know will come some day. 

So—when they had the opportunity to get machines 
and products that would put their shop in a more effi- 
cient condition and more able to turn out quality work 
on a competitive basis—they stepped out and bought. 
And they will continue to buy as long as they can make 

their shops more efficient and lower the cost of quality 


workmanship. 





RALEIGH, N. C.—Mechanical re- 
quirements for automobiles and 
trucks which will be insisted upon 
in North Carolina’s new motor ve- 
hicle inspection program have been 
announced by State Motor Vehicle 
Commissioner L. C. Rosser, under 
authority given him in the new law. 


More than 200 state inspectors 
started the program Jan. 12 at 
inspection units established at 40 
locations throughout the state. 
Under the new law, which was 
enacted by the 1947 state legisla- 
ture, vehicles must be inspected 
once in 1948 and semiannually 
thereafter. A fee of $1 per ve- 
hicle will be charged for the 
inspections. 

Chief mechanical requirements 


ducing area. This maintains the| which will be demanded in the in- 
reservoir pressure, which ferces the | spection program were announced 
oil to flow thru its underground | as follows: 


beds and up the oil well shaft. 


Vehicle registration card shall 





Dope on Car Checks 


North Carolina Announces Mechanical Requirements 
As Vehicle Inspections Get Underway 


check with serial, motor and 
license number on vehicle. Vehicle 
license plates shall be displayed in 
the intended and lawful manner 
and shall be securely fastened to 
eliminate swinging. 

The horn shall in good 
working order and capable of 
emitting a clear sound, audible 
under normal conditions at a 
distance of not less than 200 
feet, but no horn or other warn- 
ing device shall emit an unreas- 
onable harsh sound or whistle. 
The rear view mirror shall be 

so arranged and in such condition 
as to present to the driver an un- 
obstructed rear view of the high- 
way. 

Every motor vehicle having a 
windshield shall be equipped with 
at least one windshield wiper in 
good working order. All motor ve- 


hicles originally equipped with 
(Continued on Page 34, Col. 3) 
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New Products 
Featured at 
NADA Show 


10,000 Dealers Set 
Buying Record for 
Shop Tool Exhibit 


HICAGO.—According to exhibi- 

tors and tradesmen, there were 
more new products exhibited at the 
NADA Equipment Exhibition here 
than have been offered in any one 
show since the end of the war. 

Whether it was because this 
was the first time manufactur- 


be more new things ready for in- 
troduction, no one seemed to 
know. But it was evident that 
several manufacturers brought 
products to the show just to get 
dealer reaction and not with any 
sales potential at the show in 
mind. 

There is no question but that ex- 
hibitors found out that the fran- 
chised automotive dealer is very 
service conscious, and that a show 
that caters to him is a good show 
to be in. 


HECKING with exhibitors dur- 

ing the closing hours of the 
show, expressions of “sales from 
this show top those of any other 
show we've exhibited in,” “we are 
more than satisfied with the results 
of this show,” “we have already 
told the committee that we will be 
with them in San Francisco” and 
similar words of satisfaction were 
heard on every side. 

Actually, many exhibitors who 
normally show their products in 
not only the jobbers show but in 
other events, were amazed at the 
direct sales they harvested at 
this first national shop equipment 
exhibition. 

Several manufacturers, who 
brought their new devices and 
products to the show just to get 
dealer reaction — and with no 
thought of actual sales in mind— 
were bowled over by the insistence 
of dealers demanding that the 
manufacturers take their orders. 

+ * o 


ON outstanding instance of this 
was the experience of the 
Sparks-Withington Co. which had 
developed a trailer device to haul 
wrecked cars to the shop behind 
any car or truck. The company 
had been playing around with the 
device but was undecided as to its 
potential market and had not even 
gone so far as to work up any cost 
figures if they did get a favorable 
reaction. 

But from the minute the show 
opened, dealers began to demand 
that the company take orders for 
delivery, when and if they ever got 

(Continued on Page 36, Col. 3) 





Irked by Low Profits, 


Gas Dealers Plan Fight 

COLUMBUS, O.—More than a 
third of the retail dealers in 
gasoline in this city are being 
forced to quit business as a re- 
sult of being compelled to sell 
at a loss, it is reported here. 

The Franklin County Gasoline 
Dealers Assn. may ask the state 
to enact a fair market law. 
Dealers say that present gross 
profits are less than they were 
under OPA. Company domina- 
tion is blamed for the indepen- 
dent dealers’ troubles. 
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manager for Ralph Horgan, Inc., New York ; 
Ed City; David 


» and H. Husser, service man- 


ager for Horgan, at the school on the new Ford truck engines and transmissions in 


Super-Cushion 
Adopted by Dodge 


DETROIT.—Goodyear’s new Su- 


per-Cushion tire is now standard 
equipment on all Dodge passenger 
— according to the Dodge divi- 
sion. . 

The Super-Cushion tire used by 


allale mm 


ict that b 


r people who 


eautiful Lyon 
es them a 


Dodge is designated as size 7.10-15. 
This is one size larger than the 
Super-Cushion size that corres- 
ponds to the conventional tire size 
previously used by Dodge. 


Trenton Motor Co., 2001 E. Ninth St., 
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North Carolina Announces 


Mechanical Requirements 


As Vehicle Inspections Get Underway 


(Continued from Page 33) 


dual windshield wiper may not in 
this respect be altered and both 
are subject to the above standards. 


All motor vehicles originally 
equipped with approved safety 
glass may not in this respect 
be altered. All rear and side 
glass and the windshield shall be 
completely clear of posters, stick- 
ers, except as required by law, 
and shall be free from breaks, 
cracks, or discoloration which 
will impair driver’s vision or in 
any way create a hazard. 


Side-slips (mis-alignment  be- 
tween right and left front wheels) 
shall not exceed 30 feet per mile 
as indicated by the alignment 
tester. 

Front wheels when free of the 
ground shall have not more than 
one-fourth inch free movement in 
or out, top or bottom. Broken 
main or secondary spring, leaves or 
shackle bolts will be cause for 


rejection. Free play or movement 
of the _ steering wheel, when 
measured at its rim, shall not ex- 
ceed three inches. 


Side-slip (misalignment between 
right and left rear wheels) must 
not exceed 30 feet per mile as in- 
dicated by the alignment tester. 
The rear axle shall be reasonably 
square with vehicle frame. 


All motor vehicles with intern- 
al combustion motors shall at all 
times be equipped with a muf- 
fler in good working order to 
prevent excessive or unusual 
noise.. The entire exhaust system, 
including manifolds, exhaust 
pipes, mufflers and _ tailpipes 
shall be leak proof. 


All motor vehicle tires shall be 
free from any exposed fabric or 
bulges which indicate broken fabric 
or which exhibits dangerously 
weakened conditions. 


All motor vehicles originally 
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equipped with turn signals may 
not in this respect be altered. 

All motor vehicles originally 
equipped with approved tail light 
or lights may not in this respect 
be altered. Such light, or lights 
when lighted must exhibit a req 
light, plainly visible for a distance 
of not less than 500 feet to the 
rear. 

All motor vehicles shall present 
a red signal upon application of 
the foot brake, plainly visible from 
a distance of not less than 509 
feet to the rear. 

All motor vehicles shall be 
equipped with one or more 
white parking lights at the front 
and one or two red lights at the 
rear, all of which shall be vis- 
ible from a distance of not less 
than 500 feet. 

All motor vehicles originally 
equipped with a means for dim- 
ming or depressing headlight 
beams may not be altered. 

All motor vehicles may be 
equipped with not to exceed two 
auxiliary driving lights mounted on 
the front and must be aimed in 
such a manner that no part of the 
high intensity portion of the beam 
shall be directed to the left of the 
extreme left side of nor more than 
75 feet ahead of the vehicle. Note: 
Any or all unauthorized lights, or 
lighting device, warning devices or 
other authorized equipment shall 
be removed. 


Canada Expects 
To Get More 


French Cars 


OTTAWA.—With the devalua- 
tion of the French franc expected 
to slash 50 percent off the price 
of French goods in world markets, 
it is believed here that French 
cars imported into the Canadian 
market will increase in number. 

Under the new import quotas on 
automobiles, American cars are 
not expected to reach anywhere 
near the import figures of 1947 or 
1946. Foreign-made cars, including 
British, French, etc., will have a 
more ready access to the Canadian 
market. 

The latest devaluation move by 
France will probably result in stiff 
competition for British manufac- 
turers who are known to be plan- 
ning an extensive drive to increase 
their shipments to Canada to gain 
more “hard currency” here during 
the coming months. 

By the new devaluation move, 
French exporters will be given 
about 277 francs for every dollar 
they get abroad, against the pres- 
ent ratio of 119 francs to the dollar. 


Firm Price Policy 


Set by Kellogg 


NEW YORK.— Kellogg division 
of American Brake Shoe Co., manu- 
facturer of Kellogg-American air 
compressors and paint spray equip- 
ment, announced last week that 
effective Feb. 1, it will establish 
firm prices on all products, dis- 
continuing its former policy of 
“price in effect at time of shipment” 
which has been followed since the 
early war years. 

The new action will include re- 
ductions on some models, price in- 
creases on others, with a few mod- 
els remaining at present levels. 
Price reductions that will be made 
are due to improved production 
techniques and increased volume 
which in some cases have made 
savings in production costs pos- 
sible, the company stated. 


Socony to Enlarge 


Illinois Refinery 

EAST ST. LOUIS, Ill.—With 
completion of preliminary engl 
neering, plans are underway for 4 
replacement and rehabilitation con- 
struction program costing severé 
million dollars at the refinery © 
the Socony-Vacuum Oil here. It 
is part of a $45,000,000 expansion 
and improvement program for the 
company’s refineries. 

Charles P. Baker, manager, 4 
nounced that construction work 
here is scheduled to start late this 
spring or early in the summer. 
When the replacement and rehabil- 
itation program is completed, Bak- 
er said, the refinery’s throughput 
will be increased from 21,000 bat- 
rels per day at present to 30,000. 
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NEW QRLEANS.—Asserting that 
local traffic conditions are rapidly 
reaching the point where it will be 
impossible for all vehicles wishing 
to enter business districts to do so, 
Harold F. Hammond, secretary of 
the urban transportation committee 
of the U. S. Chamber of Commerce, 
has urged truck operators to work 
closely with public officials toward 
finding and applying remedial 
measures. 

Trucking groups, he told the 
Local Cartage National Confer- 
ence in session here, should be- 
come active in local traffic and 
safety groups and, when condi- 
tions warrant, should form 

committees. 

Among the constructive traffic 
measures that local truck interests 
can promote, he said, are: 

1. Encourage local officials to give 
more consideration to truck prob- 
lems when local parking and traf- 
fic surveys are conducted. 

2. Encourage the development of 
off-street parking facilities for pas- 
senger cars, as well as the develop- 
ment of off-street loading facilities, 
so that the curb parking of pas- 
senger cars can be further re- 


22 Wholesalers, 
2 Makers Added 
To NSPA Roll 


CHICAGO. — Twenty-four new 
members, including 22 wholesalers 
and two manufacturers, have been 
added to the roster of the National 
Standard Parts Assn., it was an- 
nounced last week by Jack Wig- 
gins, executive vice-president, who 
disclosed also that nearly 200 ap- 
plicants were accepted by the mem- 
bership committee during 1947. 

Manufacturers newly voted to 
NSPA membership are Bradford 
Products Co., St. Louis, and Web- 
ster Products Co., Cleveland. 

The new wholesaler members 
are: 

Andy’s Automotive Supplies, 
Trenton, N. J.; Arlington Auto 
Parts, Arlington, Va.; Automotive 
Industrial Supplies, Salinas, Calif.; 
Bird Automotive Supply Co., Berke- 
ley, Calif.; Caro Automotive Sup- 
ply, Caro, Mich.; Central Auto 
Electric Co., Mason City, Ia.; Cross- 
town Auto Parts, Bronx, N. Y.; 
Grand-Homan Auto Parts Co., Chi- 
cago; Green Motor Parts, Porter- 
ville, Calif.; J. S. Auto Supply Co., 
Jamestown, N. Y.; Majestic Battery 
& Equipment Co., Memphis. 

Also, Mattos, Washington, D. C.; 
National Auto Service Co., Wash- 
ington, D. C.; Regalia Auto Parts 
Co., Seattle; Southwestern Distrib- 
uting Co., Cedar City, Utah; Stand- 
ard Parts Corp., Richmond, Va.; 
Tom’s Auto Supply, Roxboro, N. C.; 
Ray Vetter Auto Parts, Inc., Louis- 
ville; Williamson & Co., Angola, 
Ind, and Harry Young Auto Parts, 
Melrose Park, Ill. 


Ford Shop Chiefs 
Meet at Nashville 


NASHVILLE, Tenn.—Ford parts 
and service managers from Cen- 
tral Tennessee and Western Ken- 
tucky held their first annual jam- 

ree Jan. 26 here. 

Principal speakers of the evening 
was George Bowie, public relations 
eo for Firestone Tire and Rub- 

Tt 





Ford officials in attendance in- 
cluded Phil A. Boykin, Louisville 
district manager; D. C. Burdette, 
assistant regional manager; W. C. 
Lobdell, manager of business man- 
agement department, and Norman 

ilson, manager of service depart- 
ment, all of the Central region. 


Booster-Jobber Parley Set 


For Wichita Feb. 20-21 


KANSAS CITY.—The Automotive 
Booster Club, No. 2, Kansas City, 
* sponsoring a booster-jobber con- 
rence and banquet to be held at 
the Broadview hotel, Wichita, 
Pree’ Feb. 20-21, according to 
tank Libby, club president. 

tween four and five hundred 
automotive jobbers and their sales- 
Men are expected to attend. 





6-Point Traffic Plan 


U. S. Chamber of Commerce Speaker Urges Truckers 
To Cooperate in Easing Congestion 















































stricted without justified complaints 
from motorists. 

3. Encourage architects and en- 
gineers to design adequate off-street 
loading facilities in new commer- 
cial and industrial structures. 

4. Encourage the use of one-way 
streets in business districts. One- 
way streets often handle 50 percent 
more traffic per rush hour than 
two-way streets, Hammond ob- 
served. 

5. Urge the designation of speci- 
ally marked roytes for through 
truck movements. 

6. Aid in the establishment of 
depots outside of congested areas 
where over-the-road truck loads 
can be transferred to smaller 
trucks. A good example of this, 
according to Hammond, is a truck 
terminal just outside Boston having 


an island platform that will ac- 
commodate 21 road trailers and 18 


pick-up and delivery trucks at one 


time. 
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New Identity 
Esso Standard Oil Co, 
Is Now Firm Name 


TRENTON, N. J.—The name of 
Standard Oil Co. of New Jersey 
has been changed to the Esso 
Standard Oil Co., it is announced 
by M. J. Rathbone, president of the 
company. 

The change was made, Smith 
said, to give formal recognition to 
the close association which has 
developed in the public’s mind over 
a period of years between the cor- 
porate name of the company and 
its Esso trade-mark. 

Beside the use of Esso as a brand 
name, Rathbone pointed out, the 
oval Esso sign is displayed as their 
principal identification by approxi- 
mately 25,000 independent gasoline 
dealers who sell the company’s 
products in eighteen states from 
Maine to Louisiana and the District 
of Columbia. 


Bledsoe Motors, Inc., 120 N. Clay St., 
Kirkwood, Mo., has been incorporated list- 
ing $50,000 authorized capital stock by 
Eugene A. and George B. Bledsoe of Web- 
ster Groves, Mo., and Frank E. Schaffner 
of Kirkwood, Mo., to deal in motor ve- 
hicles and accessories. 





THE NEW HEADQUARTERS of Waterloo Motors, 


is equipped with 13 hydraulic hoists and will soon increase this number to 18, according 
. A. tiansen, managing direc Christiansen, 





W ater-Proof Ignition Seal 
Developed for GM 


Research and improved develop- 
ment has just been completed for 
GMC’s Truck & Coach Division, on 
a water-repellent ignition seal to be 
distributed by GMC, according to 
Sherolite Products Co., P. O. Box 
111, Caldwell, N. J. 

The seal functions primarily as 
a protective coating on metals, 
wires, and electrical systems 
against such corrosions and dam- 
ages as are effected by water, con- 


densation, leakage, acid, 
and rust, it is claimed. 


fungus 


Motorcycle Manual 


MILWAUKEE.—A _ comprehen- 
sive manual on the servicing of 
Harley-Davidson motorcycles has 
been announced by the service de- 
partment of Harley-Davidson Mo- 
tor Co., Milwaukee 1, Wis. 


E. L. Dickey, L. C. Merrill and Florenes 
W. Huff have incorporated El Paso Whits 
Truck Sales Co., El Paso, Tex., $50,000 
authorized capital stock. 









... for alert dealers 
who want to boost their lube profits! 


Marfak is the superior Texaco chassis lubri- 
cant that sticks to its job — that makes regular 


customers out of car owners. 


Marfak is demonstrated easily, quickly and 
convincingly. And once car owners have seen 
this demonstration and have had a Marfak 
lube job, they are your customers for keeps. 
They'll be back for more and you've got reg- 
ular customers coming in for your other serv- 
ices and supplies. 


‘ 





You can make more money with 


Marfak is continually advertised in the leading 
magazines, in striking color ads. Marfak is 


advertised on the Wednesday night Texaco 
Star Theatre radio program. That’s how more 


and more car owners are learning that it pays 


THE TEXAS COMPANY 


to get Marfak rather than ordinary grease jobs. 


Talk to your Texaco representative today — 
telephone the nearest of 2500 Texaco Distrib- 
uting Plants—or write to The Texas Company, 
135 East 42nd Street, New York 17, N. Y. 






























THIS IS THE DISPATCH system recently installed in service department of Howell 
Chevrolet Co., Glendale, Calif. 


L-M to Employ 


New Tires 
DETROIT.—All 1949 Lincoln and 


Mercury cars scheduled to be in- |N. 


troduced to the public this spring 
will be equipped with new super- 
cushion tifes, Joseph E. Bayne, 









and Clinton Spray Wax. 


i 
t 


general sales manager, announced 


Lynch Motors 


Lynch Motors, Inc., Greensboro, 
has been o 


capital stock of $100,000 to buy and 
automobiles. Principals are 
Corry Lynch, Robert Moseley and 
Naomi Mooney. 
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Buyi Record Set . 





New Products Featured 
Exhibition 


(Continued from Page 33) 


At NADA 





into production, and at whatever 
price it was found necessary to put 
on the device. Kent-Moore also 
had a similar experience with its 
new line of work benches and de- 
partment-designating lights. 

All four of the lubrication 
equipment manufacturers in the 
show were not at all hesitant 
about expressing their amaze- 
ment at the number of orders 
and contingent orders (those 
where a salesman would have to 
visit the dealer’s place of busi- 
ness to determine the type of 
unit best suited). More than one 
compared this show to the ASI 
jobbers show, in which they all 
exhibit every year, with the 
comment that this show cost 
them less than half of what that 
show costs and developed far 
more direct and potential busi- 
ness. 

One lubrication equipment ex- 























hibitor made the statement that 
the NADA show was the first show 
that he had gone away from, 
knowing that his entire show ex- 
penses were not only paid for by 
the direct orders he took during 
the show, but where he was taking 
home more hot prospects than his 
sales force could cover in three 
months. 

An exhibitor of aluminum plas- 
tic upholstered furniture for show- 
rooms and offices not only did over 
$38,000 in direct business and built 
up a tremendous list of prospects, 
but ran out of order blanks by the 
end of the second day of the show 
and had to send for more. 

> > > 
EVERAL exhibitors claimed that 
there were more new things 
shown at this show than at the last 
big jobbers show held here last De- 
cember. A checkup of the exhibits 
found that absolutely new items in 


SERVICE SECTION 


the show ran the gamut from the 
Sparks-Withington “Retriever” to 
tire demounting machines, used car 
renewing chemicals, shop work 
benches, bake ovens for paint 
shops, insulated record file cabj- 
nets, signs and mailing campaigns 
for customer followup. 


Among some of the new things 
were removeable letter, electric. 
neon signs, where the letters 


completely changed in a minute 
or two; a new universal speed 
vise operated by hydraulic pres- 
sure; a line of plastic price tags; 
a mobile paint bake oven built as 
a complete unit; a new junior 
size shop light with many advan- 
tages; the insulated record file 
with underwriters C-1 hour ap- 
proval; a new electric impact tool 
for removing nuts, studs and 
broken cap screws; a new model 
overhead door mechanism; a ver- 
satile brake drum lathe that is 
claimed to handle 95 percent of 
all brake drum work; a complete 
line of work benches and indirect 
lighted departmental designation 
signs that also light up the work 
space. 

Also a top dye-and-waterproofing 
material in five colors that does 
not soak through the top materi- 


CLINTONE WAX FINISHING 
as Nationally Advertised requires the 
combined use of Clinton Pre-Wax Cleaner 


——— 
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Clinton Spray Wax is new! Revolutionary! It is applied with a vacuum 
type spray gun and produces a hard, pure wax finish without rubbing or 
buffing. 

Not only does Clinton Spray Wax save hours of labor on every car but it 
also lasts longer than ordinary waxes. Scores of tests show that Clinton 
Spray Wax outlasts other waxes three to one. In fact, on the world’s fastest 
airplanes, flown in extreme weather, Clinton Spray Wax lasted seven times 
longer. Because Clinton Spray Wax is sprayed on it penetrates corners and 
crevices around grilles and mouldings, giving complete protection against 
rust and atmospheric salt corrosion. 


Clinton Spray Wax is available through jobbers and General Motors ware- 
houses. For further information write . . . 


CLINTON SPRAY WAX COMPANY 


1020 EAST LAND PLACE e MILWAUKEE 2, WISCONSIN 





al; new pressure parts cleaner; a 
full line of showroom furniture 
upholstered with a new plastic ma- 
terial that won’t burn or melt even 
when cigars are left burning on it; 
and two new tire-changing ma- 
chines that will allow one man to 
demount a low pressure tire on a 
wide base and mounted on a drop 
center rim—and when the tube is 
a double-type blowout-proof make 
—in a matter of seconds. 

Among the exhibitors who were 
very enthusiastic about the re- 
sults in the show were 
Maxwell & Moore, who claimed 
they averaged approximately three 
orders per hour for their new one- 
ton hoist; Choldun Mfg. Corp. 
which was thoroughly surprised 
with the number of sales on its 
pressure parts washer; Arndt-Pal- 
mer Lab., whose exhibit was 
crowded every minute of show time 
and who received many times the 
dollar volume of orders they ever 
expected to get; Kent-Moore Org., 
showing new work benches which 
were sold to dealers in every state 
in the union; Detroit Industrial 
Products Co., which claimed that 
this show was the most productive 
in sales of any show they ever 
were in. 

eo > 7s 


WENSON ENG. & MFG., Inc. 

which anticipates a minimum of 
100 sales of their mobile bake oven 
from the show; Sommer & Maca 
who said their glass edging ma- 
chine got its best play here of any 
automotive show; Sun Electric 
Corp., which not only admitted it 
got the best play ever experienced 
at a show, but was able to play 
host to over 200 dealers who went 
out to the Chicago plant; Baldor 
Electric Co., which got a great play 
on its portable battery charger and 
tester; Miller Tool & Mfg. Co. on 
its truck wheel demounter; Gen- 
eral Ozone Corp., which sold many 
garage air cleaners; J. O. Stephen- 
son Fdry. & Mfg. Co., with its step- 
draulic shop hoist; K. R. Wilson, 
which got an unusually good play 
on its all-position motor stand. 


Also Breuer Elect. Mfg. Co. 
which “paid its way” on a Tor- 
nado electric vacuum cleaner; 
Rotary Lift Co., which sold over 
60 twin post hoists the first two 
days of the show; Ernest Holmes 
Co. and Auto Truck Equip. Co. 
which took many orders for 
wreckers as well as piling UP 
many prospects for prompt fol- 
lowing up; Aurora Equipment 
Co., which was very pleased with 
sales of parts bins. 


Two unusual exhibitors for an 
automotive shop equipment show 
also were very well pleased with 
the results they obtained from 
their participation in the show. 
Both the Vocational Counseling In- 
stitute and the Automobile Dealers 
Bookkeeping & Accounting School, 
Inc., said they obtained excellent 
results from the show. 


As far as the exhibitors in this 
show are concerned, at least there 
will be a show in San Francisco 
when the NADA meets out there 
next January, judging from the 
fact that most of them reserved 
Space before the show closed, and 
also judging from the reaction of 

(Continued on Page 41, Col. 1) 


"SER 





ington 
onstrat 
tire-ch: 
Palmer 
three < 
car cle 
Univ: 
land-of 
ness in 
yellow 
gave ¢ 
and h 
every 
out a | 
and Cc 
rulers. 
bags f 
catalog 
ed tha’ 
throug] 
corner 
cars of 
—India 
on exh 
one dri 
around 
Consi 
in the | 
and shc 
exhibit 
Studeb:s 
gathere 
‘These 
long di 
of the 
row of 
groups 
over, A 
quite 
Austin 
Brunne 
H. F 
uated i 
busines 
Chrysle 
ing the 
old ac 
manage 
Mercha 
Both 
hats to 
series | 
mornin; 
down 1 
get whi 
have : 
house”- 
iheadqu: 
ers and 
at the 


BOT! 
headqu: 
floor 
having 
Ford th 
were w 
tion of 

Next 
<onvent 
with se 
—and t 
six or ; 
9:30 a3 
hibitors 
the exh 
at opel 


and ck 








ld be 


dERESPEECSOLE 


+ 
ar 


ee Sia 


ateri- 


anf: 


on it; 


E 


pes 


er; 


vith 
ow. 
In- 
lers 


ent 


ere 
ere 


ved 








"SERVICE SECTION 


METROPOLITAN PONTIAC, INC., Denver, is one of the nation’s largest 

. Metropolitan recently completed this attractive and efficient parts 
store and reports sizeable increases in wholesale and retail parts sales. Volume parts 
sales keeps five men busy in this dealership. " 


in Pontiac parts. M 





Kelly, was there to play 
a, and to tell hubby where 
to find their wives when the old 
man stayed away too long. 

What I am trying to get at, 
though, was the interest these fem- 
inine members of the dealers’ fam- 
ilies showed in the shop equipment 
and other products on display. 
Many of them would come to our 
booth and sit awhile and then tod- 
dle off in search of the man in 
their life—and maybe come back 
again for another rest before the 
old man was finished with his tour 
of the show. 

2 « * 

TO MY MIND—and that of many 
others—the three “hottest” exhibits 
in the show were the Sparks-With- 

n booth where they were dem- 
onstrating the “retriever,” the two 
tire-changer booths and Arndt- 
Palmer’s booth where they stood 
three deep going over the “dirty” 
car cleaner-uppers. 

Universal Underwriters did a 
land-office but non-profitable busi- 
ness in Texas grapefruit—two in a 
yellow box to a customer. Alemite 
gave away little plastic animals 
and had a “first run” business 
every day. Turko Products gave 
out a plastic calendar; Miller Tool 
and Comfort Specialty passed out 
rulers. Comfort also passed out 
bags for the dealers to put their 
catalogs in—and Tom Frost claim- 
ed that over 5,000 persons passed 
through the AAA contest board’s 
corner where both number one race 
cars of last year—large and small 
—Indianapolis and dirt track—were 
on exhibit. Ted Horn, the number 
one driver for last year, was also 
around for most of the show. 

Considerable interest was shown 
in the new dealer building pictures 
and shop layout drawings that were 
exhibited by Ford, General Motors, 
Studebaker, Nash and pictures 
gathered from hither and yon. 
‘These were all arranged on two 
long display boards on each side 
of the exhibit hall, backing up a 
row of booths, and always had 
groups of dealers looking them 
over. Another attraction that got 
quite a play was a little British 
Austin on a turn-table made by 
Brunner. 

H. F. (Red) Hoffer, who grad- 
uated into the service end of this 
business from Pierce-Arrow and 
Chrysler central service, was hav- 
ing the time of his life renewing 
old acquaintances as he “sales 
managered” the Allied Plan of 
Merchandising booth. 

Both Nash and Ford doffed their 
hats to the press—Nash with its 
series of “press breakfasts” each 
morning where newsmen could go 
down to dining room “ten” and 
get what they wanted quickly and 
have all they wanted “on the 

ihouse”’—and Ford with its press 
iheadquarters room where typewrit- 
ers and refreshments were always 
at the newsmen’s disposal. 
* & + 


BOTH FORD and Chevrolet had 
headquarters rooms on the third 
floor of the Stevens—Chevrolet 
having the West Ballroom and 
Ford the South Ballroom—and both 
were well patronized for the dura- 
tion of the equipment show. 

Next year it is planned that the 
<onvention will last three days 
with sessions in the afternoon only 
and the show to keep open until 
six or seven o’clock instead of the 
9:30 a.m. to 10 p.m. stint the ex- 
hibitors had to do this year. And 
the exhibitors had to be there both 
at opening time in the morning 
nd closing time at night, since 









By 
Jack Weed 


(Continued from Page 33) 


there always was a line waiting to 
get in the exhibition hall in the 
morning, and they had to flash the 
lights as well as announce show 
closing over the loud speaker to 
get ’em out at night. 

It is also planned to give the/| that more than one group discussed 






















service symposium a full half day 
next year. Dave Nichols, the mod- 
erator, had a large handful of cards 
with questions on them unanswered 
this year when he had to cut the 
discussion short to let Rep. Wol- 
cott make his speech. The dis- 
cussion period can be made one 
of the most interesting and in- 
structive events of the convention. 
It was well attended this year and 
not a dealer left the room until 
the discussion period was over. 


By the time 1950 rolls around, 
it may be that the NADA Equip- 
ment Show will be in the same fix 
that the ASI is in now—only be 
able to show in two spots in the 
United States—Chicago or Atlantic 
City—due to lack of either suffi- 
cient hotel rooms or space to house 
the show. 


The Stevens exhibition hall 
couldn’t have taken on many more 
exhibitors as it was this year, with- 
cut the show being awfully crowd- 
ed. If they have the same kind of 
play in San Francisco next year, 
it will take the north pier at Navy 
Pier in Chicago to house the show 
in 1950. 

+ . * 


THAT BRINGS up the problem 


THE NEW 


tool. 
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at times during this show—and that 
is how to make the show available 
to the thousands of little dealers 
who can’t afford to travel or take 
the time to go clear across the 
nation to attend a convention and 
show, regardless of how good it is. 
And it’s the smaller dealers who 
need the show the most—the fel- 
lows who sell under 100 cars each 
year and who don’t get the oppor- 
tunity to see the new stuff. 


Of course, the West Coast small- 
er dealers will have their oppor- 
tunity not only to see this show 
but attend an NADA convention 
next year—and according to every- 
one who knows the west intimate- 
ly, they will come in droves. But 
that still leaves it kinda tough on 
the other small dealers. 

There were quite a number of 
dealers from New England—one 
dealer from Maine is reported to 
have bought around $30,000 worth 
of equipment and products at this 
show. But it may be necessary to 
hold this show in the convention 
city, and sectional shows in other 
parts of the country to cover the 
dealer body as it should be covered. 

In fact some exhibitors felt that 
even next year it might be well 
to open with this show in San 
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Francisco and then hold regional 
shows in Kansas City or some place 
jike that in the Midwest, Atlanta 
and Boston just so that’ the great 
majority of dealers would be able 
to see the exhibits. This would 
make many of the factory-run sec- 
tional shows unnecessary, it was 
felt, and save a great deal of time 
and considerable money for the 
manufacturers and yet accomplish 
practically the same end. 


It was also suggested that where 
the space was available, like it 
would be on Chicago’s Navy Pier 
or in Atlantic City, to add truck 
special equipment to the show as 
three out of every four dealers now 
handle a truck or commercial car. 

Such a showing would comple- 
ment the shop equipment show and 
add many thousands of attendees, 
it is thought, since dealers are in- 
terested in both lines. 

But all the manufacturers of shop 
equipment have got to worry about 
next year is San Francisco—espe- 
cially those who exhibit in the ASI 
show and who may wish to use the 
same exhibit at NADA. ASI will 
go on again next year, I under- 
stand, but to a more limited audi- 
ence than was admitted this year 
—and it will be on the Navy Pier. 








PORTABLE 


CRANKSHAFT GRINDER 


WORKS FROM THE TOP — IN THE BLOCK 
REACHES ALL CYLINDERS WITH EQUAL EASE 


A new portable crankshaft grinder that will make you money right 
from the start: Handles most “in-line” engines; no heavy work 
under chassis, simply jack up car enough to remove oil pan; 
sets up quickly; simple to adjust, easy to operate; crankshaft ro- 
tated through fan belt pulley; wheel cut easily and accurately 
regulated; diamond dresser, extra grinding wheels, bronze shoes 
and handy carrying cases provided. 
Write now for completely descriptive folder that gives all the 
details about this time-saving, money-making engine rebuilding 


@ AS DEMONSTRATED AT THE A. S. I. SHOW 


WATERBURY TOOL 
Division of Vickers, Incorporated 


802 East Aurora Street, Waterbury 91, Connecticut, U. S. A. 


Manufacturers of Waterbury-Hall Valve Equipment ® Also Piston Turning 
& Grinding Machines © Cylinder Boring & Grinding Machines © Con-Rod 
Boring Machines @ Con-Rod Rebabbitting Jigs @ Line Boring Machines 
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STANDARD-THOMSON Corp., Dayton, 


0., ammounces that it is in production on 

the company’s newest spotlight, available 
in twe sizes—two separate models—both 
with sealed beam bulbs. Filaments of the 
bulbs are held in with vise-like grip and 
will withstand terrific road shock and vi- 
bration, the company states. 

* * * 





of selid stainless the 
looks of the car and matches the modern 
trim. It is manufactured in two styles, 
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SIGNAL-STAT CORP. of Brooklyn, N. 
Y., maker of directional signals and di- 
rection signa! switches, announces Stoplite 
Pilot for passenger cars, trucks and buses. 
The comes ready-wired and simple 
installation instructions are furnished. It 
may be installed to serve either one or 
two functions: as a stoplite pilot: mounted 
on dash, it offers visible proof at all times 
of whether or not the stoplite is function- 
ing properly; if not, the pilot detects it at 
once informs the driver, the unit 


exerting no drain on battery, the company 
states. As a headlight hi-beam indicator: 
Night drivers often roll along without be- 
ing aware that their hi-beams are on. The 
pilot keeps them informed of this. 





ONE OF SIX fiat diesel engines devel- 
oped by Hercules Motor Corp., Canton, 0O., 
during the past year is Model DWXLDF. 
With a 4%-Inch bore and 5-inch stroke 
it develops 142 hp at 2,600 rpm. Piston 
is 426 inches. 








A SINGLE unit which combines air and 
water hose reels, utility cabinet and cash 
box for service station use has been de- 
veloped by Kirkby Engineering Co., Bur- 
bank Calif. It has been licensed for manu- 
facture to Jay Mfg. Co., Burbank. Above- 
ground installation, making pits or wells 
unnecessary, is a feature of the air and 
water hose reels in the Kirkby combination 
unit (Model 100). 


IN INTRODUCING the Sea Breez car 
and truck cooler, the manufacturer states 
that in addition to giving better cooling 
than the conventional type cooler, the out- 
standing feature is that this new cooler 


can be installed in seconds and taken off 
in seconds. It is available to independent 
jobbers and 
Car Cooler, 
Angeles 27. 


manufactured by Sea Breez 
Inc., 4950 Melrose Ave., Los 





THE GENERATOR unassembled. The 
Kober generator is adapted for outboard 
mounting on a gasoline or diesel engine. 
The rotor may serve as the engine flywheel. 
The generator is available in 60-cycle and | 
400-cycle types, singe phase and three 
phase, in outputs ranging from 300 watts 
te 30 kilowatts. Larger sizes are under 





AN ENTIRELY NEW, full automatic, 
hydraulic-operated lumber truck unloading 
device which allows lumber to be unloaded 
quickly, with precision and complete con- 
trol has been announced by Paul Penber- 
thy, president, Penberthy Lumber Co., 5800 
8S. Boyle St., Los Angeles 11. The use of 
the unloader arm allows lumber loads to 
be deposited exactly where they are wanted 
(even on carrier blocks) without the cus- 
tomary thunderous crash and needless, 
costly breakage, Penberthy stated. De- 
signed by Wellington E. Miller and built 
Pasadena, the new 


quarter cab high the complete length of 
the truck. These sides swing open from 
the center to allow conventional loading 
methods. Complete fenders front and rear, 
roller pillar blocks and floor plans are a 
close knit unit that protects loads from 
dirt, grease and water. 
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TEN THOUSAND three dimensional rep- 
licas of the widely recognized Grizzly bear 
trade mark of Grizzly Mfg. Co., Paulding, 
O., cast solid of bronze, were distributed 
to visitors at the Grizzly booth in the 
recent ASI show. The figurine is intended 
as a desk paper weight or office ornament. 
The Grizzly exhibit consisted mainly of 
actual demonstration of the new ‘‘Safti- 
bond Process,’’ developed by Grizzly to 
overcome difficulties encountered in field 
application of bonded brake linings. Intro- 
duced for the first time at the show, the 
process features Grizzly Saftibond lining 
segments with bonding agent preapplied, 
complete equipment and fiexibility to suit 
the needs of any size shop. 


* * * 





SPRIG, in a handy clip-on vaporizer 
brings the freshness of the north country 
evergreen into car and home and eliminates 
stale and objectionable odors. It clips upon 
upholstery, heater door, side boards or any 
other convenient place. Sprig is produced 
by Macfee Mfg. Co., 411 8S. Washtenaw, 
Chicago 12. 





THE NEW U. 8. center-island reel unit, 
manufactured by U. 8S. Air Compressor 
Co., Cleveland, puts all the lubrication 
service equipment in one spot to save steps 
in servicing cars and trucks. The reels can 
be placed between two lifts, at the end 
of a lift or pit, or against a wall. Each 
reel swings through an arc of 180 degrees. 
When the center-isiand reel unit is placed 
between two lifts, it cam serve cars on 
either lift. 


POWER-PAKE tire 
inflator-fire extin- 
guisher units are 
now available in a 
heavy duty 
emergency 
trucks, buses, 
vehicles, parking 
lots, garages and 
service trucks. Dis- 
tribution is through 
automotive and hard- 
ware jobbers. Power- 
Pak Products, Ine., 
Buffalo 2, is the 
manufacturer. 








AN ENTIRELY new paint spray gun, 
designed for a smoother, higher gloss fin- 
ish, has been announ by American 
Brake Shoe Co., Kellogg division, Roches- 
ter, N. Y. Fourteen exclusive features of 
the Micro-Spray paint gun reduce costs 
and increase production by saving money, 
paint, air and time, the company states. 
Several of the world’s leading paint man- 
ufacturers made impartial laboratory tests 
using precision, scientific instruments and 
unanimously stated that ‘‘it is the finest 
spray gun we have tested so far and we 
test them all,’’ Kellogg states. 


* * * 





STEP-DRAULIC jack, a new type of 
service station hydraulic jack that is actu- 
ated by foot pressure, because it can be 
positioned lengthway of the car, takes up 
less room on shop floor, can be used to 
raise axle or frame in changing tires, en- 
ables quick change of new Cadillac, Hud- 
son and other cars with low, sweeping 
fender skirts. Made by J. 0. Stephenson 
Foundry & Mfg. Co., 550 Fort St., De- 
troit 26. 





ANNOUNCEMENT OF a new type hy- 
draulic power service tool for removal and 
insertion of cylinder sleeves has been made 
by International Tool Corp. of Chula Vista, 
Calif. This power tool inserts and extracts 
both steel and cast iron sleeves, and will 
remove and insert all eight sleeves in the 
average Ford or Mercury motor in 15 to 20 
minutes, the company states. In addition 
to the saving of time, the steady even 
pressure provided by the hydraulic power 
unit is said to eliminate any possibility of 
distortion or radial cracks to the sleeves— 
barm to the block or cylinder walls. 





A THEFT-PROOF hub cap manufactured 
by Factory Tool Supply Co. of Beverly 
Hills, Calif., not only protects the disc 
but the tire, tube and wheel from being 
stolen, the makers state. 

* * * 





FOR THE FIRST time since before the 
war, the A-4846 Martin-Senour lacquer 
color cabinet is being offered in unlimited 
quantities to auto refinishers. The cabinet 
will hold 50 pints of Martin-Senour auto- 
motive finishes. Pre-war buyers of the 
fixture say they can handle 90 percent of 
their jobs with this skeleton, 50-pint inven- 
tory, thus eliminating costly delays. The 
cabinet is made of heavy gauge steel, has 
double doors and a top quality lock, is 
designed for use on wall or bench. Martin- 
Senour’s regular price for the cabinet is 
$16.50. But the company is making a spe- 
cial share-the-cost price of $7.75 to cus- 
tomers who buy Martin-Senour factory 
matched colors in 100 and 150 pint 
assortments. 
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THE NO-MAR gasoline door guard pro- 
tects the finish and adds to the beauty of 
the car. Is designed to match the stream- 
lining of the individual cars. It is heavily 
chrome plated for long life and to stand 
hard usage. Easy to instali—no holes to 
drilli—no special tools needed. The No-Mar 
gasoline door guard provides a _ better 
ground connection to dissipate static elec- 
tricity when the gas tank is being filled, 
the company states. Available through 
Allen Products Corp., Detroit 26. 


* * * 





A NEW AND improved hose coupling 
designed for connecting vacuum lines 08 
tractor-trailer combinations is now avail- 
able to manufacturing and service sales 
customers of Bendix Products division, 
Bendix Aviation Corp. of South Bend. Ben- 
dix vacuum brake engineers, recognizing 
that one of the greatest sources of vacuum 
loss may be found in the hose couplings, 
designed the units now in production which 
do not depend on taper for sealing but 
employ an even larger sealing surface than 
on previous models and a positive quick- 
acting locking device, the firm states. 

* * * 





designed 


vacuum horns, 
especially for city driving, has been intro- 


A LINE OF 


duced by Grover Products Co., 1221 8. 
Hope St., Los Angeles. These new vacuum 
horns, known as the Cadet and the Ad- 
miral, complement the present line of 
pressure horns this company has been 
manufacturing for the past 15 years. The 
Cadet was designed for pleasure cars, thé 
Admiral for commercial equipment. 
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SERVICE SECTION 


Key Phases Discussed... 


Service Session Called 


Hit of Dealer Parley 


(Continued from Page 33) 


js offered in payment of a lubri- 
cation job, it becomes the duty of 
the cashier to see that the cus- 
tomer is supplied with a new book. 
In case the customer does not have 
the necessary five dollars at the 
time, it is suggested that he take 
the book and permit us to charge 
it to his account and pay for it on 
the tenth of the following month. 
This suggestion seldom fails. 

We make a liberal use of the 
pook, gratis to the customer, when 
we feel that it will secure a new 
service customer or bring back an 
old owner who has strayed from 
the fold. This is one reason why 
we have standardized on the seven 
coupon book. We believe that its 
cost is not too much to pay to 
secure & new service customer, and 
it is also easy to sell as the amount 
involved is small. 

It is imperative that the use 
of the book be backed up by a 
lubrication department that is 
equipped, first with the most 
modern equipment to _ insure 
speedy and efficient service. We 
think that it pays dividends to 
glamorize this department with 
backgrounds, etc., and above all 
that it be kept always in a clean- 
ly condition that will be inviting 
to the customer, otherwise its 
merchandising value is lost. 

Secondly, the department should ! 
feature a brand of motor oil that | 
can be especially recommended for | 
the car and sold exclusively by 
new car dealers. Many of our cus- 
tomers will not consider adding 
another brand of oil between 
changes but carry a few quart cans 
in the luggage compartment for 
this purpose. 

Third, the department should be ' 

operated by the type of man who 
can be promoted to service sales- 
man. We find that this department 
offers the best training spot for 
service salesmen. It affords an op- 
portunity to know the individual 
owners. The customers snould be 
given every opportunity to watch 
their cars being lubricated. The 
men are taught to thoroughly in- 
spect each car as they work on it 
and note on the repair order, with 
a red pencil, anything that should 
have attention, if it has not al- 
ready been requested on the repair 
order. 
This notation then comes to the 
immediate attention of the service 
salesman or service manager who 
attempts to contact the customer, 
and get permission to do the nec- 
essary work. If it is impossible to 
contact the customer while the car 
is in the station, the matter is 
brought to his attention at the time 
he calls for his car, with a sug- 
gestion that he return for the work, 
Soon, and a definite appointment 
is made if possible. 


A daily service record is kept 
on each customer’s car in the 
service department, where it is 
always convenient for the serv- 
ce manager and service sales- 
men. This record is never more 
than one day behind the opera- 
tion, and is a very valuable ref- 
erence for the customer follow- 
up system, 

_The procedure that I have out- 
lined to you here, backed up by 
the best possible repair work, has 
kept our service and parts depart- 
ments operating month atter 
Month at a volume, consistently, 
M excess of the monthly quotas 
set up by our factory and, as you 
all well know, these are usually 
not too conservative. 
4 oo * 
Love Your Customer 

By Boyd H. Gibbons Jr. 

, Los Angeles 
peelfishness and greed during 
oe high-profit days and lush 
aa of high taxes and real in- 
ea can Boneh the back of free 

ican business as quickly as 
the New Deal did under . so- 
celiod controlled economy. Unfor- 
unately, the automotive industry, 
Particularly the dealers, enjoy a 
try bad public reputation. The 
sreatest challenge that we, as dele- 
gates to this National Automobile 
alers convention, have, is to take 


concerted action to “get our houses 
in order” and win back consumer- 
confidence and goodwill. 


The heart of an automobile deal- 
ership is the service department, 
but the act of giving service should 
be imbued in every employe in 
every department. In most dealer- 
ships the majority of the employes 
are in the so-called non-productive 
classification—that is, office work- 
ers, janitors, pickup and delivery, 
etc.—and they are usually com- 
pensated by straight hourly-rate 
or salary—yet they are just as de- 
sirous of earning more as are pro- 
ductive workers, who are most fre- 
quently compensated on the incen- 
tive-pay basis. 


The best way to overcome the 


“I want security” phobia of some 
non-productive workers is to get 
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THIS 1932 DeSOTO, whose 22 owners drove it 382,000 miles, does a job every day 
for A. B. ©. Motor Sales (DeSoto-Plymouth), Minneapolis, and does a bit of advertis- 
ing and publicity on the side. 





them profit-conscious by sharing 
your profits with them. When em- 
ployes begin enjoying profits that 
they helped to create, they then 
begin giving real personal serv- 
ice to the guy who makes the 
profits possible—MR. CUSTOM- 
ER. In our dealership for over 
20 years, every employe has 
shared in the net profits—based 
on length of service, position 





with the firm, and attitude. These 
bonuses, which are given at un- 
announced intervals during the 
year, have been in excess of 50 
percent of the net profits, before 
taxes. 

So you see why we love our cus- 
tomers—because they provide prof- 
its which we all share in. Right 
here let me add another point— 
everyone of our 160 workers LIKES 
people—and we are very particular 


a new man today. SUN-trained tomorrow! 





SUN’S 300 ‘Man Service Organization 


Solves the “Experienced Help” Problem. 








39 


in establishing this point before 
hiring a new employe. 

A.—On peak days we will run 
150 passenger cars and trucks 
through the two separate entrances. 
Being downtown-located, our pas- 
senger car service department hits 
a peak rush between 7:30 a.m. and 
9:30 a.m., when we will write as 
many as 70 repair orders. With 
only 11 write-up stalls, this pre- 
sents a traffic control problem and 
requires a system for waiting on 
customers in turn. But more im- 
portant is the need for a smiling, 
friendly personality who will meet, 
direct and talk to these custom- 
ers until the service salesman (we 
have five on duty) can take over. 
Well, we have just that personality 
—he is known officially as our 
“greeter,” and his name is Andy 
Phillips. Andy was a_ telephone 
company classified advertising 
salesman, until we spotted him 
leading his class in a school of 
salesmanship. He is young, neat, 
alert and has a sincere friendly 
smile. He is not content to meet 
you after you drive in—he meets 
you on the sidewalk before you 
drive in the door, gets. on your 
running board (if you have one) 

(Continued on Page 42, Col. 1) 


M44. 









“besides doing an outstanding 
job for our customers, he also 
devoted considerable time with 














OAD ages Suen 


Ask any sun Operator... you'll find 


him an enthusiastic booster of SUN’S 
300-Man Service Organization. He'll 
tell you: “It’s one of the big advan- 
tages of equipping with SUN Testing 
Instruments.” 


A SUN Service Man is never more 
than a few hours away from your 
door—always ready on call to come 
and train new men or brush-up old 
hands! That’s one reason why 
SUN Equipment so rarely goes 


on the idle list for lack of experi- 
enced operators! 


Actual letters from prominent 
service operators from coast-to-coast 
tell what sUN’s 300-Man Service 
Organization means in dollars and 
cents profits—in better work that 
builds good will—in accurate diag- 
nosis that cuts “comeback losses’ 
to the bone! Ask your local suN 
Representative to show you copies 
of these letters. 


“appreciation for the assist- 
ance given in training our 
personnel and setting up the 


T THE FULL STORY TOLD IN THESE 














AAA Condemns 
Resurgence of 
Speed Traps 


WASHINGTON.—A postwar re- 
surgence of “soak - the - stranger” 
including 


of-state drivers, was charged last 
week by the American Automobile 
Assn. 

In a special report transmitted 
to governors, state promotion agen- 
cies and motor clubs in major trou- 
ble areas, the national motoring 


merous than at any time 
during the decade preceding World 
War II. 

“This development is surprising,” 
said the AAA, “because by now it 
has become generally realized that 
the $6,000,000,000 or more of annual 

vacation business is too 
rich an economic prize to jeopard- 






ize simply because of the desire 
of some village functionaries and 
backwoods constables to enrich 
themselves speedily.” 

The AAA listed these major 
sources of complaint: 

1. Abusive, discourteous_ treat- 
ment. 

2. Practical inability of an out- 
of-state motorist to get a fair 
trial; he must either plead. guilty 
or forfeit collateral in order to 
avoid spending several days at the 
place of arrest. 

3. Unreasonable speed limits—as 
for example when city limits are 
extended far beyond the built-up 
area with the result that city 
speeds are enforced in open coun- 
try. Florida, in particular, has 
many communities where this type 
of trapping is practiced, AAA said. 

4. Personal enrichment of the 
arresting officer or presiding jus- 
tice as indicated by the refusal to 
give receipts for money payments, 
which are often collected on the 
roadside. 

5. Discrimination against out-of- 
state motorists who are subjected 
to hair-splitting enforcement and 
heavily fined while local motorists, 
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Carolina Motor Moves 
Carolina Motor Co., Fayetteville, 


going at the same speed, are not |N. C., has moved to a new location 


molested. 


at 125 W. Russell St. 







WASHINGTON.—The continuing 
burden of federal automotive ex- 
cise taxes on the individual] and on 
commerce and industry is shown 
in the President’s budget for fiscal 
1949, and the budget estimates for 
fiscal 1948. 

The budget estimates that these 
emergency taxes will yield $1,211,- 
000,000 in fiscal year 1949, an in- 
crease of 14.5 percent over the ac- 
tual receipts for fiscal year 1947. 
And it estimates that for fiscal 1948 
these revenues will reach a total 
of $1,183,000,000, an increase of 12 
percent over the previous year. 


The largest increase is antici- 
pated in the 7 percent tax on pas- 
senger automobiles and motor- 
cycles, which is expected to yield 
$328,000,000 in fiscal 1949—a 60 per- 
cent increase over 1947. 

Details of estimates, as compiled 
by the National Highway Users 
Conference, are as follows (source; 
actual, 1947; estimate, 1948; esti- 
mate, 1949): 
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all welded, no castings to break. 


WRITE TODAY 
For FREE Circular! 


Coats Iron Tireman handles all plies from 13 to 
21 inches, including 6 and 8 ply, and including 
mountings with protective type tubes and air 
cushion tires. Requires only 3 ft. working radius; 
handies all operations in one small area. Stands 
36 inches high. Bolts down anywhere. All steel, 
Spreader attach- 
ment available for quick tire inspection. Investi- 
gate. Tear out and write today for full literature. 


ws ee 


Distributors 


WANTED 


Write Today. 
be open. 


Your territory may 


COATS 


OF THE 


N.A.D.A. SHOW 


Coats Iron Tireman Mounts or 


IRON © TIREMAN 





Dismounts Tires in 30 Seconds! 


Here’s the biggest improvement since the jack was invented. Coats 
Iron Tireman simply ROLLS tires on or off the rims in % minute. 
Eliminates tugging and straining . .. does away with old-fashioned 
mallets and irons. The only machine on the market that handles ALL 
sizes of passenger car tires, including 6 and 8 ply. Quick, simple, easy. 
Here are a few of the things the Coats Iron Tireman can do for you. 


@ You just push down on the bar and walk around the tire. 
The Tireman does the work. 


@ One man can handle three times as many tires; easier, 
better. Pays for itself in more jobs, time saved, in real 


customer satisfaction. 
& Keeps sidewalls clean . . 


- free of grease, dirt and gravel. 


White sidewalls stay white. 


@ Protects casings and tubes ... 


@ Lifts tires UP ... where 


Actually Costs Less 


Actually Costs Less: In spite of its many super- 
iorities the Iron Tireman actually costs LESS 
than any comparable tool on the market. And it 
can make you more PROFIT than any single 
piece of equipment in your station. Send for 
illustrated circular TODAY. 


COATS 


IRON £2 TIREMAN 


Mfd. by Coats Loaders & Stackers, Inc., Fort Dodge, lowa 
N Sales butors 


I Distribu 
JACK P. HENNESSY SALES CO. 


P. 0. Box 111, Audubon Station, New York 32, N. Y. 
Address Dept. 20 


no pinching, no bruising. 


they’re easier to work on. 





PRICE Only 


$99.50 


Approx. $6.00 Higher 
West of 
Rocky Mountains 










Payload Gets Heavier 


U. S. Budget Estimates 12 Percent Increase 
In Automotive Tax Take in ’48 


SERVICE SECTION 





Gasoline: $433,675,868, $470,000,000, 
$497,000,000. 

Lubricating oils: $82,014,668, $81,. 
000,000, $82,000,000. 

Passenger automobiles and mo- 
torcycles: $204,679,518, $290,000,000, 

,000,000. 

Trucks, buses and trailers: $62, 
098,896, $75,000,000, $74,000,000. 

Auto parts and accessories: $99,- 
932,341, $115,000,000, $95,000,000. 

Tires and inner tubes: $174,927. 
334, $152,000,000, $135,000,000. 

Totals: $1,057,328,625, $1,183,000,- 
000, $1,211,000,000. 

The above figures are gross fig- 
ures not adjusted for highway user 
portion and do not include the tax 
on transportation or petroleum 
products by pipeline, 50 percent of 
which is usually attributed to high- 
way users. 

These estimates make no provi- 
sion for a reduction or repeal in 
any of the automotive taxes, NHUC 
pointed out. 


Trailer Dealers 
Launch Drive for 


Fairer Laws 


CHICAGO. — The Trailercoach 
Dealers National Assn. board of 
governors, meeting here, announced 
through Webster C. Coulter, presi- 
dent, that the organization’s “No. 
1 project during the coming year 
will be a concentrated nationwide 
campaign to secure fair and reason- 
able local ordinances and just state 
laws governing trailercoach parks.” 


Present ordinances in many in- 
stances not only unjustly invade 
the private rights of citizens living 
in trailercoaches but also jeopardize 
investments of thousands of dollars 
which a business man puts into a 
trailercoach park, Coulter added. 

“Such an ordinance can wipe 
out a business, representing years 
of work, overnight,” he said. 

An immediate objective, it was 
stated, will be to conduct an in- 
tensive membership drive so as to 
swing as many dealers as possible 
behind the legislative campaign 
and in other ways “improve the 
trailercoach industry.” 


The board selected Los Angeles 
for the next TDNA general mem- 
bership meeting. It will be held 
concurrently with the California 
sportsman’s show Apr. 7 to 18, in- 
clusive. Arrangements call for 
special trains to pick up delegations 
of dealers in various cities bound 
for the California session. 





Early Delivery Promised 


On Binks Sprayers 


CHICAGO.—Immediate delivery 
on almost all standard spray fin- 
ishing equipment is now promised 
by Binks Mfg. Co., 3116-40 Carroll 
Ave., here. Industrial users of 
spray guns, oil and water extrac- 
tors, portable spray painting out- 
fits and similar equipment and ac- 
cessories listed in the new Binks 
No. 96 catalog can now obtain vir- 
tually all these items from stock 
for the first time in many years. 


J. F. Roche, president of Binks, 
points out that the availability of 
this new equipment is the culmi- 
nation of many years of intensive 
reorganization and re-equipment of 
the Binks plant. Manufacturing fa- 
cilities have been substantially ex- 
panded, he reports. 
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SERVICE SECTION 


Buying Record Set. . . 


New Products Featured 
At NADA Exhibition 


(Continued from Page 36) 


several shop equipment manufac-|the service manager was on his 


turers who “missed the show” this 


ar. 
hat, judging from the expression 
of both exhibitors and those who 
“came in the back door,” the equip- 
ment exhibition in San Francisco 
will be at least twice the size of 
this year’s snow. | ‘ 
HAT the exhibitors will get a 
T good play” was demonstrated 
at this year’s show by the number 
of orders for new equipment and 
other products from dealers who 
came from the West Coast, the 
Northwest and the Mountain states. 
While many dealers brought their 
service managers to this show with 
them and the Sunday opening was 
a boon, since it allowed these serv- 
ice heads to see the show and still 
back on the job with a mini- 
mum of lost time, there were many 
dealers like Dave Nichols from 
Nashville, Tenn., who made it a 
point to go through the show Sun- 
day afternoon and then telephone 
his service man to catch the night 
train for Chicago. Nichols bought 
$18,000 worth of equipment the day 
his service manager arrived, and 
= LR hata nc 3nd ton Enoch 


British Exports 
Hit 16,154 Cars 
In November 


LONDON.—(UTPS)—Car exports 
in November reached a new peak of 
16,154 units, nearly 1,000 more than 
the October figure of 15,216, it was 
announced here by the Society of 
Motor Manufacturers and Traders 
in a monthly statistical review. 

Exports of agricultural tractors 
also reached an all-time record, it 
was added. 

Shipments of chassis were twice 
the number for October. Com- 
mercial vehicle exports continued 
in November at the 4,500 level, and 
the total trade in new vehicles, in- 
cluding tractors, reached value of 
more than 7,250,000 pounds sterling. 

Compared with the previous 
month’s figures, November rates for 
ears dropped by about 660 units, 
largely due to the produetion 
switch-over by Austin to its new 
A 40 series. 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


These books should be in the library 
of every franchised dealer—available 


knowledge contain will be valu- 





By Norman 


cloth bound. $3.75 


AUTOMOTIVE MECHANIOS. Wm. E. 
Crouse. A comprehensive and basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid. 
DEALER BUSINESS COUNSEL. Financial 
facts for the guidance of 
automobile dealers. By J. B. Van Tassel, 
Business Consultant. $2 postpaid. 






tt history of the fabulous motor | 
business. $3.75 postpaid. 


; US HOOSIER. By Jane 
ane of Carl Fisher, early pioneer of | 
&utomotive industry. $3 postpaid. | 
FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. | 
Paptr-bound, $2; cloth-bound, $3. 


CLYMER’S MOTOR SORAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
Paper cover, $1.50 each. Deluxe cloth- | 
bound, $2.50. Steam-car edition, $2 or 
cloth-bound, $3 postpaid. 
HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- | 
printed by Floyd Clymer. Deluxe edition, | 


4 postpaid. 
INDIANAPOLIS RACE HISTORY—1009 
TO 1946 ges, 1,000 illustrations. 


° pa, 
a edition, $5 postpaid. Paper bound, 











Ree ASG caatiste tis 0h 
LABOR MONOPOLIES OR FREEDOM. 
ae W. Scoville. Popular edition, $1 


MOTOR MEMORIES. A saga of whirling 
boy by Eugene W. Lewis. $3.50 post- 
a 
FLOYD OLYMER’S INDEPENDENT TEST 
a T OF KAISER-FRAZER CARS. 
luxe edition, $2.50 each. Paper-bound, 
-50 postpaid. | 


BOOK DEPARTMENT 


-AUTOMOTIVE NEWS 
> DEFROIT 


26, MIOH. 





way home that same night. 

Three other dealers who went 
down to the exhibition hall to- 
gether and who claimed they had 
no idea of buying anything, 
bought slightly over $45,000 worth 
of equipment between them, and 
made appointments to be shown 
other equipment when they got 
home. ° 
If it did nothing else, this equip- 

ment show thoroughly demonstrat- 
ed that franchised car and truck 
dealers are in the service business 
to stay, that they are looking more 
to their service department profits 
carrying a large part of their over- 
head, and that they are going to 
put themselves in a competitive 
position by modernizing their shops 
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EMPLOYES OF UPTOWN CHEVROLET CO., Pasadena, 
coffee, doughnuts and soft drinks at the “Silver Joy’’ coffee shop operated by 
management during the working hours. Customers awaiting completion of service jobs 


are also welcome at the coffee shop. Dealership 
no-charge shop is more than offset by the 


Switching Is Eliminated 
In Shop Address System 


A device to eliminate manual 
switching from talk to listen posi- 
tions on inter-communication sys- 
tems and similar devices, under the 
trade name Tower Service Master, 
has been installed in the Sevenich 
Motors garage in Everett, Wash. 

The system starts operating 


f 


Foy COFFEE SHOP 


when the first word is spoken into 
it. It shuts off automatically when 
the voice stops. An electronic de- 


with every labor-saving and cost- 
reducing machine. 
—Jack WEED 


«|Parley Dates Set 
_|By Plastic Group 
On West Coast - 


SANTA BARBARA, Calif—The 
West Coast section of the Society 
of the Plastics Industry will bring 
together leaders of the industry 
from all parts of the country for 
the section’s annual conference 
here March 28-31, according to R. 
B. Gutsch, chairman of the SPI 
section. 

The conference will feature a 
merchandising exhibit demonstrat- 
ing the most successful procedure 
in originating, designing, advertis- 
vice, it does not utilize voice vi-|ing and marketing typical plastic 
bration in the switching mecha-| products. 
nism, it is said. The conference will emphasize 
the work of molders and other firms 
in the San Francisco and Los 
Angeles areas, where most of the 
Of Niagara Falls Assn. west coast industry is concentrated. 

Conference speakers from mater- 

H. P. Lammerts jr. has been| jais companies and other branches 
elected president of the Niagara|of the industry will be announced 
Falls (N. Y.) Motor Trades Assn.,| early in February, Gutsch said. 
succeeding H. W. Kellogg. encase paepaaatigs 

B. B. Halliday was named as/ Irwin Investment Corp. Fitzger- 
vice-president and F. C. Moyer is| ald, Ga., has been granted a Kaiser- 
treasurer. W. T. Few is secretary. Frazer franchise. 


Calif., are served free 
the 


officials estimate cost of operating the 


Lammerts New President 




















YOU'LL WANT TO READ 


The statement above at right 
is true of all equipment from lubri- 
cating guns to gasoline pumps, from 
anti-freeze testers to out-door light- 
ing—and naturally it’s true about 
tire inflating equipment. The new 
Eco Tireflator meets these require- 
ments of economy and effectiveness 
and in addition, it is the most profit- 
able tire inflator as well! 


“Build profits on a free service?” 
you ask. Certainly! Substantial prof- 
its in time-saving, customer good will 
plus actual dollars and cents profits 
from the sale of tires and other prod- 
ucts and services are yours with the 
new Eco Tireflator. 


Yes —it’s amazing but true —Eco’s 
Tireflator with Eco’s BALANCED 
INFLATION®* program will build 
important profits for any progres- 
sive, merchandising-minded Service 
Station. You'll find the complete story 
in Eco’s new book, “Amazing Profits 
Out of Balanced Tire Inflation*.” 
Send for it today — it’s truly a book 
you'll want to read! 


*Copyright 1947 Service Station Equipment Company 


AMAZING PROFITS OUT OF 


BALANCED 
TIRE WNPLATION 


'. 


“Service Station history has proved time and 
again that the best service dispensing equip- 
ment is always the least expensive, the most 
economical to operate and the most effective.” 
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SERVICE STATION EQUIPMENT COMPANY 
AN MUSKEGON, MICHIGAN 


Send me your new, FREE book,“Amazing Profits Out Of 
Balanced Tire Inflation.” sss 





NAME 





I rasinicstmisiarinnatchat te 
ADDRESS wisi 


City STATE 

































































































THIS ATTRACTIVE DISPLAY is featured at the new Barret & Ballard Motor Co. 
showroom, in Holyoke, Mass. The display features a cut-out Lincoln engine and is 
designed so that a Mercury engine or other large parts may be substituted. 


tion formerly occupied by Lester- 


McKinnon and Armstrong Munroe Motors 


Open Olds Firm in Florida McKinnon was formerly em- 
McKinnon-Armstrong Motors,| ployed by Lester-Munroe as man- 
Ine. (Oldsmobile), Quincy, Fila.,| ager of the parts department, and 


owned and operated by Ralph S. | Armstrong held a similar position 
McKinnon and J. R. (Bob) Arm- | with Inman-Johnson Motor Co. for 
strong, has been opened at a loca-'a number of years. 


Latest addition! 
NEW DUCO BLACK 


Most recent development of Du Pont 
laboratories, this new DUCO Black 1s 
better five ways: 
*A blacker black—a better match 
to new car production 
*Equally effective on over-all or 
touch-up jobs. 
*Dries faster. 
*No hazing under normal condi- 
tions. 
*Rubs easier—reduces compound- 
ing time. 


GETTER THINGS FOR BETTER LIVING 
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Service Session Called 


Hit of Dealer Parley 


(Continued from Page 39) 


and directs you into the first 
empty stall. His conversation goes 
something like this: 

“Good morning, Mr. Jolly, are 
you in for service? Fine, just 
drive into that first stall and I 
will be right back with your 
Service Record folder.” Andy gets 
your file, returns to your car and 
engages you in friendly conver- 
sation until your turn is up and 
a service salesman is then in- 
troduced to you and you are 
turned over to him for the nec- 
essary service. Our Greeter is 
trained to remember names and 
faces, and he can call the ma- 
jority of our customers by name. 
He knows how many children you 
have, where you work, your hob- 
bies, and above all, he knows 
your little eccentricities. Andy 
works from 7:30 until 11:30 a.m., 
and then he is off until 2:30, 


when he takes over in front of 
the service cashier’s window to 
take your mind off your repair 
bill wheh you come after your 
car in the late afternoon or eve- 
ning. 


With an elaborate service dis- 
patch system and a progressive 
control system that constantly 
checks on work in progress and 
insures that your finished car and 
paper work come out together and 
on time—it is seldom indeed that 
we keep a customer waiting be- 
yond the promised time. However, 
if once in an indigo moon you'll 
have to wait a minute or two, our 
Greeter, Andy Phillips, will invite 
you in for a cup of coffee on the 
house. He’s our front man, our 
master of ceremonies who issues 
the greetings and tells you and 
sells you on his organization and 
the 159 other partners who are 





REG. U.S. PAT. OFF 


REG. U.S. PAT. OFF, 


-- THROUGH CHEMISTRY 








over 700 DUCO colors for prac- 
tically any make, any model. 






SERVICE SECTION 


backing him up. His only duty js 
to greet you morning and night, 

B.—The next requisite is the 
Service Record and Follow-up Plan 
—in this we are using the Nu-Orm 
Service Follow-up Plan. We main. 
tain a “record folder” and maijj 
and phone follow-up on over 6,009 
car and truck customers, for which 
we pay so much per name or ye. 
hicle, and Nu-Orm furnishes 4]j 
of the file folders and labor for 
posting and mailing service—we 
only furnish space for the Ny. 
Orm staff and the filing cabinets, 
Every repair job is posted to the 
customer’s folder 2 hours after the 
work has been completed. 


Briefly, Nu-Orm Plan is a pre. 
scribed maintenance service (de. 
signed to reduce the cost-per-mile 
operation of customers’ automo. 
biles. Individual car-service records 
are referred to every time the cus. 
tomer is in our service depart. 
ment. Then, at regular intervals, 
Nu-Orm trained analysts furnish 
the customer, by mail, factory-pre. 
scribed car-maintenance _recom- 
mendations, all of which are de. 
termined by the mileage on the 
speedometer. 


The system is very effective 
from our standpoint because it 
actually permits us to keep in 
almost constant touch with our 
customers, the majority of whom 
are normally unaware of the 
value of car-maintenance require- 
ments. In addition, the very fact 
that we offer this highly special- 
ized service is an important fac- 
tor in attracting new customers 
to our service department. 

C.—The final requisite is a sys- 
tem for minimizing customer-com- 
plaints and taking steps to prevent 
them from being repeated. This 
we do in several ways: 

(1) The greeter is most effective, 
particularly at the cashier’s win- 
dow, where he announces to the 
cashier the name of every cus- 
tomer, as he comes after his car. 
Andy also sees that the original 
service salesman handles any cus- 
tomer who questions his bill or 
requires an explanation of the 
work done on his car. Likewise, 
the greeter personally escorts a 
customer to the service manager’s 
office, should there be a complaint 
that the service salesman cannot 
handle. 

(2) The Nu-Orm plan is quite in- 
genious for preparing our entire 
service organization in handling a 
customer who has registered a 
complaint about work done in our 
shops. First of all, every complaint 
that reaches the level of the serv- 
ice manager is made up in a writ- 
ten report, listing all details, and 
the final outcome or adjustment. 
It then passes over the desk of 
myself or my brother. That re- 
port then goes to Nu-Orm, who 
files it in the customer folder, and 
a large red star is placed on the 
outside of the folder, which de- 
notes to Andy and the service 
salesman that this customer has 
been mishandled in some fashion 
and to consult the complaint form 
for full particulars. Likewise, when 
the service salesman writes up the 
repair order, he similarly flags the 
work ticket so that the dispatcher, 
the mechanics, the inspector and 
everyone having anything to do 
with that order will use due cau- 
tion and care in seeing that the 
work is done properly and that the 
customer will receive a priority on 
time, inspection, paper work, and 
above all, personal contact and 
courtesy. 

(8) Another point important to 
minimizing complaints is mod- 
ernization of plant, equipment 
and personnel. As Lee Moran 80 
aptly put it at last year’s con- 
vention: “You cannot expect to 
do 1948 or 1950 business with 1925 
facilities.” We increased our pro- 
ductive efficiency in the shops 30 
percent as the result of putting 
in a service control and dispatch 
tower; two-way communication 
throughout the shop and parts 
departments; using air tubes for 
forwarding work tickets and 
parts requisitions; separating oUt 
truck and passenger service 
write-up facilities and installing 
some time-saving shop equipment 
and hand tools that not only in- 
creased production—but allowed 
us to do it more accurately. 

Likewise, we ran tests on our 
mechanics to determine the J? 
at which they were most skilled 
(our mechanics all work on & con- 


tract basis and receive 4 percent- 
(Continued on Page 43, Col. 1) 
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age of the flat rate schedule). They 
were specialized—each mechanic at 
the job for which he was best qual- 
ified—w hich brought immediate 
amazing results, both in their turn- 
ing out more work, and increased 
earnings for them. Along this same 
line we instigated a training pro- 
gram for young, inexperienced me- 
chanics who went through four 
months of training on a specialized 
operation under the direct tutelage 
of an experienced senior mechanic. 
During the training period, the 
shop foreman gave frequent writ- 
ten and oral tests to determine the 
progress of the apprentice (during 
the training period we paid the 
apprentice $1 per hour). We were 
concerned primarily with increased 
production and found that special- 
jzation and this mechanics’ train- 
ing program were most effective. 
Why—we saved 12 production man- 
hours per day by just putting in 
our own coffee shop. Remember— 
in your service department all you 
have to sell is time and space—so 
why not analyze it? Caution—get 
an expert service engineer to con- 
sult with you—we did, and he saved 
us thousands of dollars in return 
for his small fee. 


(4) And finally—your customer 
wili start loving you if only you 
will tell him something about your 
organization and the people who 
make it tick. There are several 
methods that you can use—here is 
what we do: 


We send out a house organ 
about every couple of months 
and talk about our employes, new 
and old, and what they do and 
how they do it. Likewise, we 
talk about our customers, and 
run little stories about their bus- 
inesses or about some unusual 
service record, and of course we 
talk about their families, their 
kids and all the stuff that every 
mama, papa, girl and boy, friend 
and customer likes to see and 
read. We also run weekly column 
ads in all of the papers, merely 
emphasizing sincere, friendly 
service and introducing various 
employes, with a picture of them 
at their work, again telling what 
they do and how and when. Now 
we are on the radio with spot 
announcements — not the kind 
that blows whistles, screams and 
shouts or sings the commercial— 
but a kind of corny transcription 
of our own employes’ voices, ac- 
tually recorded on the job. un- 
dramatically—and sometimes un- 
srammatically—talking about 
where they work, telling about 
the many convenient night-and- 
day services, but most of all, 
telling about their fellow em- 
ployes, the teamwork and the 
real honest-to-God effort that 
they will put forth, if given an 
opportunity. Remember—what I 
have described to you today is 
not a big-dealer’s program—on 
the contrary, it is little-dealer 
stuff—it isn’t new necessarily—it 
is just the kind of thing that 
hundreds, yes thousands, of little 
businessmen have done and done 
successfully. 


Once again I say—“love your 
customer”—but true love isn’t one- 
sided—do something to deserve 


your customer’s affection — make | 


him love you—and if you do it with 
a Christian spirit, honestly and 
ethically, you will be doing it the 





SUN PEEK PRODUCTS, INC., Chicago, 
ces @ transparent sun visor, made 
Possible by using a specially treated plas- 
Slass known as Aeroglas. Aeroglas does 
not distort images seen through it, and 
es has many safety factors not found 


othe 
a r types of visors, the company 








American way—the free competi- 
tive American way—and it is about 
time we became free Americans 
again and earned the right to stay 
that way. 
* # 
“Modern Equipment Minimizes 
Time Lost” 

By Tom Frost 

Warrenton, Va. 

This is a very jmportant subject 
which means profit. Yes, a very 
fine profit if modern equipment is 
used by trained mechanics. 

My business is located on a by- 
pass at a crossroad of four federal 
highways, one mile from what most 
of you fellows call a small town, 
with 1,600 population and a trad- 
ing area of 5,000. Here we have 
five dealers, all doing splendid 
service jobs. 


My shop has about 10,000 
square feet of floor space used 





Three Steps 
Ahead 


Tell your customers that Wolf’s Head 
is a superior oil because it is refined 
three steps further than ordinary ‘f 
motor oils. And tell them, too, 
that Wolf’s Head . . . 100% pure 
Pennsylvania, premium grade... 
is refined from only the finest 
Pennsylvania crude. Wolf’s 


Head Oil Refining Company, 


Oil City, Pa., 


New York 10, N. Y. 





BORDER CHEVROLET CO., 9 S. Fifth St., Grand Forks, N. D., has completed 
modernization of its parts room. Donald Berg is parts manager of the dealership. 





the customer if his wheel align- | 
ment is correct. 

To the right we have five 45-| 
degree service bays in which we | 
do motor tuneups, generator and | 
electrical work. In the corner we | 
have a 25 by 25 tool and unit re- 
pair room, which is enclosed in a | 
wire cage and is maintained by one | 
man who is responsible for all | 


for service. With 14-foot elec- 
trically-operated overhead doors 
I experience no difficulty in 
handling large trucks. 

Facing my building you see a 
22-foot overhead door which con- 
stitutes a lubrication bay and also 
a tire service bay. Next to this door 
is the entrance to my service de- 
partment. As you enter, your car 
crosses our wheel alignment scuff 
detector. This will instantly advise 


tools and equipment. 
Adiacent to the tool room and 





DEWAXING 


a 


makes Wolf’s Head 
richer, tougher, 
more heat resistant 










TRIPLE FILTERING 
removes all free 
carbon and other 


troublesome impurities 






100% Pure Pennsylvania 
—‘Premium Grade” 





. > 












EXPERTLY CONTROLLED 


Keeps Wolf’s Head free- 
flowing even in cold weather 


DOUBLE DISTILLING 
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directly in front of the service en- 
trance I have, recessed in the floor, 
a front-end machine. 

Continuing around the shop there 
are four twin post lifts and six 
regular service bays facing the 
wall. 

By careful planning, certain 
pieces of equipment will minim- 

ize time by having it located 
where it is most accessible. 


First, the motor test set and 
analyzer is one of the most im- 
portant pieces of equipment I have. 
This will save hours on each job 
and eliminates all guessing as to 
the location of trouble. This equip- 
ment is technical and requires a 
highly trained mechanic. The ma- 
chine is no better than the opera- 
tor. If this equipment is properly 
used it is the number one piece of 
equipment to minimize time lost. 


Next, the front end machine is 
a MUST’in any modern garage. 
As stated before, our machine is 
recessed four feet in the floor, 
enabling mechanics to work 
standing up which does not tire 
them. With this machine you 
have the only correct answer to 
caster, camber and other front 
end problems. Time is not only 


saved with this equipment, but it 
(Continued on Page 47, Col. 1) 


g 



























































P.G.C.O.A. 
Permit No. 6 



































































































































Durham 
(Durham (N. C.) Auto Auction. Auction 
every . listed here are for 
sale of Jan. ) 


= 
ass 


‘42—SD sedan, $1 
*41—MD sedan, $1,175. 
'40—SD sedan, $965. 


CHRYSLER 
'47—Windsor sedan, $2,575. 


'46—Deluxe sedan, $1,500. 


FORD 
'48-—SD sedan, $1,825. 
*46—SD sedan, $1,800. 


'47—(8) Sedanette, $2,385. 
*38—(6) Coupe, $500. 


*47—Champion club coupe, $1,500. 





Used Car Auction Prices 





Toledo 


(Doe Greiner Sales. Auctions held every 
Thursday. Prices listed are for sale of 


Jan. 29.) 


‘47—RM sedan, 1, $2,415. 

'46—Super sedan, 1, $2,050; 1, $2,070. 

'47—Super sedan, 1, $2,330; 1, $2,260. 

'41—Super club coupe, 1, $1,075. 
CADILLAC 

'46—(62) Sedan. 1, $2,850 


CHEVROLET 
'47—F LL sedan, 1, $2,110. 
'47—FL Aero sedan, 1, $1,960; 1, $2,035; 
1, $2,000. 
'46—FL Aero sedan, 1, $1,775. 
'46—F'L sedan, 1, $1, 625; 1, $1,600. 
'41—Sedan, 1, $775. 


*40—Sedan, 1, 
DODGE 
*46—Sedan, 1, $1,625. 
'41—Sedan, 1, $840. 
FORD 


'47—SD sedan, 1, $1,770. 
'47—SD club coupe, 1, $2,100; 1, $1,760; 


1, $1,805. 
'46—SD sedan, 1, $1,410; 1, $1,515, 
1, $1,435; 1, $1,380; 1, $1,430. 
’46—Deluxe sedan, 1, $1,390. 
*41—Club coupe, 1, $740. 
HUDSON 
*48—Commodore (8) sedan, 1, $2,850; 
1, $2,950; 1, $2, i 
'47—Super 6 sedan, , $1,550. 
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OLDSMOBILE 
*48—Sedan, 1, $2,250; 1, $2,200. '47—(98) Convertible, $2,400. 
'47—Sedan, 1, $1,850; 1, $1,850. '46—(76) Sedan, $1,450. 
NASH PLYMOUTH 
’47—'‘600’ sedan, 1, $1,595. '40—Sedan, 1, $600. 
*837—''600"’ sedan, i, $235. '46—Sedan, $1, 300. PONTIAC 


OLDSM' *47—(6) Sedan, $1,950. 
*46—(66) — 1, $1,750. '40—Convertible, $875. 


MERCURY 


*41—(66) Sedan STU BAKE 
'40—(8) Sedan, 1, $725; 1, $720. '47—Land Cruiser, $2,600. * 
PLYMOUTH 
*46—SD sedan, 1, $1,540. Valdosta 
PONTIAC 
’ (Tom Hewitt Auto Auction Sale. Auction 
47—Streamliner sedan, 1, ay 1, . $2, 235 | every Friday. Prices are for Jan. 23.) 


46—(6) Sedan, 1, $1,760; 1, $1,800 
'46—(8) Sedan, i i. 780. 


'43—Sedan, 1, $1,07 Ce Sa 


BUICK 
'47—RM sedan, 1, $2,650. 


'46—S sedan, 1, $2,050. 
Ft. Lauderdale Sees ods ie. 


(A & D Auto Auction. Sales every Tues- CADILLAC 
day and Friday. Prices listed are for sale | +4; (61) Sedanette, 1, $1,400. 
of Jan. 30.) CHEVROLET 

(Market here shows plenty of cars but 

few buyers. 21 cars sold at last sale.) '47—FL aerosedan, , $2, 2.150. 

BUICK *46—SM club coupe, % ‘5, 845. 
'47—Super convertible, 1, $2,500; 1, $ 
*46—Super convertible, 1, $2,225; 1, $ ; 
*41—Super convertible, 1, $500; 1, $600; *40—Sedan, 1, $785. 
1, $1,100. CHRYSLER 
CADILLAC '47—Sedan, 1, $2,125. 
'47—(62) Convertible, 1, $3,750. DO 
CHEVROLET 


'46—F™M sedan, 1, $1,475. 
OROSLEY '48—Convertible, 1, $2,100. 
'47—Convertible, $500. ’47—Club coupe, 1, $1,800. 
DODGE *46—SD sedan, 1, $1, 425. 
*47—Custom sedan, $1,985. *41—Convertible, 1, $1,050. 
FORD 


*40—Pickup, 1, $725. 
’48—Deluxe sedan, $1,550. 


DGE 
'48—Custom sedan, 1, $2,275. 
FORD 


'37—Sedan, 1, $715. 


*46—Deluxe sedan, $1,225. HUDSON 
'40—Stationwagon, 1, $750. *48—Commodore sedan, 1, $2,800. 
HUDSON MERCURY 





*47—Sedan, 1, $2,700. '48—Sedan, 1, $2,160. 
LINCOLN 41—Sedan, 1, $71’0. 
OLDSMOBILE 
46—Sedan, 1, $1,950. 
’40—Sedan, 1, $880. 


'46—Convertible, $2,000. 
'47—Convertible, $1,700. 


The smart new WJ-112 Weaver “Floor 
Level” Wheel Alignment Outfit is es- 
pecially designed for shops where economy in 
floor space is a vital factor. It’s an accurate 
. . efficient attractive outfit that sells 
wheel alignment service in smaller shops. 

All the accuracy inherent in Weaver system 
of checking and correcting tools is retained 
without absorbing floor space necessary for 
elevating rack. The depressed floor area gives 
mechanic the added advantage of a comfort- 
able working position. 

The WJ-112 meets a definite need but does 
not supplant the well-known Weaver WJ-106 
outfit which is still preferred where floor space 
is not a factor. Ask your Weaver jobber for 
details. 





va ae 


(Market here shows 122 cars sold out 


'48—Half-ton tg 1, $1,790. 





SERVICE SECTION 


PACKARD 
'46—Sedan, 1, $1,450. 


PLYMOUTH 
'47—Deluxe club coupe, 1, $1,525. 
*46—Deluxe sedan, 1, $1,350. 
'42—Sedan, 1, 
'41—Club coupe, 1, "$820. 

PONTIAC 
*48—Streamliner sedan, 1, $2,450. 
"47—(6) Sedan, 1, 00. 


STUDEBAKER 
’47—Champion sedan, 1, $2,050. 
WILLYS 


’48—Station wagon, 1, $1,800. 


Albany 


. = —* Dealer Auto Auction. 
ales held every Monday. Price 
Jan. 26.) _ an 


(Market here shows about same as 
last week. Shippers-in must buy 
cheaper to clear a profit. Shippers-out 
are complaining market is too high, 
Most cars seem a higher than nor. 
mal market this week.) 


BUICK 
'46—RM convertible, 1, $2,100. 
'42—Special sedan, 1, $875. 


; CHEVROLET 
— 1, $2,090; 1, $2,010; 
'46—SM sedan, 1, $1,510; 1, $1,360. 
'38—-MD sedan, i, $450. 


CHRYSLER 
'48—Windsor sedan, 1, $2,550. 
*47—Windsor sedan, 1, $2,335. 


DODGE 
'47—Custom sedan, 1, $1,900. 
’46—Custom sedan, 1, $1,410. 
*46—Custom club coupe, 1, $1,590. 


FORD 
*48—SD (8) sedan, 1, $1,950; 2, $2,000: 
1, $2,040. 
'48—SD (6) club coupe, 1, $1,825. 
'47—SD (8) sedan, 1, $1,800. 
'47—SD (6) sedan, 1, $1,350. 
'46—SD (8) sedan, 1, $1,375. 


MERCURY 
*48—Sedan, 1, $2,250. 
OLDSMOBILE 
*47—(76) Sedan, 1, $2,275. 
*47—(66) Sedan, 1, $1,750. 


PACKARD 
*41—Clipper 8 sedan, 1, $1,000 
PLYMOUTH 
'48—-SD sedan, 1, $1,950. 
*47—SD sedan, 1, $1,710; 1, $1,700: 
1, $1,850; 1, $1,565. 
MISCELLANEOUS 
'48—Studebaker %-ton pickup, i. 31, 420. 
'48—Ford 1-ton express, 1, <" 
'48—%-ton pickup, 1, $1,7. 
'48—Dodge %-ton pickup, ve 725. 
*48—-GMC %-ton pickup, 1, $1,700. 
*48—International %-ton pickup, 1, $1,580. 
'47—Studebaker %-ton pickup, 1, $1,150. 


Lubbock, Tex. 


(Lubbock Auto Auetion. Sales held every 

Wednesday. Prices are for Jan. 21.) 
(Market here showing strength over 
last few weeks. All new makes and 
models active. 51 sold out of 128 = 
ferings.) 


BUICK 
'47—Super sedan, 1, $2,850; 1, $2,875. 
CHEVROLET 


'47—FL sedan, 1, $2,375; 1, $2,340; 
1, $2,250; 2, $2,225; 1, $1,865. 
'47—FL aerosedan, 1, $2,200; 1, $2,190; 
1, $2,150. 
'47—F™M club coupe, 1, $2,230; 1, $1,870. 


'41—SD sedan, 1, $675. 


CHRYSLER 
'47—Windsor sedan, 1, $2,800; 1, $2,475. 
‘47—Royal sedan, 1, $2,200. 
'40—Traveler sedan, 1, $665. 
DE SOTO 
‘47—Custom sedan, 1, $2,575. 
DODGE 
'47—Custom sedan, 1, $2,325; 1, $2,035. 
‘47—Half-ton pickup, 1, $1,700. 
'46—Custom sedan, 1, $1,655. 
RD 


FO 
'48—SD club coupe, 2, $2,250; 1, LS 235. 
'48—SD sedan, 1, $2, 275; 1, $2,260 


1, $2,250. 
'47—SD club coupe, 1, $2,075; 1, $2,060. 
'47—SD sedan; 1, $1,975; 1, 850. 
'46—SD sedan, 1, $1,510. 
'41—Deluxe sedan, 2, $950. 
MEROURY 
*48—Club coupe, 1, $2,500. 
'47—Sedan, 1, $2,015. 
'42—-Sedan, 1, $1,100. 
'41—Sedan, 1, $965. 
PLYMOUTH 





'47—-SD sedan, 1, $2,175; 1, $2,155; 


1, $2,110; 1, $2,010. 
6—SD sedan, 1, $1,520. 
PONTIAC 
‘47—Streamliner (8) sedan, 
1, $2,450. 


1, $2,725; 


~ 
Concord, Mass. 
(Concord Auto Auction, Inc. Sales held 
every Monday. Prices listed are for Jon 
19.) 
(Market shows prices down on ‘475. 
"46s have been down for some time. 
Market is apparently leveling off with 
dealers awaiting ‘48s. 46 cars sold out 
of 84 offerings.) 
BUICK 
'47—Special sedanette, 1, $2,275 
'46—RM sedanette, 1, $1,800 
'42—-Super sedan, 1, $1,100. 
'41—Special sedanette, 1, $940 
'39—-Special sedan, 1, $560. 
CADILLAC 
'47—(61) Sedanette, 1, $3,450 
'41—-Deluxe coupe, 1, $1,350. 
CHEVROLET 
'47—-SM sedan, 1, $1,580. 
'47—Half-ton pickup, 1, $1,625 


| '47—Panel, 1, $1,550. 





| '46—FL aerosedan, 
'35—Sedan, 1, $100. 


1, $1,750; 1, $1,650 


CHRYSLER 
47—New Yorker sedan, 1, $2,185 


"42—Windsor sedan, 1, $1,190. 


DODGE 


'48—(New) pickup, 1, $1, — 
'46—Custom town sedan, 
'41—Club coupe, 1, $875. 
'40—Sedan, 1, $670. 


, $1,675 


FORD 


'48—%-ton pickup, 1, $1,575. 
'47—'%-ton pickup, 1, go 
'47—Sedan coupe, 1, $1,700; 
'47—Sedan, 1, $1,630; 1, $1, 730: 


$1, 690 
, $1,725; 


1, $1,810; 1, $1,600. 


'42—Sedan, 1, $825. 
'41—Sedan, 1, $850; 1, $815. 
'41—Coupe, 1, $790. 


HUDSON 


'48—Commodore 8 sedan, 1, $2,655 
'39—-Sedan, 1, $290. 


MERCURY 
—Club coupe, 1, $1,765. 
(Continued on Page 45) 
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FORD OLDSMOBILE 
U S i P ? c= club coupe, 1, $2,090. '40—Club coupe, Se $825. 
46—SD 1, $1,550. 42— » 1, $1,010. 
sed Car Auction Prices tS sedan, 1 $1360 12-110) Sadan i 48,010 


(Continued from Page 44) ’39—Sedan, 1, '46—SD sedan, 1, $1,650. 


36—Sedan, 1, '46—SD sedan, 1, $1,475. 
NASH PONTIAG OLDSMOBILE '41—Club coupe, 1, $950. 
46¢—‘'600"’ sedan, 1, $1,275. '47—(6) Torpedo sedan, 1, $2,185. *46—(78) Sedan, 1, $2,000. '40—Sedan, $435. 
.'42—''600"’ sedan, 1, $850. ’46—Streamliner sedan, 1, $1,670. *40—Sedan, 1, $710. PONTIAC 
* OLDSMOBILE ‘ak — 1, $1,570. PACKARD '47—Streamliner (8) sedan, 1, $2,325. 
41—(66) Sedan, 1, $785. ‘cathe ie ’ vy" tiee '35—(120) Sedan, 1, $280. '47—Torpedo sedan, 1, $2,100. 
PLYMOUTH —(8) Sedan, 1, $790. PLYMOUTH '46—Streamliner sedan, $1,770. 


STUDEBAKER 


'47—Champion club coupe, $1,700; 1, 47—SD sedan, 1, $1,596. 
1 


'46—SD sedan, 1, $1,325. 
'41—Deluxe sedan, 1, $910. 
'38—Deluxe sedan, 1. $385. 


47—Sedan, 1, $1,735; 1, $1,775. 
'46—Club coupe, 1, $1,425. 


qu—Panel. 1, $475 


99—Sedan, 1, $459. '47—Commander business coupe, 1, $1,600. 


Farming Aid 


9g—Sedan, 1, $400. ‘ : — PONTIAC 

PONTIAC 46—Jeep, 1, . '40—Sedan, 1. $900. 
42 -(6) Convertible, 1, $1,035. '38—Sedan, 1, $550. Giant Rototiller Development 
4016) Clu conpe, 3, FON. Louisville Studied by Graham 


STUDEBAKER 
47—Champion club coupe, 1, $1,690. 


Horseheads, N. Y. 


(Horseheads Auto Auction. Sales held 
every Friday. Prices are for sale of 


Jan. 23.) 


Philadelphia 


(Ed Hough Auto Auction. Sales every 
Tuesday. Prices are for sale of Jan. 27.) 
(Market here shows not too cars 
offered. 24 cars sold out of offer- 

ings at last sale.) 
BUICK 
'46—Super sedan, 1, $2,050. 
*41—Special sedan, 1, $1,030. 
'40—Super sedan, 1, $985. 
'38—Special sedan, 1, $290. 
CHEVROLET 


(Auto Auction Sales. Sales held every 

Tuesday. Prices are for Jan. 27.) 
(Market here shows some improvement 
over previous weeks. Bidding has been 
brisk. 28 cars sold out of 48 offerings 
at last sale.) 


BALTIMORE. — Graham-Paige 
plant engineers are reportedly de- 
veloping a fieldsize, tractor-drawn 
rototiller with a five-foot cut 

The new device will allow large- 
scale farming on the rotary tillage 
principle and will also permit large- 
scale ready-to-plant seedbed in one 


7 
BUICK 
'46—Super sedan, 1, $1,940. 
'46—Super sedan, 1, $2,125. 
*39—Special sedan, 1, $760. 


BUICK 
'47—Sedan, 1, $2,280. 
'4g—Sedan, 1, $1,920. 


DE sOoTO 
*39—Business coupe, 1, $510. 
DODGE 


'42—Sedan, 1, $890. 
'36—Sedan, 1, $335. 

FORD 
'46—SD sedan, 1, $1,225. 
'41—SD station wagon, 1, $925. 
'40—SD convertible, 1, $1,030. 
'40—Sedan, 1, $880. 


'g9—Sedan, 1, $660. ’39—Special sedan, 1, $710. 
138—Sedan, 1, $240; 1, $375. . cei '‘47—FL sedan, 1, $1,925. operation, it was declared. 
'96—Sedan, 1, $255. ‘47—FM sedan, 1, $1,770 '46—FM sedan, 1, $1,625. salicahediabigelgtadaiiaied 5 
CHEVROLET ion Sa '40—Sedan, 1, $785. 
Up 999,000,000 


'46—FL aerosedan, 1, $1,775. 
'46—SM sedan, 1, $1,500. 
ti—Sedan, 1, $1,700; 1, $1,970; 1, $2,010; | 7 Nas Sedan, 3 2.525. 

1, $2,060; 1, $2,125. $3 SS i 
'41—Convertible, 1, $2,135. , 1, \ 
'4g—Sedan, 1, $1,350; 1, $1,470. ; DE SOTO 
'42—Sedan, 1, $1,310. '47—Custom club coupe, 1, $1,710. 
'4i—Sedan, 1, $880; 1, $1,070. 42—Sedan, 1, $1,090. 

'41—Club coupe, 1, $965. 
'41—Station wagon, 1, $,620. 
'40—Sedan, 1, $835; 1, $900. 


48—Pickup, 1, $1,730. 
“41—FL sedan, 1, $2,045 
The Million Motor Co., Ford 


dealer at Pocahontas, Ark., has a 
when compared with Billion Mo- 


tors, Mack dealer at Sioux Falls, 


DODGE 
’47—Custom sedan, ,1 $2,125. 8. D. 


builds 


you 


DODGE 
4¢—Sedan, 1, $1,500; 1, $1,740. 
4¢—Pickup, 1, $990. 

’ $800. 


13g—Sedan, 1, $570. 

-— 
'48—Sedan, 1, $2, , 
48—Pickup, 1, $1,720. 
'47—Sedan, 1, $1,690; 1, $1,705. 
'‘41—Club coupe, 1, $1,700. 
4g—Sedan, 1, $1,360. 
'42—Sedan, 1, $925. 
'41—Coupe, 1, $700. 
'38—Sedan 


, 1, $390. 
'37—Station wagon, 1, $300. 
'97—Sedan, 1, $255. 

HUDSON 
'48—Commodore (8) sedan, 1, $2,815. 


KAISER 
"47—Custom sedan, 1, $1,325; 1, $1,380. 
MERCURY 
'46—Club coupe, 1, $1,595. 
'40—Sedan, 1, $820. 
OLDSMOBILE 
'41—Sedan, 1, $995. 


PACKARD 
'397—Sedan, 1, $200. 
PLYMOUTH 
'47—Sedan, 1, $1,510. 
'47—Coupe, 1, $1,800. 
'47—Club coupe, 1, $1,820; 1, $1,900. 
‘ , 1, $1,310; 1, $1,400; 1, $1,500. 
'42—Sedan, 1, $800. 
40—Sedan, 1, $810. 
*30—Coupe, 1, $450. 

PONTIAC 
‘41—Sedan, 1, $900. 
'40—Sedan, 1, $710; 1, $760. 

STUDEBAKER 


4405, 


for Complete. Engine R P 





'48—Sedan, 1, $2,565. * 

'41—Sedan, 1, $2,000. four engine r. 

'46—Pickup, 1, $1,030. 

s0—Sedan, 1, $500. age! While Ramco 
Buffalo rings and expanders, f 


(Simple Simon's Buffalo Auto Auction. 
ay held every Tuesday. Prices are for 
lan. 27.) 
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Bureaucracy Hit 
By Leader of 
Small Business 


WASHINGTON. — The National 
Small Business Men’s Assn. still 
follows its original purpose of giv- 
ing small businessmen a voice in 
national affairs and preserving 
freedom of competitive en 
DeWitt Emery, president of the 
association, told members here re- 
cently at the conclusion of an asso- 
ciation dinner. 


He said that the association “is 
responsible” for the vast amount 
of consideration small business is 
now receiving and has received 
during the past 10 years. 


Emery expressed the view that 
the growth of federal bureaucracy 
has now reached the point where 
it seriously threatens our republi- 
can form of government. He advo- 
cated a reduction-in appropriations. 


Other speakers included: Rep. 
Chas. A. Halleck, of Indiana; Sena- 


modest name—modest, that is,|tor Styles Bridges of New Hamp- 


shire, and Rep. Walter C. Ploeser, 
chairman of the House Small Busi- 
ness Committee. 











(Market here shows anticipation of 
48s has forced prices down on earlier 
models. Brand new °47s down $100; 
used "478 down $100; °46s down $50. 
Older cars holding up well. Lots of 
new buyers from other auctions are 
doing most of buying. Local dealers 


favor older models. Market here 
slutted with '46s, ’47s.) 
BUICK 
47—Super sedan, 1, $2,370; 1, $2,350; 


1, $2,125. 
‘47—RM sedan, 1, $2,500. 
‘47—Super convertible, 1, $2,750. 
'46—RM sedan, 1, $1,870. 
‘46—Super sedan, 1, $1,850. 
'42—Special sedan, 1, $1,130. 


CADILLAC 
'47—(62) Sedan, 1, $3,225. 
‘47—(62) Sedan, 1, $3,450. 
7 CHEVROLET 
47—FL aero sedan, 1, $2,020; 1, $1,980; 

1, $1,910. 

'47—Half-ton pickup, 1, $1,210. 
'46—Three-quarter ton pickup, 1, $1,000. 
‘6—SM sedan, 1, $1,425; 1, 
i 1, $1,470; 1, $1,325; 1, $1,400. 
46—FL sedan, 1, $1,460. 
CHRYSLER 
'42—New Yorker club coupe, 1, $950. 
'42—Royal sedan, 1, $970. 
'47—New Yorker sedan, 1, $2,160. 
47—Town & Country sedan, 1, $2,600. 
DE SOTO 
47—Custom sedan, 1, $1,900. 
F DODGE 
'47—Custom sedan, 1, $1,905; 1, $1,950. 
'46—Sedan, 1, $1,530; 1, $1,560. 
'42—Sedan, 1, $830. 
40—Club coupe, 1, $575. 
FORD 
'48—SD sedan, 1, $2,050. 
'48—SD club coupe, 1, $2,050. 
'47—SD sedan, 1, $1,550; 1, $1,650. 
‘47—SD club coupe, 1, $1,640; 1, $1,700. 
'47—Deluxe sedan, 1, $1,700. 
46—SD sedan, 1, $1,325; 1, $1,310; 1, 


$1,490. 
ip FRAZER 
47—Manhattan sedan, 1, $2,250 
HUDSON 


48—Commodore sedan, 1, $2,825. 
46—Super 6 sedan, 1, $1,250. 
a MEROURY 
Sedan, 1, $1,750; 1, $1,770. 
i NASH 
39—Ambassador sedan, 1, $500. 
‘ OLDSMOBILE 
46—(66) Sedan, 1, $1,680. 
41—(78) Sedan, 1, $1,909; 1, $1,000. 
tan PACKARD 
2 uper 6 sedan, 1, $1,520. 
Clipper sedan, 1, $775. 
: PLYMOUTH 
“e8D sedan, 1, $1,450; 1, $1,460. 
46—Deluxe sedan, 1, $1,650. 
4] pecial delivery club coupe, 1, $1,025. 
,2)~fipecial delivery sedan, 1, $820. 
W- Deluxe sedan, 1, $450. 
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Used Car Notes 





AT CADIZ, KY., LUTHER THOMAS (Ford) has spent approximately $100,000 in 
remodeling. Special emphasis was placed on the sales and service departments. 





customers for almost-new used 
cars which never were delivered. 


2 Clevelanders Jailed 


For Car Swindling 

CLEVELAND. —Two men were 
sentenced here last week to four to 
28 years in the Ohio reformatory 
after pleading guilty to charges of 
larcency by trick in proposed new- 
car deals. 

Anthony A. Dottore, 24,'and Ag- 
nelo Virzi, 24 were accused of 
having received about $100,000 from 


Rental Concern Burns 


TUSCALOOSA, Ala.—Lamar 
Branscomb’s U-Drive-It Co. has 
been damaged by fire to the extent 
of $37,000. 


Automotive News production and regis- 
tration figures tell the story of output and 
sales every week. 





lowa to Enforce Rules 


On Used-Car Facilities 


DES MOINES. — Strict enforce- 
ment this spring of an Iowa law 
requiring used-car dealers to have 
“a place of business” is being 
planned by the state public safety 
department, it was learned last 
week. 

The statute defines a place of 
business as “a designated location 
wherein proper and adequate fa- 
cilities shall be maintained for dis- 
playing, reconditioning and repair- 
ing eithér new or used cars.” Iowa 
has approximately 2,500 registered 
new-car and used-car dealers. 


About 600 deal only in used cars. 
* * * 


Raynor Addresses Parley 


At Portland, Ore. 


PORTLAND, Ore.—Miilton  T. 
Raynor, counsel for the National 
Used Car Dealers Assn., spoke here 
before Northwest Used Car Deal- 
ers. 

The event was sponsored by the 
Oregon Used Car Dealers Assn., 
headed by Ed S. Williams, Port- 


ee 
oa roll out 


of our shop faster... 







because our mechanics use 


| ee es 


... “and,” continues Mr. Krieger, “with the vol- 
ume we handle, speed is especially important.” 
That just about sums up why so many service 
managers like to see the “Snap-on man” make 


his regular calls. 


In the first place, he knows his mechanics are 
buying the kind of quality tools that help turn 
out service jobs that build customer-satisfaction 
... and turn them out faster! The service mana- 
ager knows, too, that this is the “time-saving” 
way to buy “time-saving” tools. There is no 
“time-out” for his mechanics to go shopping 
around, for the “Snap-on man” brings the tools 
right to the shop. Mechanics can buy direct .. . 
one tool or a complete set. They can “see and 
try” before they buy! And the “Snap-on man” 
keeps coming back (he’s been doing it for 28 
years) to make sure every Snap-on tool he sold 
delivers the kind of performance it was engi- 
neered and built to deliver. 


* * * 


Look to Snap-on and the “Snap-on man” to 
bring you the finest in service tools. 





or 28 
Direct-to-user Tool Service 
be 
“The Time-Saving Way 


has proved to 
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SNAP-ON TOOLS CORPORATION 


8082-B 28th AVENUE 


international Division: Kenosha, Wis., U. $. A. 


years, Snap-on’s 


to Buy Time-Saving Tools” 
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SERVICE SECTION 


they buy. Because of the tremen. 
dous demand, most dealers doubt 
that decontrol would bring a useq. 
car price drop right away. 

* * * 


Tipps Heads Up Officers 
Chosen by Dallas Assn. 


















land Northwest regional vice-presi- 


dent of the national association. 
7 ” + 


Prices Boom in Australia 
Despite Gas Cut, Ceilings 

MELBOURNE, Australia.— 
(UTPS)—Used-car prices in the 
black market are as high as ever 
in spite of the drastic cut in gaso- 
line rations, according to L. J. 
Cahill, secretary of the Chamber 
of New South Wales Automotive 
Industries. 

Only about one in every 100 used 
ears sold is going at the ceiling 
price, Cahill said. He added he 
knew of no place where a used 
vehicle in reasonably good condi- 
tion could be purchased for the 
“pegged price.” 

For example, disreputable deal- 
ers are asking $2,440 for a 1938 
Chrysler sedan with an $830 ceiling 
and $1,330 for a 1936 Dodge sedan 
with a $665 peg. 

The National Roads and Motor- 
ists Assn. has called for decontrol 
of used-car prices, with the aim of 
giving purchasers the now-absent 
benefit of a guarantee on the cars 


Dallas Used Car Dealers Assn 
have elected Mike Tipps president 
of the organization. Tipps is 4 
former president of the state asgo. 
ciation. 

Others elected included R. 
Huff, vice-president; Tom A. Blun- 
dell, reelected secretary-treasurer: 
Clarence Talley, L. A. Murdoch, 
Joe Boyd, W. J. Johann and Lewis 
Hurst, directors. Holdover board 
members are Charles Phillips, Lee 
Filgo, D. M. Williams, Fred w. 
Thompson and J. Wilson. 

* 


* * 
Oklahoma Assn. Attempts 


To Close ‘Sunday Dealers’ 


OKLAHOMA CITY.—Nine used- 
car dealers here were ordered last 
week to show cause why they 
should not be prohibited by court 
order from keeping their places of 
business open on Sunday, follow- 
ing protests by the Oklahoma 
Used Car Dealers Assn. 

The association had endeavored 
earlier to get a permanent injunc- 
tion to force the dealers to close 
on Sunday. District court, however, 
denied the request and issued the 


less stringent order instead. 
* * * 


5 More Buffalo Dealers 


Bare Pay Tax Liability 


BUFFALO.—The spotlight of the 
grand jury investigation into Buf- 
falo’s alleged automobile racket 
switched to the U. S. government 
with announcement by internal 
revenue officials that five more 
dealers in the city have offered 
to make “voluntary disclosures” of 
income tax liability. 

Simultaneously, Collector George 
T. McGowan, who has been in 
close touch with state officials di- 
recting the inquiry, announced that 
internal revenue agents are in the 
middle of a detailed examination 
of the income tax returns of no 
less than 30 dealers handling both 
new and used cars. He declined to 
elaborate on this phase of the in- 
vestigation, however. 

The new “disclosures,” permitted 
under federal law as a means of 
avoiding criminal prosecution, 
brings to six the number of deal- 
ers who have filed such informa- 
tion with McGowan’s office since 
the start of the auto inquiry in 
December. 

The collector said he was confi- 
dent these offers to settle with 
Uncle Sam were a direct result of 
the inquiry. McGowan admitted 
that one dealer revised his orig- 
inal estimate of earnings for 1947 
by $60,000. 





cd +t * 
Arizona Assn. Acts to Curb 


The ‘Curbstoners’ 


PHOENIX, Ariz.—<Action to end 
the operation of “chiselers” and 
“curbstone operators” has been 
taken by members of the Used Car 
Dealers Assn. of Arizona. 

Members have approved a mo- 
tion that no dealer buy an auto- 
mobile unless the seller furnishes 
an Arizona certificate of title in 
his own name. The action was 
taken after Harvey Gibbs, asso- 
ciation president, stated individ- 
uals and out-of-state dealers es- 
cape payment of sales tax, while 
legitimate dealers are licensed and 
collect sales tax in full. 

ot * * 
N. Y. Association Retains 


Gans as Legal Counsel 


NEW YORK.— Julius J. Gans 
has been named general counsel 
for the New York Used Car Deal- 
ers Assn., according to Edna 
Hamerslough, secretary of the 
state group. 

Gans is serving his 12th year 4 
a member of New York state leg- 
islature, at present being active on 
a committee considering industrial 


and labor conditions. 
* + * 


Laird Leases New Lot 


HOUSTON, Tex.—Elmer W. 
Laird, used-car dealer at 324 N 
Main St., has leased a vacant tract 
fronting 200 feet at 3900 Harris- 
burg Ave. for a second location to 
serve the eastern section of Hous- 
ton. The property, 100 feet deep, 
was leased for a three-year term 
for a total rental of $8,100, Laird 
said. 


KENOSHA, WISCONSIN 


DALLAS, Tex.—Members of the 
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| used- e & and continue with the job. a 
out this equipment we wo 
Service Session Called | 3. caszment re zou 
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* at the same time, tying up a 
«« | Hit of Dealer Par service tay for nyo 3. 
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-sident (Continued from Page 43) circular wash basin, tile shower, 
is a : and 5 by 5 individual dressing 
> asso- is the only method of correcting time saved on 75 percent of our| rooms which are equipped with a 
faulty front ends. jobs makes this an excellent equip-| mirror, coat hanger, etc., for each 
R. H The modern wheel balancer not |™ent investment in our operations. | mechanic. Any mechanic can ring 
Blun- only saves time but is the only We save up to 50 peOae a = off his time card; take a shower; 
\surer: means of correcting several steer-|time usually required ‘nstalling|shave and dress ready to go any 
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they For Construction is most advantageous to any deal-| stroyed by improper operation. You ig In tires or before Feb. 24 were served on 
- court ° Pl ership. It tows in a large percent may be certain that inexperienced | wASHINGTON.—The Big Four ee dearamen agua Firestone, 
cen of Of Detroit ant of any a itaee shop work. men can damage and destroy any | tire manufacturers last week were a ee a that thie étda: 
eee DETROIT.—Contracts have been; _ Another item which minimizes | type equipment. ordered by the Federal Trade Com- | mission has information indicating 
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wever guson, Inc. The new plant will be 
ed the situated on a 72-acre site here, to 
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The new Ferguson plant will be 
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plot of ground a quarter-mile wide M ore and ial _— 
and a half-mile deep. Initial plans a ee 
of the call for four buildings having a are at last getting their 
> Buf- total floor area of approximately new cars. Many of 
racket six acres. them are driving a car 
nment The new Ferguson tractor, it was for the first time— 
ternal stated, will be powered with Con- F 
more tinental engines developed and buying oil for the first 
ffered manufactured by Continental Mo- time. You want their 
es” of tors Corp. of Muskegon, Mich. oil business—and you 
Other companies said to be co- want to keep it. 
reorge operating on the Ferguson tractor 
en in program include General Motors, 
ils di- Borg-Warner, Kelsey-Hayes and 
d that Bendix Aviation. 
in the The construction contract was 
nation let to Campbell Construction Co. 
of no of Detroit and work will begin at 
; both once. The contract calls for com- é t 
1ed to pletion of the plant by July 31, 
he in- 1948, and manufacture of the new O 
Ferguson tractor to begin imme- 
nitted diately thereafter. cena” — ARRAS TLS 
ins of Ferguson said the initial rate of 
— production will be 100 tractors a & 
deal- day, which will be increased as 
anena rapidly as possible to 500 a day, G g Ol mers 
we and later to 1,000 a day. ® 
ad The plant site provides for a 
fi- complete engineering laboratory, 
en testing grounds, and recreational 
ult of facilities for employes. It is lo- 
nitted oan gg <b eBgrereeng You are in a good position to get your share of 
= It is on the Union Belt railroad this new business if you sell Quaker State 
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d Car neste cere 
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a Disposal Policy 
auto- . 
nishes Revised by WAA 
g&- WASHINGTON.—War Assets| 
a Administration last week revised | 
divid- its policy for disposal of surplus 
ae machine tools and equipment re- 
e hile leased by the Joint Army and 
d and Navy Machine Tool Committee on 
request by industry. 
Residual machine tools and 
3 le previously offered to 
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ers and released by JANMAT Make a real drive for 
Gans fhrough Feb. 14, 1948 will be of- new business. Tell 
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Deal- aoe fixed price and will be quality story to 1948 will be a record year for oil 
na §. o sad the dealer’s discount of everyone who drives sales. Bring those new customers in. 
the WAA tty in. Tell them Quaker Get them started using Quaker Stat 
A policy heretofore required n. a et them started using Quaker State 
an i eat such tools and equipment re- State Motor Oil is Motor Oil, and Quaker State quality 
» leg: ™ sed by JANMAT upon request | better because it is will help you make them s/eady cus- 
ve on cee be re-offered through | made from pure tomers. 
strial . = —— Pennsylvania grade 
° : | crude oil...by a 
De Lisle Is President special process . . . in 
ts Of Lewiston Assn. Quaker State’s own 
F N. of OISE, Ida. (UTPS)—Members | modernly equipped 
24 : e Lewiston Automobile Dealers’ refineries 
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ae +p Charles Adams vice- 
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corporations only, 


of smaller concerns were developed 
from their own research. 


A total of 983 manufacturers an- 


swering the survey questionnaires 


estimated their 1947 research ex- 
penditures at $207,384,188, or almost 
$26,000,000 more than in the pre- 
ceding year. 

An increasing awareness on 
the part of industry of the need 
of research, on the part of both 
large and small concerns, was 
shown by the survey. Of the 
firms. replying to the question- 
naire, 74 percent said that they 
maintain their own research lab- 
oratories. 

“Contrary to the popular belief 
that only large companies main- 
tain laboratories,” Howard E. 
Blood, chairman of NAM’s patents 
and research committee, said, “the 
survey showed that 48 percent of 
the companies having a research 
program, who reported gross sales 
of $250,000 or less, have their own 
laboratories, and 55 percent of 
companies with sales less than $1,- 
000,000 maintain their own research 
facilities. 

“The importance of research to 
small concerns, with sales under 
$500,000 a year, is shown by the 
fact that approximately one-half 
of them stated that all of their 
products were developed as a re- 
sult of their own research.” 

Questions on patents and prod- 
ucts resulting from research, an- 
swered by 645 firms, revealed that 
72,517 patents have resulted from 
these companies’ own research ac- 
tivities. Smaller companies, with 
sales under $500,000 yearly, have 
423 such patents, and firms with 
sales of more than $30,000,000 re- 
ported a total of 54,379 patents 
based on independent research. 
Sixty percent of the 557 concerns 


Building Projects 
In First Quarter 


‘Up a Billion 


WASHINGTON.—American Busi- 
ness, exclusive of agriculture, ex- 
pects to spend about $4.1 billion 
during the first quarter of 1948 
for the construction of new plant 
and the purchase of new equip- 
ment, according to the quarterly 
survey made public jointly by the 
Securities & Exchange Commis- 
sion and the Department of Com- 
merce. 

This amount is about a billion 
dollars above actual expenditures 
for the first quarter of 1947. The 
fact that the figure is somewhat 
below the expenditure for the 
fourth quarter may be entirely 
attributable to seasonable factors, 
the U. S. agencies said. 

Except for the first quarter of 
1947, there was a steady increase 
in expenditures for new plant and 
equipment from the beginning of 
1945 to the end of 1947. Planned 
expenditures during the first three 
months of 1948 would be about 
30 percent above actual expendi- 
tures in the corresponding quarter 
of 1947. 

If planned expenitures for the 
first quarter of 1948 are carried 
out, they will be at an annual rate 
about twice the amount expended 
in 1941 and more than 80 percent 
higher than in 1929, the two pre- 
war highs. Adjusting for the sub- 
stantial price increases, expendi- 
tures during the first quarter 
would still be at a higher rate 
than in both those years, according 
to the federal agencies. 

Planned expenditures by manu- 
facturing companies for the first 
quarter of 1948 are estimated at 
$1.8 billion, or 44 percent of the 
total for all industry. All industry 
groups plan to spend less in the 
first quarter of 1948 than antici- 
pated for the fourth quarter of 
1947, and, except for railroads, the 
amount planned to be spent in the 
first quarter of 1948 is less than the 
actual expenditures recorded for 
thi: third quarter of 1947. 


No Research Monopoly 


Survey Shows Small Concerns Spent $207 Million 
In Search for Better Ways 


NEW YORK.—Dispelling genera) 
belief that independent industrial 
research is an undertaking of large 
@ survey con- 
ducted by the National Assn. of 
Manufacturers revealed last week 
that about one-half of the products 













AUTOMOTIVE NEWS, FEBRUARY 9, 1948 





having their own research report 
that they rely solely upon them, 
the survey found, with the others 
using private research laboratories, 
institutional laboratories or re- 
search foundations, university fel- 
lowships, facilities of trade asso- 
ciations and governmental labora- 
tories. 

Only 71 companies of the 699 
who responded to the question 
of whether they had any con- 
tracts for government research 
answered affirmatively. 


The survey showed that 57 per- | 


cent of the 643 manufacturers re- 
plying to the particular question 
said they planned to expand their 
research facilities within the next 
two years. A number of companies 
said that their expansion plans 
have been hampered by the short- 
age of technical personnel and by 
the present high cost of construc- 
tion and equipment. 





< 





Per ur cy Co 1 


THE BUILDING OF M. I. DAVIS ©CO., INC. (Hudson), Shreveport, La. The recent 
opening was attended by M. M. Roberts, director, advertising and merchandising, Hud- 
son; Glen 8S. Potter, Southwest divisional sales manager, and W. G. Gaston, regional 
ao It cost more than $180,000 and features an outdoor patio for the display of 
new Hudsons. 





Record Volume 
Kenmore Motors Uses Ad 
To Hail ’47 Mark 


KENMORE, N. Y.—Kenmore Mo- 
tors, 2971 Delaware Ave., used 
newspaper advertising to tell Buf- 
falonians that it served 30,000 Ford 
customers during 1947, setting an 
all-time record for the firm. 

Bernard C. Reuter, general man- 
ager, said: 

“T feel this record was made pos- 


|}of our entire organization, 





sible by the splendid cooperation 
who 
worked in harmony with the heads 
of their departments. Men con- 
cerned about their own future are 
instinctively concerned about the 
customers welfare. 

“A contented workman is an as- 
set to an employer, and assurance 
to the customer of conscientious 
service. We are glad to have these 
fine men with us and we thank you 
for your patronage and welcome 
your suggestions for a better 1948.” 






SERVICE SECTION 


Urges Progress 
In Improving 


Natural Rubber 


TORONTO.—Methods of improy. 
ing natural rubber must be dig. 
covered without delay if this prog. 
uct is to maintain its superiority 
over man-made rubber, Dr. E. yw 
McColm of United States Rubber 
Co. told fellow rubber experts here 
last week. 

Reviewing recent improvements 
in the synthetic product, Dr. Me. 
Colin said that “a considerable aq. 
ditional amount of fundamenta| 
work must be done in a reasonably 
short time if the natural rubber 
producers are to stay in business,” 
He addressed a meeting of the 
Ontario rubber section of the 
Chemical Institute of Canada. 

The speaker added that synthe. 
tic rubber has already equalled na- 
tural in a number of important 
aspects and now threatens to pull 
abreast of it in other properties, 
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YOUNGSTOWN, O.—“There’s an 
awful lot of wood in today’s nickel,” 
James D. Mooney, president of 
Willys-Overland told members of 
the Economic and Business Foun- 
dation of Pennsylvania at a meet- 
ing here. 

“That’s another way of saying 
that the decreased buying power 
of today’s dollar is the greatest 
cause of our inflated economy,” 
Mooney said, adding, “We have 
to give up the idea of 1941 prices 
as long as We are paying with 
the 1948 dollar.” 

Inflation, he declared, is a natural 
aftermath of war. 

“To pay for a war, governments 
put mass quantities of currency 
in circulation,” Mooney observed. 
“The production of civilian goods 
changes from a flood to a trickle. 
Consequently when the battle is 
over, there is a lot of money around 
and nothing for which to use it.” 








@ Say goodbye to high equipment installation costs— 
the new, smartly styled Lubette “B” packages the com- 
plete lube dispensory and supply in a single above- 


ground cabinet. 


Ideal for either individual or dual lift department, 
this impressive service center includes two chassis, 
two gear and one air outlet. And all outlets are on 
top of cabinet for quick all-direction service that 
enables two men to work together at the same time 


easily and without confusion. 


LUBE EQUIPME 





Today’s Wooden Nickel 


Mooney Cites Decreased Dollar Value as ‘Greatest 
Cause of Our Inflated Economy’ 


People then start bidding one 
another for the things they want, 
Mooney said. Soon, he continued, 
“you have a nation-wide auction 
with men recklessly bidding against 
each other as men do at auctions, 
and as is often the case in the ex- 
citement of auctions, they find 
themselves buying things they 
don’t need. 

“We have now reached the 
point,” he continued, “when it’s 
time for us to take some of the 
‘wood out of the nickel. We 
can’t do it by talk, we can’t do 
it by wishing, we’ve got to do it 
by doing. 

Mooney said that the first 
requisite is a continuance of a 
high rate of production on the 
part of all industry. 

“For everybody to have more,” 
he said, “we have to get on with 
the job of making more. There 







through production.” A second req- 
uisite, he said, is a reduction of the 
federal debt. 

“Much of the money that was put 
into circulation during the war 
must be drained off on a sound 
economical basis, so that the dol- 
lar begins to mean something once 
again. That’s a hard one for the 
government to face, but it’s got to 
be done,” he said. 

“Thirdly, with prices the way 
they are, it would do the govern- 
ment more good than harm to 
reduce the tax burden. Present 
government thinking is that by 
maintaining super-ceiling taxes, it 
is checking inflation. It would be 
better, and the government itself 
would make more money, if it 
lowered both corporate and indi- 
vidual tax rates.” 

“In this way, the government 
would stimulate corporate dollar 
volume, provide even greater em- 
ployment opportunities, greater 
investments and greater sales, 
the result of which would be a 
greater volume of income for the 
government itself.” 

Finally, Mooney said, ‘““we should 


is no way to real wealth except! ask our government to quit beating 


Hose reels operate on simple Balcrank return action 


On any lubrication unit it’s the pump that does the 
work, and the pumps on the new Balcrank Lubette 


“B” have fewer parts than other high pressure pumps. 


principle that eliminates pistons, pulleys and other 
complicated gear mechanisms. 

All moving parts, from metered control handles to 
leak-proof connections, are engineered for easier, more 
dependable service. It’s the Balcrank policy—better 


lubrication equipment through simplicity of design. 





WRITE FOR NEW CATALOG 





BALCRANK INC., CINCINNATI 9, OHIO 








FIRST SHOWING OF THE Advance-Design line of Chevrolet trucks in Columbia, 
Miss., was timed by J. M. Skipper with the formal opening of his new building and 
the 10th anniversary celebration of the dealership. 


N. Y. Bar Seeks 


Study on Changes 
In Patman Act 


NEW YORK.—An American Bar 
Assn. study of clarifying amend- 





the air with political double-talk” 
and instead restore government 
finances to an “honest, pay-as-you- 
go basis” and give the country 
“honest money” which could easily 
be exchanged for gold. 

“Honest money,” he said, “is im- 
a because all costs and 
prices are expressed in money— 
and if the money itself isn’t hoaset. ments to the Robinson-Patman act 


you can bet your last dollar the| “25 urged by a vote taken at a 
prices and costs are not what|%¥™posium held here by the sec- 
they should be either.” tion on food, drug, and cosmetics 

law of the New York State Bar 
Assn. 

A three-member committe was 
named to meet with the commerce 
committee of the ABA with refer- 
ence to undertaking such a study. 

Lively discussion from the floor 
preceded the vote for the study. 
Although no speaker make an out- 
right demand for repeal of the act, 
Abraham Lowenhaupt of St. Louis 
was applauded for his suggestion 
that the committee should investi- 
gate “whether the act should not 
be repealed.” 

Clarifying amendment proposals 
were suggested following talks by 
William T. Kelley, general counsel 
of the Federal Trade Commission; 
Parker McCollester, New York law- 
yer; S. Chesterfield Oppenheim, 
George Washington university 
professor of law, and Breck P. Mc- 
Allister, New York attorney. 

Emphasizing that his views were 
not necessarily those of the FTC, 
Kelley called for revision of the 
Clayton act to strengthen enforce- 
ment machinery, give greater dis- 
closure of prices and discounts, and 
bring the buyer more clearly within 
the scope of the clauses dealing 
with prohibited allowances. 

In opening the meeting, Robert 
EK. Freer, chairman of the FTC, 
pointed out that the Robinson-Pat- 
man act in June will have been on 
the statute books for a dozen 
years. Probably no other recent 
federal law has provoked so much 
interest and controversy, he ob- 
served. 


The Robinson-Patman act’s ap- 
plication to basing-point delivered 
prices was debated by Walter B. 
Wooden, associate general counsel 
of the FTC, and Albert E. Sawyer, 
member of the District of Columbia 
Bar. 

Wooden charged a “basing point 
delivered price is an administered 
price in the making of which buy- 
ers have no part whatsoever.” Saw- 
yer replied with the assertion that 
the FTC is taking an “impractical 
and revolutionary” stand on a mat- 
ter which should be “clearly and 
openly debated” by Congress. 


Spencer, Garrick 


Hiked by Trico 


BUFFALO. — Gordon Z. Spencer 
has been appointed to direct jobber 
sales and service and Russell S. 
Garrick to the position of merchan- 





| - 5. G. Z. Spencer 


dising manager, it is announced by 
Trico Products Corp. Both have 
been associated with the company 
for more than 20 years. 

Spencer has been in charge of 
| Trico’s jobber service division since 
1931. He has been closely identified 
with the distribution program of 
the National Automotive Parts 
Assn, 

Garrick was stationed at the fac- 
tory in Buffalo for many years. 
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* NUCDA, asserted: 
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dealers last week, said: 

“Dealers here impressed with 
effectiveness of excellent public 
relations established by Oliver 
Wood’s statements to senatorial 
committee. Dealers have long 
sought to improve the standing 
of our industry, and this accom- 









Used-Car Explosion 


Wood Statement on Price Control Starts 
Avalanche of Protests 


(Continued from Page 1) 





















Explaining how the incident | resent my thinking nor that of| plished the job. We support 
occurred, Raynor said that the |NUCDA. A special executive com-| Wood.” 
call to testify came so quickly | mittee meeting is being called at} Cohn said: 
that there was not time to consult | once in order to rescind his action.” “I believe that intelligent and ef- 
with other officers. eos Ss fective control of automobiles and 


The idea, he said, was not to ad- 
vocate price controls, but knowing 
there was no chance for price con- 
trols, to take a stand which would 
let the public know that dealers 
were willing to go along with what- 
ever programs Congress considered 
necessary. 

Thus, Raynor said, and in this he 
was supported by Ed Addison, 
president of the Chicago dealers 
association, “we sought to place 
ourselves on record as willing to do 
what Congress thought best for the 
people.” 

To clear up confusion on just 
what Wood said, here is a direct 
quotation from the brief: 

“Because of these basic facts 
(signs of inflation), we are in favor 
of various propositions: 

¢ * . + 


“WE FEEL that legislation which 
P 


HARLIE HILLARD, of Fort 

Worth, Tex., founding president 
of NUCDA,. and now honorary 
president, wired: 

“Wood's statement on price con- 
trol is most unfortunate. Does not 
represent my views and in my 
opinion does not represent the 
thinking of automobile dealers, 
either new or used car dealers. 


“To attempt price control on 
new or used automobiles at this 
time is utterly ridiculous, and 
cannot possibly be enforced. It is 

thinkable 


dealers should have active part in 
formulation of any control legisla- 
tion proposed.” 
* > * 
IGHT other regional vice-presi- 
dents were strongly opposed to 
controls. 
Cy Gorson, of Philadelphia: 


un ' 

“It would create additional chaos 
and confusion in the automotive 
industry, and would bring back 
uncontrollable black market condi- 
tions, as well as the return of a 
large number of questionable op- 
erators. Supply and demand is fast 
levelling out in price conditions of 
both new and used cars.” 

+ * o 


Lr WERTZ, of Detroit, one of 
the founders of the association 
and Michigan director, declared: 
“None of the officers or directors 
other than Wood and Raynor had 
any idea of what the brief would 
contain. I requested a a week Tampa, Fla.: 
in advance and did not receive it “T resent President Wood's testi- 
until ee hours after the testimony| mony, and after a complete survey 
was given. recto d 
“I favor an immediate direc- So een + iby 
tors’ meeting to request Mr. e ceiling.” 
Weed to real posed to any eT — c g. 


to pay rising new-car prices plus 
continued peak production will 
gradually bring all used and new- 
car prices down to normal. Price 
ceilings and accompanying regula- 
tions would be unpopular and un- 
enforceable. Opposed to regulation 
in principle.” 

Dick B. Wiley, Fort Worth: 

“Am opposed to price ceilings 
on either new or used cars. Our 
industry needs no such regula- 


uts a limitation on the price 
that can be acquired for a new au- 
tomobile, including all of the equip- 
ment installed therein, is healthy. 
“We further feel that the prom- 
ulgation of legislation which 
would restrict the price of a used 
automobile in such a way that it 
could not be sold at a price in ex- 
cess of the sale price of a new 
item of like make or character, 
regardless of the date of manu- 
facture, is wholesome. 
“We further feel that to accom- 
plish these objectives it will be 
necessary to put certain restric- 


purpose.” 
L. H. Hargrove, 


tions on the basic raw materials — ? hed ieee eo AY HAYWARD, Omaha: 
which are used in the manufacture enncttation: ry “We are unalterably opposed 


to return of black market nor do 
we seek assistance from any gov- 
ernmental agency. Both of these 
situations would result from plans 
advocated by Mr. Wood. 

“Members of our association 
have repeatedly gone on record as 
opposing any form of price control. 
We resent testimony of President 
Wood being given as wishes of 
national association whose mem- 
bers or directors were not con- 
sulted.” 


of the new motor vehicle, as well 


as to curtail requests for increased| “The views expressed by Oliver 


Wood ... are definitely his own. I 
am opposed to controls in any form 
or degree. Our association takes 
pride in the fact that we contrib- 
uted financially toward decontrol 
as last year’s outstanding achieve- 
ment.” 


wages. 

“We feel that the allocation of 
steel would be essential to the ef- 
fectiveness of this program, since 
the price of steel has pyramided 
because of its passing through so 
many hands before it reaches the 
ultimate consumer.” 

It was obvious, however, that 
most used-car dealers did not feel 


Aue regional vice-presidents 
of the association, only Jerome 
Cohn, of Brooklyn, found any merit 
to controls, while Ed S. Williams, Howard Stark, Denver: 

of Portland, Ore. at first wired “Was not aware that Oliver 
that he was opposed to all controls,| Wood requested ceiling. We in 
and later, apparently after talking| Colorado are strongly opposed to 


Richard W. Cesare, of Provi- 
dence, R.I., first vice-president of 


“Wood's testimony does not rep- 


* 


America’s 
No. 7 
Truck 

Grille Guard 


* 


Designed especially for the 1948 Ford Trucks . . . Gives you 
THE GRILLE GUARD FEATURES YOU WANT 


1. Sturdy Rigid Construction. 
2. Attractive Profit Margin. 
3. Simple Installation without defacing Truck. 


We ship on open account, subject to approval, to all Ford dealers. Order your Grille 
Guards now. Made for Trucks F 1-2-3, F 4-56 and F 7 and 8. Price schedule: Lots of 50, 
$10 each—25, $11 each—Less than 12, $12 each, f.o.b. Peekskill (add $1.00 for F 17-8 


grille guards). 
BELMONT MOTORS 
FORD DEALERS 








1045 MAIN PEEKSKILL, N. Y. 


with Raynor who addressed Oregon 


many other commodities is neces- 
sary to make the government’s 
European-aid programs workable. 
However, these controls must also 
apply to public who dispose of 70 
percent of all cars sold throughout 
country. Essential that used car 





“Increasing inability of consumer 
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RECENTLY HARRIS & SERGEANT (Ford), Albion, Pa., entertained as guests at a 
dinner party persons who have been customers for a quarter of a century or more 
Among them were George R. Cook of Piatea, Pa., who purchased his first Ford car jn 
1912, T. E. Spires of Cranesville, Pa., who became an owner in 1931, and A. S. Mor. 


who purchased his in 1914. There were in all a total of 34 customers eligible for 

r Century Customer Club’’ which the firm plans to continue as an annuaj 
- The firm became a Ford dealer in 1907. Top row: Morrison, Arthur J. Sergeant 
William R. Harris, J. M. Pusder and C. D. Whitehorn. Lower row: Spires, Mrs. Arthur 
Sergeant, Mrs. W. R. Harris and Cook. Arthur Sergeant is the son of A. W. Sergeant 
who was unable to attend. Purder and Whitehorn represent Ford Motor Co. . 





price regulations or credit regu- 
lations of any kind.” 

Cliff Pettit, Knoxville, Tenn.: 

“Don’t think much of it (Wood's 
statement).” 

A. A. Purchase, Norfolk, Va.: 

“Mr. Wood’s expression, if cor- 
rectly quoted by press, is not the 
opinion of the used-car dealers in 
this area.” 

Ray Williams, of Flint: 

“Report of Oliver Wood to Sen- 
ate committee worthy of serious 
thinking. The term ‘price control’ 
distasteful to all dealers. Present 
conditions and future outlook in- 
dicate need for free open market 
and easier credit terms.” 

” > ” 
O== expressions were made 
by NUCDA directors: 
H. J. Robinson, Illinois director: 
“I was mortified in hearing of 
the statement our president made 
public. ...” 
Stewart A. Stone, 
director: 

“Disapprove President Wood’s 
commitment concerning price 
control. The first step of any 
control by government is the be- 
ginning of the end for private 
industry. Production is the only 
economic cure.” 

R. E. Cunio, Florida director: 

“Strongly opposed committing 
NUCDA to price control. Surprised 
such action made without directors’ 
approval. Favor rescinding at once, 
otherwise NUCDA will suffer loss 
of support of thousands of dealers.” 

Earl (Doc) Greiner, Ohio direc- 


selling made the gray market and 
if regulation became necessary on 
1947 and 1948 models, the private 
owner should be controlled as well 
as the dealer. The retail price of 
equipment should be included in 
the price of the car. 

“Trust this will clear up mis- 
understanding generated by the 
press.” 


New-Car Sales 
Last Year Put 
At 3,141,000 


DETROIT.—Sale of slightly more 
than 3,141,000 new passenger cars 
and 880,000 new trucks in 1947 was 
recorded in registration informa- 
tion, R. L. Polk & Co. estimated 
last week. 


This compares with the figures 
of 1,815,196 new passenger cars 
registered in 1946 and 3,731,166 reg- 
istered in 1941 and 625,249 trucks 
registered in 1946 and 640,697 units 
in 1941. 

December new-car registrations 
from 37 states tabulated thus far 
totaled 172,354, with observers esti- 
mating that approximately 280,000 
new cars would be registered when 
all figures for the month are com- 
pleted. 

December new truck registra- 
tions from 37 states totaled 40,683, 
with expectations the total would 
reach 70,000 or more should pres- 
ent ratios hold through tabulations 
from the remaining states. ~ 

Sale of new passenger cars dur- 
ing 1947, by months, as retlected 
in registration figures, were: 

January, 209,063; February, 214,- 
333; March, 264,714; April, 290,226; 
May, 286,719; June, 269,863; July, 
263,167; August, 264,866; Septem- 
ber, 251,655; October, 281,428; No- 
vember, 258,934; December, 172,354 
(37 states only). 


DeRidder to Build 
Contract for a new building to 
cost $77,950 has been let by De- 
Ridder Motor Co., Inc., DeRidder, 
La. 








































New Jersey 


tor: 

“Am advising newspapers here 
that President Wood’s speech was 
not the thinking of the directors of 
the national association. Feel that 
he should get approval of directors 
before making such statement.” 

* + + 


EPLYING to a query from Au- 

tomotive News, Wood stated: 

“I never advocated ceilings on 
used cars. Quoting from my filed 
testimony: 

“*, ,. cognizant of this respon- 
sibility and obligation, we cannot 
take position which advocates a 
complete and thorough opposition 
to any type of regulatory control 
at this time. 

“‘We feel that the spiraling of 
prices is putting American indus- 
try in jeopardy and that inevitably 
our investments will be exposed to 
destruction if some type of control 
is not enacted. 

“*We are not in favor of a new 
type of OPA such as was estab- 
lished by the Emergency Price Con- 
trol Act of 1942, since we feel that 
that state of economic duress does 
not yet exist. 

“ ‘However, since we feel that the 
trend is toward that type of eco- 
nomic collapse, we do think that 
efforts should be made to stop the 
natural drifting of events and 
thereby intelligently prevent a fu- 
ture catastrophe. 

“We further feel that to ac- 
complish these objectives it will 

be necessary to put certain re- 
strictions on the basic raw mate- 
rials which are used in the 
manufacture of new motor ve- 
hivles as well as to curtail re- 
quests for increased wages. 

“‘*We feel that the allocation of 
steel would be essential to the ef- 
fectiveness of this program since 
the price of steel has pyramided 
because of its passage through so 
many hands before it reaches the 
ultimate consumer.’” 

« ” 






NOTICE! 


FINEST QUALITY 
TOP-GRAIN COWHIDE 


LUGGAGE 


should be included with 
every new car sale! 


(See our ad on page 
9, January 19 issue 
of Automotive New 
or write for circular . 










Luggage is 
part of the accessors 
picture. There’s nv nero 
to let the luggage com 
partment go out empty. 


CONTEMPO 


LUGGAGE COMPANY 
Suite 1101, Flatiron Bldg. 
. New York 10, N. Y. 
THEN. says Wood, “I also stated 


definitely 
that the individual-to-individual 
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QUALITY ACCESSORIES.. 
That ave Gest Sellers. 


Gecause 
THEY’RE BETTER 


“Protecto 


GRILLE 
GUARDS 


@ HEAVIER @ MORE DURABLE @ BETTER LOOKING 


They’re in demand, because they’re better—and bigger! Handsomely designed— 
. 13 gauge steel tubing, 1% inch diameter! 
«with 


TO FIT ALL MAKES OF CARS. 
ALSO—EXTRA HEAVY GUARDS FOR CHRYSLER CARS, 1% inch diameter . 
special sleeve to cover connections. 


lee 


HEAVY CHROME 
PLATED 


GRAVEL 
DEFLECTORS 


FOR ALL CHRYSLER MAKE CARS 


LIST PRICE 


$Q20 
IMMEDIATE 
eiaGn Aa es 


@ Extra Large for Protection 

@ Fits Perfectly to Fender Contour 

@ Heavy Gauge Steel, Chrome Plated 
A fast moving item, one that sells on sight. Carefully 
engineered to fit perfectly to fenders, its heavy gauge 


steel construction will give years of service under any conditions. And the heavy 
plated chrome finish will really stand: up. Priced right — to sell quickly. 


IMMEDIATE DELIVERY ... WIRE OR WRITE TO 


ROP-LOL ei ES aE 


1401 WEST NINTH * CLEVELAND 13, OHIO 









Sell the MEWS READERS 


Theaters, retailers, general 
advertisers all find this big market 
easy and economical to sell, 
because they can reach 

all the buyers in one medium, 
The Buffalo Evening News. 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER, Editor and Publisher 
“Western New York’s Great Newspaper” 
KELLY-SMITH CO., National Representatives 
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Labor 


(Continued from Page 6) 
operators for refusing to accept his 
demand for a pension plan. 

Lewis threatened “action” against 
the owners should the industry con- 
tinue to veto the pension proposal, 
which would give each 20-year 
miner $100 a month past the age 
of 60. 

A walkout of the 400,000 bitu- 
minous miners on April 1, when 
their contracts expire, could set 
up the first test case of the “na- 
tional emergency” provisions of 
the Taft-Hartley law. The gov- 
ernment may enjoin a union such 
as the miners from calling a 
nationwide walkout for a period 
of 80 days. 

The membership of Ford Local 
600, the largest union local in the 
world, voted in a referendum to 
support the majority position of its 
executive committee to comply with 
the Communist affidavit section of 
the Taft-Hartley law. 

In an exceedingly light turnout, 
which drew only 14,000 out of the 
local’s 65,000 members, Rouge work- 
ers repudiated the stand of five left- 
wing officers calling for non-com- 
pliance with the affidavit require- 
ment. Compliance was endorsed by 
a vote just short of two to one. 

Tommy Thompsen, Local 600 
president, said proceedings to oust 
the leftists would be launched 
should the quintet refuse to resign. 
Last week, the recalcitrants said 
they would not voluntarily step out. 

Under the Taft-Hartley law, all 
officers of a local must submit non- 
Communist testimonials in order 
for that local to retain certain priv- 
ileges before the NLRB. ALL in- 
ternational officers of the UAW 
have filed the required affidavits. 


2 Zone Managers 
Named by Hudson 


DETROIT.—Appointment of new 
zone managers at Washington and 
Atlanta has been announced by 
N. K. VanDerzee, 
sales manager of 
Hudson Motor 
Car Co. 

Claude Mar- 
getts, former zone 
manager at At- 
lanta, has been 
appointed zone 
manager at 
Washington. Mar- 
getts, who has 
had many years’ f 
experience with Claude margetts 
Hudson in the Southeast division, 
joined the Hudson sales organiza- 
tion as a district manager in the 
Atlanta zone, and later was pro- 
moted to zone manager at Atlanta. 

Claude C. Daley jr., former re- 
gional manager at Charlotte, N. C., 
succeeds Margetts as zone manager 
at Atlanta. Daley joined Hudson 
in 1945. 


DuMar Heads 
Dodge Region 


DETROIT. — Appointment of 
W. O. DuMar as regional manager 
of the new Dodge Oklahoma City 
region is an- 
nounced by E. C. 
Quinn, general 
sales manager of 
the division. 

DuMar, who 
has had an exten- 
sive experience in 
the automobile 
business and in 
an allied line of 
work, joined 

Dodge as district 
W. 0. Dultar manager in the 
Dallas region early in 1945. He was 
assigned last year to the Dodge 
retail sales management program 
as a conference leader. Upon com- 
pletion of this program, DuMar 
was advanced to Dallas assistant 
regional manager, the position he 
held when promoted to Oklahoma 
City regional manager. 


Dealer Mills Presinns Cc ar 


To Winterset (la.) School 


Students of the high school in 
Winterset, Ia., now take regularly 
scheduled driving courses in a 
dual-controlled Chevrolet supplied 
by Mills Motor Co. 

At the presentation ceremony Bob 
Mills of Mills Motor Co., handed 
the keys to D. R. Lillard, superin- 
tendent of Winterset schools, and 
Charles McGaffin,. driving in- 
structor. 
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Utah Dealers Pool Ads 


To Promote Goodwill 

SALT LAKE CITY.—Utah deal- 
ers have responded enthusiastic- 
ally to the NADA goodwill adver- 
tisement program suggested in the 
booklet, “Advertising Tools,” ac- 
cording to the Utah Automobile 
Dealers Assn. 

Dealers in Toole, Provo, Rich- 


field, Cedar City, St. George, Mur- 


ray and Salt Lake City have com- 
bined to run ads in respective lo- 
cal papers, the association reports. 
The plan is expected to be accept- 
ed by dealers in other sections. 


Alton E. Ellis, of Cordele, Georgia, 
has been named manager of the 
Georgia Implement and Truck Co., 
Ashburn, Ga. 


INSURANCE 
for FINANCED AUTOMOBILES 


o> 


AMERICAN AUTOMOBILE RISKS INCORPORATED 


16 Liberty Street 


New York 5, N.Y. 


United States Automobile Managers 
RHODE ISLAND INSURANCE COMPANY 


Surplus to Policyholders, Jan. 1, 1947 








yBR-GRIP 


GF 


2733 _W. WISCONSIN AVE. 


BE PREPARED—BUY NOW! 


Distributed by 
CHARLES DISTRIBUTING CORPORATION 





$3,019,862.79 










**For Snow and Mud” 


ONE SIZE 
FITS ALL CARS 






Vulcanized on a sturdy web 
strap. No danger of ruined 
tires because of chain goug- 









Lots of 100 
Less than 100, G4c each 


Terms: C.O.D., F.O.B. Milwaukee 











MILWAUKEE 8, WIS. 


ANOTHER NIT Wutaaa vi ee 


DESIGNED TO MEAN 
MORE PROFITS 
FOR YOU! 


BECAUSE ... WE ARE THE 
MANUFACTURERS of this scien- 
tifically designed luggage, we 
can pass middie man PROFITS 
ON TO YOU. 

We have pioneered the idea of 
fitting that empty luggage com- 
partment of every car you sell 
with MAXIMILLIAN matched 
luggage. 

Thousands of auto dealers 
everywhere have learned this 
easy, quick way of making 
EXTRA PROFITS in auto acces- 
sory sales. 


Look for our last big monthly ad of 
January 5th in Automotive News or 
write immediately for detailed infor- 
mation and price list. Watch for our 
next big ad coming soon! 


SR ORDER THE “FIELD EXECUTIVE” SET . 


FIRMAN LEATHER GOODS CORP. DEPT. F 


137 EAST 25th STREET, NEW YORK 10, N. Y. 
1 am interested in your nationally advertised MAXIMILLIAN MATCHED 


i 
j Comomant 


THE FIELD EXECUTIVE . . . Men’s 2-pc. 
set consisting of 2-Suiter and Over- 
nighter, Top-Grain Aniline Cowhide or 
Imported Pigskin. Dealer's Cost: $81.00 


ONO RIE eR CE eR I 4 


LUGGAGE for extra revenue. YOUR CONSUMER PRICE 
j Please ship following: No. OF SETS DEALER’S COST __INCL. FED. TAX 
MATCHING OVERSIZE FAMILY BAG $54.00 
(NOT ILLUSTRATED) 





BUYER’S SIGNATUR 
Also send me illustrated catalogue 


i 

i 

! 

i ADDRESS__ 
i 

Bee 








STATE es 


and price list of your complete line. 


i 

i 
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i 

$107.94 i 
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NEW YORK.—H. E. Humphreys 
jr., chairman of the finance com- 
mittee of U. S. Rubber Co., de- 
clared in an address here that 
present “cut-throat” taxes are 
bleeding America white as far as 
equity capital is concerned, and if 
continued, will leave the country 
ready for a socialized state. 


“Unless our government stops 
virtually confiscating the fair re- 
ward for capital formation and in- 
vestment, it is in effect cutting 
every citizen’s economic throat,” he 


Purchasing Agents 
Showing Caution 


On Commitments 


NEW YORK.—Industrial pur- 
chasing agents are showing in- 
creased resistance to high prices, 
with buyers exercising .“extreme 
caution” in making commitments, 
according to the monthly report 
of the business survey committee 
of the National Assn. of Purchas- 
ing Agents. 

Growing competition and _ the 
revision of large, long-term crders 
into smaller units also were re- 
ported. Uncertainty and confusion 
continued to center around the ef- 
fects of the European program, 
new wage demands and proposed 
government controls, the survey 
showed. 

There was no change, nowever, 
in the generally optimistic expec- 
tation of purchasing agents for 
good business through the first half 
of the year. 

It was found that the policy of 
holding inventories to the minimum 
required for production remains in 
force, with very few buyers re- 
porting inventories unbalanced. 
Some are “too low for comfort” 
and in some instances inventories 
would be increased if there were 
assurance of additional suppiies of 
bottleneck materials, particularly 
steel, according to the survey. 

In buying policies, 87 percent now 
report a hand-to-mouth to 90-day 
commitment policy. The trend for 
the last quarter of 1947 was to- 
ward the 90-day side, but this 
changed slightly in January with 
more in the, 30 to 60-day limits. 



























told a meeting of the Mechanical 
Packing Assn. 
| “We simply cannot continue 
the substantial confiscation 
through taxes of upper bracket 
incomes, and expect to have 
enough money to invest in the 
opportunity for greatness which 
lies before us. 

“I make no bones about saying 
that if this country follows Eng- 
land’s example and lets our econ- 
omy be bled white through bu- 
reaucratic spending and over-tax- 
ation, it is every citizen’s fault. 
More specifically, it is your fault 
and mine, because we know better 
than to stand by and let it hap- 
pen.” 

Humphreys, who is chairman of 
the government finance committee 
of the National Assn. of Manufac- 
turers, declared that in order to 
win the fight for survival, every 
American businessman “must know 
black from white in the tax-budget 
picture,” and pass the knowledge 
on to the people he knows. 

Calling the individual income tax 
rate the heart of the problem, he 
recommended the NAM tax pro- 
gram for reduction of the present 
basic 19 percent rate to 12 percent, 
and the present top 86 percent rate 
to 50 percent, with corresponding 
reductions throughout the whole 
scale. 

A budget maximum of $31,000,- 
000,000 for fiscal 1949 is sound 
and within the country’s reach, 
Humphreys said, asserting that 
the President’s budget estimate 
of $39,700,000,000 represents “the 
bureaucrat’s eye-view of this 
subject.” 

“If we allow taxation to destroy 
the working capital that the free 
world needs to survive,” he warn- 
ed, “the total state is ready and 
waiting to move in. 

“Collectivism cannot beat us. It 
hasn’t got the stuff it takes to 
scuttle the 140,000,000 American 
capitalists. But it is hoping against 
hope that Americans will be blind 
enough and supine enough to let 
big government do the Kremlin’s 
throat-cutting job—by mistake.” 


Harold H. Hart, owner of the 
Hart Motor Co., Wolfeboro, N. H., 
has been elected a director of the 
Wolfeboro chamber of commerce. 


~ oe 





OPENING OF NASH-LONGVIEW (Nash), Longview, Tex., is described as ‘‘the big- 
large 


Texas has ever had’’ 
souvenirs, 


gest opening East 
dancing, refreshments, 


Joe DeuPree. 


with three 
factory officials, 

flowers, thousands of visitors and the ‘‘usual glorious East Texas weather.’’ Shown are 
KFRO’s announcer; R. L. Alexander, zone manager at Dallas; H. C. Doss, Nash vice- 
president in charge of sales; and Dealers Charies L. DeuPree, E. J. DeuPree, sr., and 
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Flays ‘Cutthroat Taxes’ 


Humphreys of U. S. Rubber Says High Income Levies 
Obliterate Investment Potential 


radio broadcasts, newspape 


Management Assn. Slates 
Labor Conclave Feb. 16-18 


CHICAGO.—Alvin E. Dodd, pres- 
ident of the American Management 
Assn., has announced plans for a 
meeting Feb. 16-18 here of 2,000 
executives from all major Ameri- 
can industries to consider labor- 
management relations during 1948. 
Both labor and’ government repre- 


sentatives will participate. 


Agenda for the conference in- 
cludes discussions of experience 
under the new Labor-Manage- 
ment Relations Act and measures 
for increased security, profit 
sharing and extra compensation 
for employes. Factors in indus- 
trial cooperation and the overall 
objectives of both labor and 
management will also be studied. 
Panel members and discussion 

leaders will include Cyrus ; 
Ching, director of the Federal Me- 
diation and Conciliation Service; 
Robert N. Denham, NLRB general 
counsel; John A. Stephens, vice- 
president, United States Steel 
Corp., who is also AMA vice-presi- 
dent in charge of the personnel 
division; Ivan L. Willis, vice-pres- 
ident, International Harvester Co.; 
L. R. Boulware, vice-president, 
General Electric Co. and Harvey 
W. Brown, international president, 
International Assn. of Machinists. 


Concurrent with the three-day 
conference will be a special expo- 
sition of methods of management- 
employe communication, including 
literature and personnel forms 
from more than 800 representative 
companies. Displays, attended by 


Ain 5 -Lo 


QUICK TURNOVER 





Stocks that gather dust don’ 
A sure springboard to fast turnover is a good 
stock of Schrader Products—particularly the 
New Display Packages of Caps, Cores and 
Gauges. Set up your aw of these Schrader 
Prod 1 be 


seen and you'll 


ucts where they’ 


Tome 


ae. Ae ae 





t gather profits. make sales... 


no better product 
line, with its wor 


Sell a Schrader Gauge to Every Vehicle Owner 


THE COMPLETE LINE—ONE SOURCE ONE RESPONSIBILITY 


Tire Valves, Valve Caps, Valve Cores, Tire Pressure Gauges, 
Chuck Gauges, Couplers, Blow Guns, Air Chucks, Vulcanizers, Serv- - 
ice Tools, Hose Fittings, Spark Piug Pumps, Accessories £ 


VALVE CORE 


quick turnover and volume. 


And for ‘providing your customers with all 
’round tire-service at your shop there are 


s than the complete Schrader 
ld-wide prestige and accept- 


ance. Order from your regular supplier today. 







"VALVE CAP 


wes 2nd SEAL 
Sell them by the box of 5 


ENTREE CITED 
A. SCHRADER’S SON, Division of Scovill Manufacturing Company, Incorporated, BROOKLYN 17, N. Y. 


Originators of the Comporative Air Loss System for Flat Tire Prevention 





company experts, will include man- 
uals, magazines, bulletins, training 
material, union contracts, annual 
reports and special employe publi- 


cations of all types. 
Stephens will lead the group dis- 


cussion of administration of the 


Taft-Hartley act. Denham and 
Ching will represent the federal 
government, and E. H. van Delden, 
director of industrial relations, 
Libbey-Owens-Ford Glass Co., To- 
ledo, will speak for management. 


Brown will outline what labor 
expects of management and 
Hines H. Baker, executive vice- 
president, Humble Oil & Refin- 
ing Co., Houston, Tex., will ex- 
amine top management planning 
for employe relations. Charles E. 
Shaw, overseas manager of em- 
ploye relations for Standard Oil 
Co. (New Jersey), New York, 
will discuss world labor trends. 
Progress and problems in _ in- 

creasing employe security will be 
discussed at a session led by Wil- 
lis. Health insurance plans will be 
reviewed by Gilbert W. Fitzhugh, 
vice-president, Metropolitan Life 
Ins. Co.; insured pension plans by 
D. N. Warters, executive vice-presi- 
dent, Bankers Life Co., Des Moines. 

Profit-sharing and extra compen- 
sation policies will be given spe- 
cial attention by a panel under the 
chairmanship of Samuel L. H. 
Burk, director of industrial rela- 
tions, Pittsburgh Plate Glass Co. 
Administration of such policies will 
be reviewed by C. Canby Balders- 
ton, dean of the Wharton School 
of Finance and Commerce, Univer- 
sity of Pennsylvania. 

W. H. Wheeler jr., president, 
Pitney - Bowes, Inc., Stamford, 
Conn., whose company shares 
profits with employes, and Boul- 
ware of General Electric, whose 
company recently terminated its 
profit-sharing plan, will explain 
their policies and experiences. 
Dr. Charles F. Roos, the Econ- 
ometric Institute, Inc, New 
York, will analyze the economic 
outlook and its effect on wage 
levels. 

Specific methods for increasing 
cooperation between foremen and 
workers will be detailed by M. A. 
Heidt, vice-president, Bendix Avia- 
tion Corp., South Bend, at a ses- 
sion on communication and indus- 
trial cooperation. Other factors in 
achieving industrial harmony will 
be explored by Clark Kerr, direc- 
tor, Institute of Industrial Rela- 
tions, University of California; 
Prof. Willard H. Yeager of Ohio 
State university; George A. Jacoby, 
director, personnel department, 
General Motors, and Forrest H. 
Kirkpatrick, dean, Bethany (W. 
Va.) college. 

Advances in the techniques of 
personnel administration in the 
fields of wage structure simplifica- 
tion, the research approach to 
training, and the role of the in- 
dustrial physician will be reported 
by William McGehee, director of 
personnel research, Fieldcrest 
Mills, Marshall Field, Spray, N. C.; 
Dr. Earl Lutz, assistant medical 
director, General Motors Corp.; C. 
W. Lawshe, division of Education 
and Applied Psychology, Purdue 
university, and James C. Worthy, 
Sears Roebuck & Co., Chicago. 

All sessions will be held in the 
Palmer House hotel. 


Edmund H. Duffey has been 
named sales manager of Coles Mo- 
tor Co., Huntsville, Ala. He was 
formerly advertising manager for 
radio station WFUN, Huntsville. 


searchlights, an orchestra, 
r ads, 





SERVICE SECTION 


Willys School a 


Firm Opens Service Classes 


For Dealers’ Mechanics 


TOLEDO. — Willys-Overland has 
opened a new service trainj 
school here for the instruction of 
distributor-dealer servicemen. 


Located in remodeled quarters in 
the factory, the training school has 
incorporated some of the features 
of schools held-elsewhere, plus new 
slants on indoctrinating dealer 
servicemen in profitable dealings 
with clients, officials said. 


Twenty percent of a one-week 
course is spent in classroom prep- 
aration while the remainder jg 
spent in the practical application 
of fundamentals taught during the 
students’ orientation period, ac. 
cording to Dean A. Walters, service 
manager and director of the school, 
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Bodies for Jeep Vehicles 


*115 


FOB Cleveland, Ohio 
Immediate Delivery Anywhere in U.S.A. 


STATION WAGONS, INC. ; 
6619 Euclid Ave. Cleveland 3, Ohio 
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et ‘Let’s Get Together’ Tr he 
Classes | Moma se that hmovlodge ean te | Keystone Auto Club Starts | , Two. wad , high: frequency | 7M 
anics Exhibitors at Refrigeration Show Recommend pooled for the betterment of all. Motorists’ Aid Fleet and trucks, with 1 board 
rland hes Early M U C Here’s how L. A. De M f| PHILAD in club head oo ana te 
. ‘ar. eeting on Uniform pie oore o ELPHIA.—A radio-tele- | in club headquarters and the trans- 
train y 8 f ode Dole Vacuum Cold Plates put it: | phone road patrol has been inau-|™itter atop the 32-story Medical 
ruction of By Sanford Markey That’s the theme back of reports Truckers should get a committee | gurated by the Keystone Automo- | Tower in Philadelphia. 
men. Staff Correspondent made by members of the Refrig-| 24 study the field. They should/bile Club with an initial fleet of| Mechanical equipment includes 
uarters in CLEVELAND.— There must be/eration Equipment Manufacturers dip into all phases of the indus-| three Jeeps equipped to meet high-| an air tank for tire inflation, a “hot 
choo! hen an immediate meeting of minds| Assn, who held their fifth all-in-|tTY and determine just what their|way emergencies in mechanical | Shot” battery, hydraulic jacks, fire 
> features between the trucking industry and| dustry exposition in Cleveland last |"¢ed8 are and set up a standard /and human first aid. extinguishers, supplies of gas and 
plus new the refrigeration manufacturers be- | week. for refrigeration people to meet.”| Coincident with establishment of | oil and a variety of tools for quick 
¢ dain fore low temperature products can Admitting that the refrigera- Moore, whose company makes/|the patrol, the club put into serv-| repairs to stranded cars. 
d be hauled to the satisfaction of| tion equipment is far f r- | hold-over plates for refrigerated/ice a fleet of a dozen emergenc 
ealings equipment ‘ar from pe & y 
everyone. fection, as far as the trucking in- | tTucks, pointed out that the lack|trucks equipped with two-way ra- Howard H. Howlett has been 
—— eee of standardization is one of the| dio. Both trucks and Jeeps are in| named general manager of Ed 
one-week greatest handicaps in the business.| constant touch with headquarters|O’Dea Chevrolet Co., Des Moines, 
om prep- He predicted, however, that time|@nd are said to be available for | Ia. 
ainder jg will solve the problem, but “that \ 
roa time is fast slipping away and im- 
g the mediate action is needed.” He add- 
riod, ac- ed, too, that the shortage of ma- SHOW ROO ae 
> sche terial and the huge demand upon 
choo], refrigeration people for other 
$$$ equipment is also hindering de- F U R N i T U R E 


velopment of work in the truck 
line, 

Frank Stead, president of Bro- 
quinda Corp., wants the builders 
of refrigeration equipment to get 
together and set up standards for 
the truckers. 

“They are best qualified to tell 
the trucking industry what can 
best meet the industry’s needs. All 
information should be pooled to- 
gether so that the maximum can 
be realized. 

“Such standards as best possible 
insulation material, construction, 
etc., should be made available. On 
the basis of this information, the 
truckers can then determine what 
they need.” 

Broquinda displayed its large 22- 
foot Polarmobile that works off 
dry ice and a secondary refriger- 
ant that keeps the entire trailer 
cooled at virtually the same tem- 
perature for the entire run. 

Stead said his company em- 
ploys a carbon dioxide gas that 
is pumped into the trailer to de- 
stroy bacteria. He maintained 
that a Polarmobile is being 
loaned to the government for 
testing of trucking foods under 

. ° pe refrigerated conditions. 
‘es ins 4 iv an Q fl a Broquinda is in the process of 
ae" putting out a new trailer that will 
contain three units; natural venti- 
lation, heat and refrigeration. The 
trailer will be ready within two 
months. 

The third major automotive-re- 
frigeration unit at the show was 
Kold-Hold. Officials here indicated 
that members of their company 
were already conferring with rep- 
resentatives of the trucking indus- 
try over the possibilities of a uni- 
form code. However, there have 
been no developments to report at 
this time, it was said. 

More than 20,000 industry mem- 
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if you want 
a great new fabric that slides 
easily for comfort, shampoos like a 


dream, looks like a million, and 
wears and wears. 





@ Send for Free Chromaster Catalog @ 


Kay-Davis Company 


886-890 GERARD AVE. NEW YORK 52. N.Y. 

























































































PERSONNEL & FUNCTIONAL 
ORGANIZATION CHARTS FOR 


ALL 
AUTOMOBILE DEALERS 


Edited By 
Floyd L. Hoffman, CPA 


CONTENTS 
INCLUDE 


Twelve charts and 
fifty pages of USES JOB 
SPECIFICATIONS 


Did You Get Your Copy? 


If you were at the NADA CONVENTION please ignore this 
ad. You probably purchased your copy there for which we 
thank you again. The tremendous response only strengthened 
our conviction of the REAL NEED for this book on the part 
of every dealer, large or small. 


One dealer described success as “knowing where you are 
going.” Here in one compact volume are charts showing all 
positions of your employees as well as their duties. NOW you 
don’t need to guess—YOU KNOW YOUR INSTRUCTIONS 
are being carried out. 


PRICE $10.00 COMPLETE 
Here Is Why This Book Is Worth $$$ to You 


Increases employee efficiency 





Delegates responsibilities 
Facilitates financing 
Enhances pride in your organization 
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ORDER BLANK 


AUTOMOBILE DEALERS BOOKKEEPING 
& ACCOUNTING SCHOOL, INC., 
30 N. LaSALLE S8T., CHICAGO 2, ILLINOIS 


Seni 


bers attended the convention and 
exposition, with more than 5,000 
pieces of new equipment on display. 
Cleveland Sales 
a uantit Y Increase 17,000 
~ CLEVELAND. — New passenger 
a a> oe car titles issued in Cuyahoga coun- 
J ) ge ] d ay is ; ty totaled 44,980 during 1947, as 
, X © . & € | against 27,197 the previous year, 
the clerk of courts announced last 
week. Used-car titles failed to 
3) show as great a hike, with 29,844 
. issued last year as against 25,640 
-—nr Yat’ 2 for the previous 12 —, ‘ 
~y aS ae New commercial vehicles showe 
GREY IRON CASTINGS a sizeable gain from 4,629 in 1946 
to 7,925 in 1947, while used com- 
: mercial vehicles reflected a drop 
sa in 1947’s 1,890 compared with 2,654 
RI ~c ; : WC in all of 1946. 
ONE OF THE NATION'S 
rCT AND MOS faith 44, Cochrane Made Director 
5. AND MOST MODERN d 
Of Ford of Canada 
PRODUCTION FOUNDRIES WINDSOR, Ont.—J. M. (Mike) 
Fane Ese i a FC ea It > Cochrane, 45, manager of the com- 
pany’s purchasing department for 
the past 12 years, has been ap- 
pointed a director of Ford Motor 
aoe D 18664 Co. of Canada, Ltd. He fills a vac- 
ancy created by the death last Au- 
if a a va Fh] ELA Hy iy) COM yy oe if gust of Wallace R. Campbell, chair- 
man of the board and former presi- 
te fl ; dent of the company. 
FOUNDRY DIVISION Cochrane joined Ford of Canada 
in 1923 as a stock clerk and by 
1931 had risen to the post of assis- 


Gentlemen: Please send postage prepaid, your book Automobile Dealers Per- 
sonnel & Functional Organization Charts for which a money order or our 
check for $10.00 is attached. We are free to return the book in ten days if 
not entirely satisfied. Send ©.0.D. (......) and we will pay the postage. 


AN NUFACTURING PLAN tant purchasing agent. Please print. 
CHATTANOOGA 2, TENNESSEE Rcetne ofililediaanhiie: 
Beaty Chevrolet eee Ma cite cube Gc lgt ait ® 


B & B Chevrolet Co., Knoxville, 
Tenn., located at 511 N. Broadway, 
has changed its name to Beaty 
Chevrolet Co. Ownership and per- 
sonnel will remain the same, it 
was stated. 
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The Hope Line 
for Every Storage Need 















HOPE ALL METAL PARTS BINS 


> Hope all metal bins afford quick, orderly parts 
| department expansion. They are specially 
=» designed for automobile parts departments 
according to the requirements of various auto 
‘manufacturers. Patented slip-in shelf dividers 
snap into position in 3 seconds— no bolts, clamps 
or screws. The special features of Hope Bins 
reduces parts handling time. 
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HOPE ALL METAL STORAGE CABINETS 


Ideal for safe, dust-proof storage. Reduces petty 
thievery: Convenient for storage of costly small 
parts and office supplies. Holes punched on 2“ 
centers for flexible shelf set-up. Available as 
storage cabinet, wardrobe cabinet or combination 
of both. Attractive chrome door handles equipped 
with tamper-proof, grooved key lock. Size: 78’ 
high, 36” wide, 18" or 24" deep. 


HOPE ALL METAL COMMERCIAL SHELVING 


Designed for efficient handling of package or 
carton storage, and storage of large, cumbersome 
‘parts. Easily adaptable for display purposes. 
Useful for dead storage. Furnished with cross 
braces for extra rigidity. Can be furnished with 
closed vertical uprights for sides. Standard size: 
36"x 12x 84”. Other sizes available. 


BO OORT 


Hope Metal Products en 
1503 ‘Rockwell Avenue ‘ 
Cleveland 14, Ohio . 





Sell these high quality 
fast moving accessories! 


Mellow - Tone 


Tail Pipe Extension 


Prevents stained bumpers. Produces 
low mellow tone. Withstands heaviest 
service. Extra heavy steel tubing with 
3 coats of plating (1) heavy copper 
(2) heavy nickel (3) thick herd chrome. 
Retuins gleaming luster. Permits use 
of exhaust gas analyzer without removal. Easily installed. 
Available for alll cars. Retail Price $2.25 


Deflecis 
Fender Shield 


Enhances appecrance of car and protects 
fender finish from damaging gravel, dirt, 
and stones while driving. Made of heavy 
brass sheet with three thick coats of plating. 
Fits '42 to '48 Chrysler, DeSoto, Dodge, and 
Plymouth cars perfectly. Easily installed. 

Retail Price $8.00 
Write for FREE catalog sheets 


and money-making dealer prices! 


ECKER aa 





ee. S.A Harper Avenue 


4 Minnesota trai tte ts ta) 






Dealers See New Olds. . . 























(Continued from Page 14) 

that price and volume declines of 
the past few months have appar- 
ently stopped. At present, local 
markets appear to be leveling off 
at averages approximating national 
levels. In the opinion of auction 
operators in that area, the market 
is due for a healthy rebound soon. 

Concord, Mass., reports that '46s 
and ’47s are down in price, but that 
the market appears to be leveled 
off with dealers looking for ’48s. 
Volume has shown a slight upward 














— ee een Se: Mak OVER 650 OLDSMOBILE deale ri the Boston deal 

week’s offeri rs comprised zone ler 

Simpl ain re going for sale. meeting last week for a preview and to hear plans of the 1948 Futuramic Oldsmobile, cried I 
pie Simon's Auction near Buf- | s. E. Skinner, general manager of Oldsmobile, and D. E. Ralston, Oldsmobile’s general never | 


falo reports that '48s have forced 
down ’46s and '47s by $50 to $100. 
New ’47s generally are down $100. 
Older cars are holding firm 
throughout, with local dealers fa- 
voring prewars. 

“Market here is glutted with used 
‘46s and ’47s,” Simon reported. 

+ + . 


sales manager, outlined the program. Left to right, Victor Belotti, Somerville, Mass, ; 
Tom Lyons, Somer:ille; J. A. Miraglia, Somerville; Skinner; R. C. Gilmer, zone map. 
ager, Boston; Tom Gilmer, Somerville; Ted Marble, Haverhill, Mass. 


IDDING has been “brisk,” ac- 
cording to a report from Louis- 
ville (Ky.) auctions, with volume 
and prices showing some steady 
improvements over the past weeks. 
Philadelphia reports some offer- 









ings are down from earlier levels. 
Over all, however, market seems 
leveled off temporarily, with vol- 
ume remaining slow pending spring 
incentives. 
of small totals offered for purchase. 

Valdosta, Ga., reports that vol- 
ume is strong, with a recent sale 
netting 122 sales out of 270 offer 
ings. Prices in the.arca appear to 
be fairly steady. 

Lubbock, Tex., reports that vol- 
ume and prices are up and strong 
over the last two weeks, with all 
makes and models remaining ac- 
tive. Fair retail trading is being 
experienced and a recent dealers’ 
auction sold 51 cars out of 128 
offerings. 








GM Export Executive 
NEW YORK.— Edwin M. Van 
Voorhees, 58, administrative assis- 
tant to the general manager of 
the General Motors Overseas Op- 


years as a prisoner of the Javanese 
at the Santo Tomas prison camp 
in the Philippines, joined GM ex- 


LOUISVILLE, Ky.—The death of Lee L. 
Miles, former dealer and chairman of the 
board of Louisville Taxicab & Transfer Co., 
Jan. 20, marked the passing of one of 
Louisville's most beloved and best known 
automobile men. At one time he was cealer 
for Packard, Dodge, 
two other topnotchers. 

* * * 


William E. Carson 


Hudson and one or 


Recent sales sold half 








OLDSMOBILE DEALER Edward Pfent (left) of Pfent Motor Sales, Detroit, listens 
to remarks being made by D. E. Ralston (center), general sales manager of Oldsmobile, 


who is speaking to E. R. 


Young and J. W. Young, also of Pfent Motor Sales. 


Detroiters were in Lansing recently for a preview showing of Oldsmobile’s 1948 ‘Futura. 
mic’’ and ‘‘Dynamic’’ models to be announced Feb. 15. 


Dealers in 25 Cities Greet 
"48 Oldsmobile Models 


LANSING.—Four teams of Olds- 
mobile executives, headéd by S. E. 
Skinner, general manager, are pre- 
senting the new 1948 Oldsmobiles 
to Oldsmobile dealers in 25 key 
cities throughout the nation. 


them during the six-day showing,” 
Ralston said after the special De- 
troit preview closed last week. 
Interest was focused primarily on 
a gold-painted 1948 Futuramic 


Oldsmobile is celebrating its golden 
anniversary this year, the first au- 
tomobile manufacturer in: the in- 
dustry to do so. 


is a special show color not 
in 1948 customer selec- 


ish 
available 
tions. 
This gold Futuramic club sedan 
will remain on display indefinitely 
in the General Motors building 
showroom, he said. Along with it 
will be shown a four-door sedan 





ings being held in Boston, New 
York, Chicago, Los Angeles, Oak- 
land, Calif., and Portland, Ore. 
Ralston stated. He is being accom- 
panied by L. F. Carlson, director of 
advertising and public relations at 


000 expansion program, are sched- 
uled to go into production next 
year. 

The corporation reported the fol- 
lowing dates set for completion of 


works of Carnegie-Illinois Steel 
Corp.; new stainless steel wire mill 
at Waukegan (Ill.) works of Ameri- 


port in 1925. ‘ as can Steel and Wire Co.; new re- 
Pixs 4%, 8 In response to many inquiries,|/search laboratory at Duluth and 
Lee L. Miles Ralston explained that the gold fin- | Trout Lake pilot plant at Coleraine, 


Minn., Oliver Iron Mining Co.; new 
cold rolled strip mill at Pittsburg, 
Calif., by Columbia Steel Co. 
Third quarter: new coal washers 
at Robena Mine, Pa., H. C. Frick 
Coke Co., and at Gary, W. Va. 
United States Coal and Coke Co. 
Fourth quarter: increase in cold 





Fort Lauderdale, Fila., reports 
plenty of cars for sale but no| The meetings started simultane- | Oldsmobile. a minim 
buyers. ously in Boston, Buffalo, Milwau-| Other cities to be visited by the to anal 
Toledo, O., reports heavy demand | kee and Des Moines on Feb. 2. The|four teams are: Philadelphia; an Ply 
for new models and late-model used | series is to be concluded Feb. 13 at | Washington; Greensboro, N.C.; At- 2. No 
stocks. Dealers are selling despite | Kansas City, according to D. E. | lanta; Jacksonville, Fla.; Cleveland; by the 
low prices. More dealers are mov- | Ralston, general sales manager. Pittsburgh; Cincinnati; St. Louis; y _ 
ing into the Toledo, Indianapolis Skinner is participating in meet- Memphis; Minneapolis; Oklahoma —— 
and Fort Wayne areas looking for ainsi —__________— | City; Dallas; Houston, and Denver. 3. Pre 
— me es! wae new Futuramic Series 98 living” t 
ar arker, we nown auc- ismobile, as well as the Dynamic | 
tioneer at Fort Wayne, Ind., re- Thousands Cheer Series 60 and 70 models for 1948, we = 
ported that last week's sales at| Special Olds Debut Draws _ | will be announced throughout the 2 — 
Fort Wayne were “very hot,” with O 200.000 nation on Feb. 15, Ralston stated. 7 A$ 
volume up and prices slightly off. ver ’ F A$ 
Sales ran 94 percent of offerings, LANSING.—The new Futuramic $500 exe 
amounting to slightly less than 200 | Series 98 Oldsmobile was acclaimed Uz S, Steel Sets and depe 
cars. by the biggest crowds ony a ae oe 
me new stuff is suffering at | nessed in the General Motors build- 
ation Marker said, but od old | ing er in a 2a 10 New Facilities “. Ten 
40s, '41s and ’42s are still up | years, according to D. &. ’ . 

ee and in heavy demand. . general sales manager of Oldsmo- For 48 Opening co 
eer bile. CHICAGO.—United States Steel Sendai 
Obituaries “I am informed that as many aS/Corp. has announced plans to put am oe 
- age = ae a 10 new facilities into operation this 3. Per 
° ° the new smobile cars, and/ year. Three additional projects, all } 
Van Voorhees Dies at 58; | tnat more than 200,000 persons saw | being constructed under a $500,000, et 


Ostre 
Ford 


erations division, died here of a|Series 98 club sedan displayed on | the new facilities: HIGHI 
heart attack Jan. 30. a continuously revolving turn-table. Second quarter 1948: Two new selatmeen 
Mr. Voorhees, who spent three |Its color reminded visitors that blast furnaces at South Chicago qunerel 1 





Stanley Osi 


PERU, Ind.—William E. Carson, 79, this d deluxe convertible coupe of the : ; ve tors, will 
city’s first automobile dealer, died Jan. 29 1948 Futuramic series and a Dy- rolled strip and tin plate prodaats immedi t 
after two years of poor health. At various P ; d capacity at Gary, Ind., sheet and tin at 
times, Mr. Carson operated both Ford and | namic Series 66 four-door sedan. mill of Carnegie-Illinois; similar in- main at 
Buick dealerships here. He retired in 1922. — eee crease at Irvin Works of Carnegie- theme od 

_—s ; tatrict: conver an 
Charles Hanauer Pa. Finance Act Iilinols, Pittsburgh district; conve, | jm 42 

COVINGTON, Ky.-——One of the first auto- e sion o ot role i ks of tions th 
mobile dealers in Cincinnati, Charles Han- I df Mich reduction mill at Fairfield wor el 
auer, 87, died Jan. 23 in Booth memorial rge or e Tennessee Coal, Iron and Reale a 
hospital. Covington. He left the bicycle ‘ se : : : tok ¢ ow coke 
besiaene in 1902 for the establishment of DETROIT.—Adoption by Michi- Co., Birmingham district; new ae Canada 
his first automobile dealership, of which he | gan of the Pennsylvania Vehicle | oven battery at Clairton, Pa., W IfU S 
became presaent, Twenty your? ag° Ne 7 | Sales Finance Act has been recom- | of Carnegie-Iilinois. a | Yee 

mended at the special legislative} First quarter 1949: additiona 
es. : - : q oon Ind Officials | 
George M. Ford Sr. session in March by the Detroit | tube-making facilities at Gary, j that any 

WHEELING, W. Va.—George M. Fora | Better Business Bureau. — works of National Tube Co. an troleum 
sr., pioneer Wheeling automobile dealer and H. I. McEldowney, Detroit BBB | construction program of Nation calamity 
a member of Masonic orders in West Vir- i n fi e : e >} i 0) 
ginia for many years, died at his home | ™#"4ser, urged a maximum a Tube at Lorain, O.; remodeling 1 Would br 
here Jan. 24 after a long illness charge of 1 percent per mon oe 132-inch plate mill of Geneva Stee throughou 

6 ite the unpaid balance ~ md ae Co., Utah, for manufacture of hot output ec 
John E. Nelson se eee ee ees yo’ | strip coils for West Coast mills. Percent o 

BUFFALO.—John E. Nelson, 54, service | Over two years old; 1% percent on 9: new cold Americs 
manager for the Buffalo zone of General | models from two to four years old, Fourth quarter 1949: les by iting the 
ere ne ite mad been ed jan. 7% 8 | and 2 percent on models over four| rolled strip mill at Los Angeles of the Ca 


General Motors for 28 years. 


years old. 





Columbia Steel Co. 














House Vote Is Overwhelming dhe 
Senate Likely to Trim 
Tax-Reduction Bill 


WASHINGTON.—A Republican 

plan to cut 1948 income taxes by 

000,000 sailed through the 

of Representatives last week 

by a vote of 297 to 120, or 19 more 

than necessary to weather a 
presidential veto. 

Amidst the voting, Democrats 
cried loudly that the plan would 
never become law. 

General opinion was that the 
Senate would give the plun a six- 
week “barber shop” treatment, in 
an effort to get the bill down toa 
figure of about $4,500,000,000. This, 
Republican leaders believed, would 
strengthen their chances of surviv- 
ing a presidential veto. 

Previously, the House voted 258 
to 159 against a move to rewrite 
the bill to conform with President 
Truman’s plea for a new excess 
profits tax on corporations to off- 
set any losses in personal income 
tax revenue. 

Rep. Knutson, Minnesota Re- 
publican and sponsor of the plan, 
estimates it will remove 7,400,000 
small wage earners from tax re- 
sponsibility altogether. 

Just before the House passed the 
bill, a Democrat, Rep. Doughton 
of North Carolina, shouted: 

“It would take the faith of an 
Abraham to believe that this bill 
could possibly become law.” 

It was expected that any Senate 
decision on the bill will await some 
definite indication on how much 
Truman’s $39.7 billion budget will 
be trimmed. Meanwhile, this much 
seemed certain: 

1, No tax bill will be approved 
by the Senate which would prevent 
a minimum of $2.6 billion surplus 
to apply on the staggering national 
debt. 


2. No tax bill will be considered 
by the Senate which by its en- 
actment might force the nation 
back into deficit financing. 

3. President Truman’s ‘‘cost-of- 
living” tax plan is dead. 

The major provisions of the tax 
dill passed by the House last week 
are: 

1, A $100 increase in the present 
$500 exemption for each taxpayer 
and dependent. (This would remove 
6,000,000 people from tax rolls and 
cost an estimated $2,010,200,000 in 
revenues). 

2. Tax rate reductions ranging 
from 30 percent in low income 
brackets to 10 percent in high 
brackets. (The revenue loss would 
be an estimated $3,713,500,000.) 

8. Permission for husbands and 
wives to split their incomes for 


Ostrander Takes 
Ford Plant Post 


HIGHLAND PARK, Mich.—Ap- 
pointment of Stanley Ostrander as 
general manager of the Highland 

: ; Park plant of 
Ford Motor Co. 
was announced 
last week by M. 
L. Bricker, vice- 
president and di- 
rector of general 
production. 

Ostrander, for- 
merly general 
manufacturing 
manager at the 
Pontiac division 
of General Mo- 
tors, will take over his new duties 
immediately. E. J. Wedge will re- 
main at Highland Park as man- 
ager of truck and service opera- 
tions and H. J. Robinson wili con- 
tinue to head the tractor opera- 
tions there. 








Stanley Ostrander 





Canada Sees ‘Calamity’ 


IfU. S. Embargos Oil 
OTTAWA.—Canadian government 
fmncials here declared last week 
; at any American embargo on pe- 
toleum shipments “would be a 
calamity of the first order’ and 
oon bring immediate rationing 
Toughout Canada, where gasoline 
output could now supply only 11 
Percent of domestic demand. 
itinmerican officials have been vis- 
en the dominion capital for study 
the Canadian stock position. 


tax p (This is already 
legal in 12 states. The effect of 
this would be to reduce taxes in 
the middle and upper income 
brackets and the government’s 
estimated revenue loss under this 
provision is estimated at $601,- 
200,000.) 

4. An increase from the present 
$500 to $1,000 in the maximum 
standard deduction allowed to a 
single person. (This is the deduc- 
tion for contributions, etc., not the 
personal exemption. It is to com- 
pensate the single person for the 
split income advantages given to 
married couples. Estimated reve- 
nue loss—$59,700,000.) 


5. An additional $600 personal 
exemption for all taxpayers who 
are 65 or over. (This would raise 
the present personal exemptions in 
such cases from $500 to $1,200, re- 
move another 1,400,000 from the 
tax rolls and cost an estimated 
$164,600,000 in revenues.) 


6. Increased exemptions for blind 
taxpayers. 

7. Revision of estate tax laws 
would make only one-half of the 
gross estate taxable where one 


spouse dies, and revision of the 
gift tax would provide that one- 
half of a gift made out of com- 
munity property would be taxable 
to the husband and the other half 
to the wife. 


2-Cent Gas Hike 
Feared in Ky. 


FRANKFORT, Ky.—Gov. Earle 
C. Clements called last week for an 
increase in the state gasoline tax 
from five to seven cents a gallon. 
He proposed that funds accruing 
from a two-cent increase be used to 
build and repair rural and second- 
ary roads. 

Increasing opposition to the pro- 
posal was reported as consideration 
of the bill began in the Kentucky 
House. Revenues from gas tax col- 
lections showed an increase of 
$2,632,809 last year, according to the 
Kentucky department of revenue. 


Indian Head Motors Buys 
Old Rochester (N.H.) Firm 


Carll’s Garage (Pontiac), said to 
be the oldest dealership in Roches- 
ter, N. H., has been sold to Indian 
Head Motors of Haverhill, Mass. 

The former proprietor, Arthur M. 
Carll, started in the automobile 
business 37 years ago, and since 
that time had sold the Elmore, R. 
Cc. H., Buick, Oldsmobile, and, for 
the past 11 years, Pontiac. He will 
now devote his time to the real 
estate business. 
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Bill Would Speed 


Recovery of 


Govt. Scrap 


WASHINGTON. — Legislation to 
speed recovery of steel scrap from 
government surpluses and installa- 
tions, both in the U. S. and abroad, 
was introduced last week by Sena- 
tor Edward Martin, Pennsylvania 
Republican and chairman of the 
steel subcommittee of the Senate 
Small Business Committee. 

This legislation, prepared in con- 
nection with the steel subcommit- 
tee’s recent investigation and re- 
port on the scrap shortage situa- 


tion, sponsors national recognition 
of the urgent need for scrap in or- 
der to maintain steel production, 
according to Senator Martin. 

The bill proposes that all surplus 
property of ferrous content, held 
by the War Assets Administration, 
or in the hands of owning govern- 
ment agencies to be declared sur- 
plus, shall be offered for sale to the 
general public on a competitive bid 
basis for a period of 60 days. All 
remaining property, after this pub- 
lic offering is satisfied, shall be sold 
as scrap to the highest bidder, the 
bill states. 

The bill also provides for the re- 
turn of scrap under the control of 
the government in foreign areas. 








BINDER for 
Automotive News 


ANSWERING many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your business, 


Maybe “more production” 


isn't the answer 


to all our problems 


MERICAN INDUSTRY is already producing at almost 

double its pre-war rate. Yet with labor and mate- 

rial costs at an all-time high, the experts insist that we 

must produce still more goods, faster, more efficiently, 
if we are to avoid another boom-and-bust cycle. 


We'll buy that—as far as it goes. 


But let’s never lose sight of the fact that production 
is only half the problem. Because for every increase in 
our rate of production, there must be a comparable 


rise in our rate of sales. 


Actually, of course, there is no such thing as pro- 
ducing goods at a profit. Goods are sold at a profit— 
yes. And while production line savings are vitally 
important, it is of equal importance to keep down the 


cost of manufacturing sales. 


That is the function of mechanized selling—to pro- 
duce sales on a mass production basis, and at the 
lowest possible cost .per unit. Translated into more 
familiar terms, it simply means advertising to the 
right market, in the right way, at the right time. 


Like the machine on the production line, good 
advertising is a multiplier of men’s efforts, for it 
enables us to produce (and earn) far more than we 
could alone. And when it goes to work in business 
papers — with their tremendous concentration of 
hand-picked readers—advertising becomes the most 
efficient machine at our disposal for manufacturing 


sales at a profit. 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you'd like. reprints of this adver- 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking. 


Nema, 





is one of the 129 members of The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 
helpfulness—for the benefit of reader and advertiser alike. 
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yle Cadillac 


Makes Its Bow 


(Continued from Page 1) 


on the new Cadillacs. Front fenders 
blend into the extended sides of the 
body, continuing to the rear fend- 
ers in an unbroken line. 

Rear ends of ths rear fenders 
are raised to form vertical fins 
reminiscent of aircraft design 
and embodying new tail and di- 
rectional lamps fitted into the 
trailing edges of the rear fenders. 
-The rear deck is longer and 
lower. 

The Cadillac signature in chrome 
cript appears on each front fender. 
Frontal approach to the 1948 
dillac is said to emphasize the 
rs road-hugging lowness and 
assive width. The radiator grille 
lower and wider, consisting only 


by seven vertical fins of 

ess steel. 
Beadlamps are recessed in the 
PRer portion of the front fenders. 
pombination parking and direc- 
° lamps also are recessed in 
@ywender below the headlamps 
nga. ¥§ fog lamps are desired, may 
replaced with a triple-function 


 . wept 

on * + * 
BUMPERS are heavier 
added protection and are 
used to highlight the basic ap- 
proach pattern and follow fender 
contours closely. The new broad 
hood slopes forward, offering 
greater road visibility. Hood side 
panels are integrated with the top 
panel and blend into the fenders. 
Greater arc of vision and 


smoother exterior contours are 
said to be derived from the 
curved windshield glass and nar- 

rowed front pillars. Chrome 
wipers have been evolved to fit 

the curved glass, Cadillac said. 

Rear bumpers are said to give 
greater protection, with high, 
broad, curved ends following the 
fender contour and setting into a 
recess in the fenders. Almost un- 
limited vision is offered by the in- 
creased three-division rear window 
area, Cadillac said. 

Cadillac interiors have also been 
refined for 1948 and now include 
a completely enclosed instrument 
panel, increased window area, new 
upholstery fabrics and _ leather, 
wider seats, more leg room, and 
innovations in the use of chrome 
and leather trim. 

- * * 
LL DRIVING instruments are 
grouped in a compact cluster, 
above the steering column and just 
ahead of the steering wheel, at the 
optical distance recommended for 
best reading. 

The lower edge of the instrument 
panel has been carried downward 
and forward to the front edge of 
the toeboard thus, for the first 
time, according to Cadillac, provid- 
ing a completely finished and en- 
closed front compartment. Func- 
tionally, it was stated, the new de- 
sign provides greater protection 
from drafts, heat and noise. 

Pushbutton window and front 
seat control is standard equip- 
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1948 CADILLAC Series 61 five-passenger touring sedan on a 126-inch wheelbase. This is Cadillac’s lowest priced car. 


ment on Series 60, Series 75 and 
convertibles. This feature is op- 

tional on all other models. 

A new steering column jacket 
conceals the steering and gear shift 
columns behind the _ instrument 
panel extension. A roomy bin-type 
glove compartment is located in 
the center of panel, below the radio 
grille. 

* * * 

HE CADILLAC 61 SERIES in- 

terior offers front and rear floor 
coverings of wool pile carpeting 
with handsewn leather inserts, and 
colored to match the interior trim. 
Wheelbase of the two models in 
this series is 126 inches. 

Front-seat hiproom has been 
increased to 68% inches, 3% 
inches wider than 1947 for this 
series. Shoulder width also has 
been increased. Rear-seat hip 
and shoulder width has been in- 
creased 1% inches and 2% inches, 
respectively. 

The Series 62 includes the con- 
vertible coupe in which five com- 
binations of leather and cord up- 
holstery are available. Sedan seats 
may be either two-tone or plain 
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body cloth. The rear passenger foot 
rest is countersunk and lined with 
carpeting. Wheelbase is 126 inches. 

The Series 60-S offers six cloth 
options as well as six leather and 
cloth combinations. Front-seat hip- 
room is 1% inches wider than in 
1947, while rear hiproom has been 
increased 3% inches. Wheelbase on 
this model is 133 inches. 

The Series 75 embraces five lux- 
ury sedan and limousine models on 
a wheelbase of 136% inches. 

* + * 
ECHANICALLY, the 1948 Cad- 
illacs offer changes aimed at 

increased riding comfort, it was 
stated. 

Featured is a new type of com- 
pression bumper and relocation 
of the rear shock absorbers. 
Other improvements are said to 
include new steering ratios, and 
a better caster adjustment to in- 
crease steering ease and han- 
dling. 

GM Hydra-Matic drive again is 
available as optional equipment. 
The reverse control mechanism has 
been improved to reduce gear clash 
when shifting into reverse. This 
improvement, Cadillac said, re- 
duces the time required for engage- 
ment. 

The Cadillac 150-h.p. V-8 engine 
is continued in all models. 


K-F Purchases 
Blast Furnace 
In Utah From U.S. 


WILLOW RUN. — Kaiser-Frazer 
Corp. has announced the purchase 
of a blast furnace and coke ovens 
in Utah from the War Assets Ad- 
ministration for $1,150,000. 

The plants, originally built at a 
cost of approximately $13,000,000 
and operated for the government 
by United States Steel Corp., have 
a capacity of 300,000 tons of pig 
iron a year. 

The purchase, it was stated, will 
open up a new source of iron for 
Kaiser-Frazer’s program of step- 
ping up production to 1,500 auto- 
mobiles a day. The pig iron will 
be used in the foundries of Kaiser- 
Frazer and will be supplied to other 
industries supplying steel products 
to the Willow Run plant, K-F said. 

Kaiser-Frazer added it made a 
down payment of $230,000, or 20 
percent of the purchase price. and 
has 10 years in which to finish 
payments. 

The blast furnace, moved during 
the war from Joliet, Ill., is located 
at Ironton, near Provo, Utah. The 
purchase includes 500 beehive coke 
ovens near the Price (Utah) coal 
fielas, with a capacity of 75€ tons 
a day. 


FTC Orders GM 
To Cut Claims 


WASHINGTON.—General Motors 
has complied with a Federal Trade 
Commission order to be more mod- 
est in advertising claims concern- 
ing the corporation’s fog-lights, it 
was disclosed last week. 

Representations to which the 
FTC took issue were that the fog- 
lamps sold by the corporation will 
penetrate fog; will cut under all 
fogs; that the use of such fog-lights 
alone will enable a driver to see 
more clearly under all adverse 
weather conditions, and that their 
value in this respect is greater than 
that of ordinary headlights. 

In view of GM’s agreement to de- 
sist from making such claims, FTC 
commissioners agreed to waive fur- 
ther hearings on the matter. 


F eol Nash, ‘Rochester 


Feol Nash Inc., 350 East Ave., 
Rochester, N. Y. has opened as 
a new Nash dealer. 


_ SERVICE SECTION 


<n 


Brady Motor Co. in Fargo 


Buys Garage to Renovate 


Brady Motor Co. (Cadillac-Olds. 
mobile) has temporarily canceled 
its plans to build and has purchased 
the former Fargo Garage at 63 N. 
Fifth St., Fargo, N. D., which wil] 
be remodeled. 

J. I. Brady is president; Walt 
Lammert, secretary-treasurer, and 
Robert Kilpatrick, parts manager, 


THIS TIMELY BOOKLET 


FR 8 


Here's a booklet that's as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 

Get this booklet, or any of the 9 other 
R & R files containing information re- 
garding forms and materials on their 
vital subjects. You don’t even need to 
write a letter—just check off your 
wants on the list below, attach it to 
your letterhead, and mail to 


The Reynolds & Reynolds Company 
Dayton 7, Ohio 


Please send information on the 

subjects checked 

0) Selling Your Service De- 
partment 

0 Service Dept. Operating 
Forms 


CC] General Office Forms 
(] Accounting Aids 


(] Paper Tools for Handling 
Car Sales 


C Parts & Accessory Control 

(C) Credit and Collection Forms 
(1 Dealer Stationery & Checks 
C) Payroll Systems and Forms 


( Factory Designed Account- 
ing Systems 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 
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Week Week dan. 1 
Ended Same Ended Total to 
Feb. 7, Week dan. 31, dan. Feb. 8, 
1948 1947 1948 1948* 1947* 
CHRYSLER ........... 2,599 15,379 9,618 66,768 67,913 
EE 66060 devisiesss mes 2,021 943 8,572 9,790 
0 SN ee wees = 1,621 718 6,752 «= 6,891 
BED, vec c sescceseee 483 4,023 2,561 19,736 18,945 
Plymouth ............ 2,116 7,714 5,396 31,708 32,787 
REE. 9105000. 0-000.600-000 16,107 14,673 16,016 65,498 78,251 
0 EE ee ore 12,636 11,556 12,589 651,077 61,629 
ES ee ee 138 613 89 1,390 3,198 
ee eee 3,333 2,504 3,388 _ 18,0381 13,429 
GENERAL MOTORS .. 26,398 27,160 30,773 . 125,696 116,270 152,094 
EE sods eos on we 46 66-6 5,303 5,786 5,759 22,157 22,888 27,460 
IRGDYs SU suis vewee's a ae .... 2,098 5,712 2,008 
TN. diciuiv.tie oe wad¥e 12,414 11,808 15,344 64,020 52,962 76,434 
Oldsmobile .......... 4,055 3,464 4,149 15,877 16,103 19,932 
SE 55 tik-0 36's 0.0 6.0.6 4,626 4,953 5,521 21,544 19,110 26,170 
KAISER-FRAZER 4,329 1,175 4,269 20,676 8,316 25,005 
BEE SS ccveseeeseese 1,671 384 1,601 7,283 2,781 8,954 
EP 5 6 60 6" 6 0 6.8030 ¥ 2,658 791 2,668 13,393 5,535 16,051 
SE et rei’ ter ectis'eiese 311 400 181 1,560 2,040 1,871 
NIA es Ct Us as2,06 2,688 2,626 2,422 7,950 12,940 10,638 
ER A s.6% ¢ «/0'k 600 ole 2,754 1,648 2,807 11,102 10,291 13,856 
Pee ieee 1,365 786 5,103 4,150 5,103 
STUDEBAKER ........ 3,140 1,967 3,162 12,659 12,397 15,799 
EN, cslas 04,610 0.4) 6-66 630 391 8380 3,151 2,925 3,781 
.... 58,956 66,784 70,914 $20,163 315,4 , 
{Station wagons. *Revised. e , oe 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total to to 
Feb. 7, Week Jan, 31, Jan. Feb. 8, Feb. 7, 
1948 1947 1948 1948* 1947* 1948* 
macbeeece 3,542 7,646 9,508 29,036 30,467 32,578 
kas Seemed s 74 4 51 549 17 623 
pres alae’ 286 266 309 1,223 1,587 1,509 
bea Wa be oe ees 8,602 3,407 2,621 11,862 16,989 15,464 
ER ke ae oie% ve oma 234 186 755 854 755 
Pie ¥ sl sab. sks & sere 5,225 6,200 5,182 19,957 32,645 25,182 
ERs a MS 61g o 260.016 487 1,734 1,513 6,785 6,498 1,272 
Bh iced & irs 400 a0 6 vr 127 rr sing 665 acer 
3,503 2,834 3,517 14,628 18,744 18,131 
pEeS S SOWe e0s'bs. 600 i yo 397 1,573 2,027 1,915 
esis Maile 6 417 356 1,582 2,272 1 
STUDEBAKER ........ 1,600 1,050 1,600 6,320 6,882 ‘on 
a e055 wis :0 pv 0 06 ee 401 418 1,677 1,950 1,677 
os hae cc ne «es 6 2,412 1,351 2,678 9,175 9,213 11,587 
MISCELLANEOUS .... 374 268 403 1,799 1,491 2,173 
Total Trucks, U. S. .. 21,808 26,333 28,739 106,921 127,301 128,729 
0 ars, Trucks 
I, Sie witness ss 80,764 93,117 ,99,653 427,084 442,791 507,848 
0 ars, Trucks 
Ea 1,326 4,701 2,249 16,298 25,992 17,624 
Grand Total, 
Cars and Trucks 
U. S. and Canada .... 82,090 97,818 101,902 443,382 468,786 525,472 


*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 





Production 


(Continued from Page 1) 


the Eastern part of the U.S., Pitts- 
burgh’s steel industry was. still 
crippled by the fuel shortage. 

* * a” 


()THER industrial firms, impor- 

tant to the auto industry’s final 
Product, in the Lancaster (Pa.) 
area were also forced to close in- 
definitely. 

Fifteen other industrial firms 
Were closed in Indiana, while 
scores of Wisconsin factories 
were cut 50 percent in their in- 
dustrial gas needs. 


While scores of municipal and 
other governmental agencies began 
to probe the situation, it still 


Seemed last week as though the 
Weatherman was the only source 


from where relief on a short-term 
basis might come. 


Meanwhile, it developed that al- 
though the auto industry expected 
its steel supply situation to be bet- 
ter the early part of this year, the 
reverse will be true. 


Steel officials said production 
was now running ahead of a year 
ago, but that steel requirements 
have increased. 


Having already slashed promised 
first-quarter allotments, steel men 
said it was going to be necessary 
to scale down second-quarter quo- 
tas, too. 


It was added that there is little 
chance of any easing in the situa- 
tion for months to come. This was 
said to be especially true of flat 
rolled material, the auto industry’s 
principal need. 





FO! 7 . 
RD DEALERS in the Los Angeles metropolitan area sponsored this exhibit at the 


wy Hot 
dealers : 
weed trial Point with 
Model Powered wi , 

Muroe Dry - with a Mercury motor. 
Sehiemu ser. 


Rod exposition in Los Angeles held by Southern California Timing Assn. 
i pride to the fact that 656 of the 678 cars participating in the 
is by SCTA are powered by ‘Ford or Mercury engines. 
’ It set a new record in SCTA time trials at 
Calif., for roadster class, at 136.055 mph, driven by its owner, Regg 


The car is a 1927 


estimated a $20,000,000 production 





PACKARD’S PLANS for the year ahead were discussed last week at the first 1948 
meeting of regional and zone officials and factory executives. With annual recontracting 
of dealers in the offing, the meeting touched on production, sales and sales promotion, 
advertising and other subjects. The group heard George T. Christopher, Packard presi- 
dent and general manager, say, ‘‘Speaking in a realistic vein, we most certainiy have 
every reason to be more encouraged at this time than we had at the beginning of 1947.’’ 
Karl M. Greiner, general sales manager, was chairman of the meeting, alded by C. E. 


Briggs, assistant general sales manager. 


Tieup Affecting 





60 Plants 


Undergoes U.S. Probe 


(Continued from Page 1) 


other cold wave, the latest in a 
series that have kept Midwest tem- 
close in face of a forecast of an- 
peratures below normal for more 
than a month. 
cd * * 

URING the week, the situation 

brought these developments in 
Detroit: 

1. Walter P. Reuther asked Gen- 
eral Motors Corp. and Chrysler 
Corp. to join the CIO in demanding 
a congressional probe. 

2. GM made no reply, but Her- 
man L. Weckler, vice-president and 
general manager of Chrysler, told 
Reuther in a letter: 

“Chrysler Corp. is deeply con- 
cerned over the fact that many of 
its employes are out of work be- 
cause of the current shortages 
of gas. 

“We have also been deeply con- 
cerned on various occasions dur- 
ing this postwar period because 
for one reason or another we 
have been unable to produce our 
schedules and give work oppor- 
tunity to our employes. 


“Chrysler Corp. has repeatedly 
pointed out to the Federal Power 
Commission and the Michigan 
Consolidated Gas Co. (Detroit gas 
firm) the seriousness to this com- 
pany and to its employes of any 
curtailment in the supply of gas. 

“In view of the foregoing, we 
are of the opinion that the vari- 
ous government authorities are 
quite well aware of the prevailing 
conditions and are already duly 
concerned about the matter.” 

3. Detroit’s Common Council 
adopted two resolutions stressing 
the city’s critical industrial gas 
needs. One was addressed to Michi- 
gan congressmen; the other to the 
Federal Power Commission. 

4. The Engineering Society of De- 
troit promised to scrutinize the sit- 
uation and attempt to discover 
means to obtain more natural gas. 

* * ok 

EUTHER said his desire for an 

investigation was prompted by 

curiosity as to whether Detroit’s 
industrial gas shortage is the result 
of efforts by the Michigan Consoli- 
dated Gas Co. “to extend its monop- 
oly to give it complete control over 
(Detroit’s) gas supply from the 
wellhead to the industrial and do- 
mestic consumer.” 

Reuther’s statement brought an 
immediate denial from Henry Fink, 
president of Michigan Consolidated. 

“I have nothing to add to the 
findings of the Federal Power Com- 
mission and the Securities and Ex- 
change Commission which have 
held long hearings on our situa- 
tion,” Fink said. 

“They have found that blame 
for the shortage does not lie with 
Michigan Consolidated,” he 
added. 

* * * 

LREADY, total loss in produc- 

tion and payrolls had reached 

staggering proportions. Industrial 
loss was estimated at $30,000,000 
for last week alone by Detroit’s 
Board of Commerce. 


Chrysler Corp., hardest hit of all, 


loss, along with a payroll loss to 
workers of $3,000,000. 

Industrial employment had 
dropped to its lowest point since 
















1935, and thousands of workers 
jammed state unemployment of- 
fices. By the end of the week, 
officials said 110,000 compensation 
claims would be filed. 


users may be kept supplied. 
cal + + 


gas plays a major role. 
Industrial gas is used 
room _ heat-treating; in 

ovens; flame cutters; tool 


torches; in enamel 
naces; for soldering irons 
countless other instances. 


In automobile paint departments 


it has wide use for bonderizing, 
oven drying, finish enamel baking; 
repair ovens and in tin furnaces 
and for melting lead. 
Detroit’s industrial gas short- 
age is not a new development. 
There have been frequent crises 
before, and politicians have been 
wrangling over them for years. 
James H. Lee, assistant corpora- 
tion counsel for the city of Detroit, 
has gone on record as saying that 
a two-year battle between Michigan 
Consolidated Gas Co. and the Pan- 
handle-Eastern Pipeline Co. is a 
big factor in the present shortage. 

The latest development was cited 
as an order by the FPC a year ago 
authorizing the Michigan-Wiscon- 
sin Pipeline Co., an affiliate of 
Michigan Consolidated, to pipe nat- 
ural gas from Texas to a storage 
field 140 miies outside Detroit. 

That authorization is said to have 
anticipated expiration in 1951 of a 
contract between Michigan Consoli- 
dated and Panhandle-Eastern for 
the latter to supply up to*125,000,000 
cubic feet of gas daily to Detroit. 

Panhandle fought this decision, 
offering to step up deliveries to 
180,000,000 cubic feet daily. But 
Michigan Consolidated turned the 
offer down. 

+ a o* 

Among some of the Detroit plants 
affected by the gas shortage were: 

Eaton Co.; Bohn Aluminum Co.; 
Kelsey-Hayes; Briggs Mfg.; Budd 
Co.; Detroit Aluminum and Brass 
Mfg. Co.; Wolverine Tube Co.; L. A. 
Young Spring & Wire Corp.; Fed- 
eral-Mogul Corp.; Gemmer Mfg. 
Co.; Thompson Products; Alumi- 
num Co. of America; Bower Roller 
Bearing; McCord Mfg. Co., and 
Peninsular Steel Products. 











Meanwhile, Ford Motor Co., only 
mildly affected by the situation, has 
been donating gas to Michigan Con- 
solidated in order that domestic 


Ws: scores of plants and 200,000 
men were idle last week could 
be analyzed in the countless kinds 
of manufacture in which industrial 


in tool 
drying 

room, 
electric repair and machine repair 
burnoff fur- 
and 








Financing 


Charge accounts, the largest sin- 
gle item of consumer credit, in- 
creased by $295,000,000 or § percent, 
to $3,598,000,000. This was an in- 
crease “somewhat more than the 
customary seasonal amount in De- 
cember,” the board said. 

” * * 


"47 Finance Sales Double 


Canada’s ’46 Volume 

OTTAWA.—The 117,447 new and 
used vehicles financed for $108,767,- 
046 in Canada during 1947 were 
more than double the 53,393 units 
financed for $41,586,565 in 1945, ac- 

cording to Canadian government 
statistics. 

Passenger-car financing alone 
increased 145.9 percent in number 
over the 1946 figure, it was re- 
ported. A total of 27,255 new cars 
were financed in 1947 for $33,- 
249,882, compared with 11,082 in 
1946 for $10,589,544, or a value in- 
crease of 214 percent. 

New commercial vehicle financing 
in 1947 included 19,292 units for a 
total finance value of $32,756,059, 
compared with the 11,784 units 
financed in 1946 for $17,389,448. In- 
creases of 63.7 percent in the num- 
ber of units and 88.4 percent in 
financed value were accounted for 
in this category. 

The 55,064 used passenger cars 
financed in Canada had a total 
value of $29,318,610, compared with 
22,415 units for $7,478,674 in 1946 
for percentage increases of 145.7 
and 292 percent. 

The 15,836 used commercial ve- 
hicles financed in 1947 had a 
finance value of $13,442,495, a 95.2 
percent increase in number and 
119.3 percent increase in value over 
the 8,112 units financed for $6,128,- 
899 in 1946. 

New passenger-car financing in 
December, 1947, remained almost 
on a par with volume in the 
earlier part of the year, dominion 
officials reported. 

A total of 2,640 new cars were re- 
ported financed in December, 1947, 
for $4,209,133, compared with 1,341 
new cars financed in December, 
1946, for $1,354,146. 

However, financing of new com- 
mercial vehicles in December, 1947, 
showed a slight decline from pre- 
vious months in the year. Officials 
reported a total of 1,314 units 
financed for $2,382,273, compared 
with 1,120 units financed for $1,732,- 
542 in December, 1946, after which 
volume rose steadily. 


Pete Taylor Takes Job 


With Pacific Finance 
LOS ANGELES.—Elliott (Pete) 
Taylor, former assistant sales chief 
: a of Packard and 





OPA auto ration- 
ing chief, has 
been appointed 
staff assistant to 
Maxwell C. King, 
president of the 
Pacific Finance 
Corp., at the cor- 
poration’s home 
office here. 
Taylor recently 
took up residence 
near Los Angeles 
after many years in the Detroit 


Elliott Taylor 


area. 


Ford Truck Outlet Opened 
By Hatcher in Ft, Wayne 


Hatcher Motors, Inc., hus open- 
ed a complete new Ford truck 
store at 482 W. Main St., Fort 
Wayne, Ind., with B. A. Mackey 
as manager. 

Plans are underway for ser- 
vicing trucks any hour of the 
day or night. In addition to the 
truck sales headquarters, truck- 
ers can get Hatcher’s service in 
a separate service building. 










Every Tuesday 11 A. M. all Year, 





SIMPLE SIMON’S BUFFALO AUTO AUCTION 
Dealers Only, Average Sale 200 Cars 
FLY IN indoors - Modern, Heated Hangar. All Transport Facilities 
TONAWANDA, N. Y. AIRPORT 
2080 Military Rd., Route 265, Tel. ELmwood 0375 


SIMPLE SIMON’S AUTO CLEARING HOUSE 


The Only Auto Clearing House in the World! 

Tell Us What You Want - We'll Buy Them For You 

Tell Us What You Have - We'll Sell Them For You 
BUFFALO, N. Y. SHOWROOMS 

1241 MAIN ST. 












EAT HERE 













PHONE ELmwoad 2130 








_—__HELP WANTED 
SERVICE MANAGER—Or- of the largest 


new car dealers in New York City, 
rena, eneate.  Tep eapertence and 
Service Department. Excellent opportu- 
Oe We Oh nee giie Bes An 
W. S7th St., N. ¥. C. 





tory open. for a live wire man. Firm 
established 15 years selling to car deal- 


ea 








Box 
2151, c/o Automotive News, Detroit 26. 


SA MAN—Progressive live-wire 
Soikie-anieee is in need of an experienced 
truck salesman in Brooklyn, N. Y. An 
exceptional opportunity for the right man 
to handle our truck sales exclusively. 
nowy in confidence stating age, experi- 
, record of employment and earnings. 
Box "2156, c/o Automotive News, Detroit 


WANTED: EXPERIENCED FORD parts 
counter man to serve wholesale and re- 
tail trade at old established Ford dealer- 
ship. Year around job, high salary and 
commission to right man. Lee Motors of 
Fort Myers, Inc., Post Office Box 70, 
Fort Myers, Florida. 


SALES MANAGER with General Motors 


MO! D RSHIP WANTED. 
Reliable party seeking automobile fran- 
chise. All replies strictly confidential. 
a 2148, c/o Automotive News, Detroit 









Se RB cies Pees ete 


1920, c/o Automotive 


News, Detroit 26. 
DEALERSHIP FOR SALE 


POOR HEALTH requires sale of auto 
agency in fast growing town in West 
Texas. Business showing fine return. 
a 2150, c/o Automotive News, Detroit 








Fe yh at 0, a te | DEALERSHIP, NOW HANDEING Gi. 
familiar with all phases dealer organiza- ideally located in small town in Southern 
tion. Give family status, experience Michigan. Approximately $65,000 will 

age, y ; : handle. Includes new modern building, 








references, religion in first letter. 


Salary 
Box 2159, c/o Automotive office 


all new modern shop equipment, 


and bonus, 
and showroom fixtures. Doing approxi- 
News, Detroit 26. mately $213,000 gross annually. Unusually 
WANTED — active and profitable for small town set- 







up. Purchaser must qualify for factory 
approval. Box 2154, c/o Automotive 


ership in San Joaquin Valley in Califor- 
News, Detroit 26. 


nia. Population 115,000. Shop employs 
between 15 and 20 mechanics. Present 










Oldsmobile and Hydra-Matic drive. Box 
2145, c/o Automotive News, Detroit 26. 


Try 
Automotive News 


Want Ads 







BUSINESS FOR SALE 


GARAGE, SHOWROOM, PAINT SHOP, 
going used car business, 8,000 feet en- 
closed, rental $225. Located heart Auto- 
mobile Row, live Jersey town, 45 miles 
N.Y.C. Price $18,000. Right party can 
make $15,000 year. Also new truck fran- 
chise available, perhaps cars. Box 2152, 
c/o Automotive News, Detroit 26. 


We buy and sell. 
have and your price—or what you need. 
Faller, Mat- 











SPECIALIZING automobile. agency -ac- 
counting, New York, New Jersey. Month- 
oo financial statements, vr. audits, 

trouble shooting. James Garrett, 14 
Woodland Ave., Rutherford, New Jersey. 
Rutherford 2-0489. 












We Wholesale 













Detroit’s 
cate anywhere. Box 2146, c/o Automo- 
tive News, Detroit 26. Largest 
ACCOUNTANT-OFFICE MANAGER, Gen- 
eral Motors experience. Box 2149, c/o Wholesaler 


SID SAVAGE 





fers Southern California, other offers 
given full consideration. P.O. Box 304, 
Pomona, California. 

GENERAL OR SALES MANAGER AVAIL- 
ABLE MARCH FIRST. 
twenty years’ experience Big Three. Can 
furnish departmental key personnel if 
needed. Prefer Ford or GM products in 
Michigan area. Remuneration must be 
on a strictly commission basis. Write 
= 2157, c/o Automotive News, Detroit 


TRUCK MANAGER now associated with 
large New York State Dodge dealer, de- 
sires position with Dodge dealer in or 
near San Francisco area as Truck Man- 
ager or salesman. Complete resume of 
background will be furnished. Box 2160, 

c/o Automotive News, Detroit 26. 






















AUTO AUCTION 
EVERY THURSDAY 


For dealers only. In Lubbock, Texas. 
= Hub of the Plains. Inside sale, aaease 
nice selection of cars to choose from 







ATTENTION 
Wholesale Buyers 


We carry a stock of 150 clean 
cars at all times. 
39’s te 47's 
a 


Swan Motor Sales, Inc. 


2103 Memree Street Toledo, Ohio 

























2147, c/o Automotive News, Detroit 26. 
DISTRIBUTORS WANTED 
OLD ESTABLISHED MANUFACTURER 
has lucrative proposition for men or or- 
ganizations having fleet following. Con- 
fidential. Box 22, c/o Automotive 
News, Detroit 26. 


FOR SALE: 1947 DeSoto suburban, com- 
pletely equipped, perfect condition, 6,100 
miles. Box 2153, c/o Automotive News, 
Detroit 26. 





NEW LOCATION 










































virst time offered. Timed (0 sell NOW! TOLEDO CAR 
502 page “INTERCHANGE PARTS AUCTION co. 


GUIDE."’ All makes cars, trucks and trac- 
tors. Contains data leading to PROFITS 
AND SAVINGS in the FARM AND AU- 
TOMOTIVE fields. Nothing like it in a 
market that is wide open. 

FOR DETAILS, WRITE PARTS CON- 
SULTANTS, Box 2069, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 


WILL PURCHASE DEALERSHIP in 
Southern California. Have Sufficient cash. 
Can qualify with Big Three. Prefer Los 
Angeles area. Replies strictly confiden- 
tial. Box 2155, c/o Automotive News, 
Detroit 26. 


3740 Summit St. Toledo, Ohio 
First Sale Jan. 7—12 Noon 
Every Wednesday Thereafter 
Sale in New Modern Auction Building 


— DEALERS ONLY — 
YOU MUST BE SATISFIED 


Buy What You Need—Sell What You Have 
Please Consign Sale Cars Early 
WAYNE BURKE—Owners—M. M. ACTON 
PO. 7021 




























































































































4539 Chestnut St. 


JOPLIN, 





Strictly 


Phone 4111-4061 


DEALERS: 


AUTOMOTIVE NEWS, FEBRUARY 9, 1948 


CLASSIFIED WANT AD DEPARTMENT, 





_______ USED CARS FOR SALE 





WHOLESALE 
1948-47-46 AUTOS 
IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 


Also Large Stock of Convertibles 


IRVIN SACHS 


“‘Philadelphia’s Largest Used Car Dealer’’ 


Philadelphia, Pa. | pp. 3-1914 
Wire or Phone ALlegheny 4-4450 






























AUTOMOBILE 
DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 
the land today at Joplin, Mo. The 
crossroads of America, 
71 highways cross and the East meets 
the West. Auction every Friday rain 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 
Owned and operated by 


Col. Joe H. Burtrum 


1610 E. 7th St. 
MISSOURI 


where 66 and 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


Y% Mile East of Ilinols State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 


Wholesale 
Dealers Buy—Dealers Sell 
Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 


Dyer Auto Auction 






Cars! Trucks! Pickups! 


OVER 300 
IN STOCK 


Bring Your Customers In— 
Sell "Em Off Our Floor— 
The Place Is Yours! 
Largest Dealer 


IN NEBRASKA 


ROSEN-NOVAK 


Phone Harney 6000, Omaha 


Rolls Royce Phantom II 


40-50 horsepower A.M.F. 206. Man- 
ufactured in England for use in 


United States. Left hand steering. 


Sedan-limousine, 6-passenger, body 
by Brewster. Mileage less than 30,- 
000.: Showroom condition. Will de- 
liver with five new tires any point 
in U.S. $3,250 or trade for new Cad- 
illac of like value. Interior and ex- 
Car originally cost 


terior perfect. 
$22,500. 


Box 2158, c/o Automotive News, 


Detroit 26. 


INSIDE AUCTION 
THURSDAY’S NOON 
Dealers Only 
“HEART OF TOBACCOLAND” 


Sale Fee $5 


Phone R-731 


Hometown Sales 
318 N. -— & 


DURHAM 









. 





oy Eo oo eee 
“vo BUYERS—Best wholesale deal a: 
ADLER, INC., aren te Peat 
3000 Fenkell, 7 blocks east of Li 
Detroit, Mich. UN. 3-7400. 


tS ee 


AUCTION 
THURSDAY 12:00 NOON 


Most cars entered are brought in 
by new car dealers. 

Col. Marker, Auctioneer 
‘‘We Need Buyers—Over 150 Cars 
Offered Each Week’’ 
(Inside Sale) 


DOC GREINER 

aves ae Dutchman 

701 Madison Ave. Adams 
Toledo, Ohio on 


ne 
BUSES WANTED 


NEW SCHOOL BUSES WANTEp: 


Dodges, Internationals, 54 or 60 
ger. Also new Chevrolet sedan deliveries 
and new Stylemaster 4-door oo Cash 
waiting. McLaughlin Bus & Equipment 
Co., 1224 North Main St., Providence, 
R. I. 

BUSES FOR SALE ou 


FOR SALE: One new Ford school bi 
with new 60-passenger Hicks . Pres. 
ton Motor Company (Ford Dealer), Pres. 
ton, Maryland. 

NEW DODGE SCHOOL BUS 42- 
Wayne 178'’ WB chassis. Kitchens, 
Dodge Dealer, Enid, Okla. 


SALE—New Ford and Chevrolet 



































USED CARS FOR SALE 




















USED CARS! 
Wholesale Only 







OUR SPECIALTY—1948 MODELS 
* 


Chev., Cad., Buick, Ford, Ete. 
(We undersell Auction Houses) 




























FOR 









* school buses—Wayne bodies. M. 4 
Brightbill Body Works, Lebanon, Pa 
Phone 3800. 


Andy Anderson Auto Co. 


Peoria, Mi. FOR SALE—Two new 1946 Chevrolet 4 
passenger school buses with ‘‘Aluminbus” 
bodies. Special price to dealers. Glen 


Chevrolet Co., Inc., Watkins Glen, N. Y. 
FOR SALE—Two 1942 Ford buses. High 
ceilings, two-speed axle, 36-40 seating 
capacity. Superior and Union City bod- 


























KEN SCHAEFER’S 










AUCTION Admiral Wilson Bivd., Camden, 'N. J." 
THURSDAY 


BUSES 
1947 — Reo 32-Pass. Pusher 
1946 — Reo 32-Pass. Pusher 
1945 — Reo 32-Pass. Pusher 
1945 — White 55-Pass. School 


3— 1939 Internationals 
48-Pass. School 


Clean and Low Mileage 


E. I. DAMES 


REO SALES & SERVICE 
Pottstown (Phone 32415), Penna. 


100% Auto Dealers 
INDIANAPOLIS, IND. 
915 N. Mlinols St. Lincoin 

























WHOLESALE!!! 


It will pay you to see or call us. We 
always have a large selection of clean 
low mileage 1946's, 1947's and 1948's 
for immediate delivery. Write for our 
bulletin and price list. Transportation 
arranged to all points. Wire or call us 
























TRAILERS FOR SALE 


1947 GENERAL TRAILER made in Mar- 
lette, Mich. Tandem wheels and dolly. 
Hot water heater. Oi] heater. Complete 
with china, glassware, silverware and 
linen. Two extra tires and tubes for 
dolly. Only 2,000 miles. Emil — 
haut, Sailfish Club, Palm Beach, 


TRUCKS WANTED 


WE NEED late model used trucks. Al 
types. Will go anywhere, cash waiting. 
Call Estebrook 2660 or write to Fred 
Bedford, 534 N. Cicero Ave., Chicago 
14, Illinois. 


WANTED BY FRANCHISED GMC truck 
dealer, any quantity new GMC trucks. 
Models FC101 to FC354. Will take 
delivery anywhere east of Mississippi. 
Write, wire or phone. Houlton = 
Inc., Houlton, Maine. Telephone 2221. 
























Phone WAlbridge 2145 . 





401 8S. Vermont Avenue 
Los Angeles 4, California 
FAirfax 8484 




























LARGEST PENNSYLVANIA 


AUTO AUCTION 
Every Friday Noon 

























In ash Heart of Lancaster County | popan TRUGKS—Any new 194 oe 
w Mileage, Clea r model up to 2 ton, including 
Be, n Cars wanted. Write or wire ‘‘CB” SMITH 


MOTORS, Dodge Dealer, Austin, Texas. 


DODGE TRUCKS wanted by 
dealer. All models. Will buy only from 
franchised Dodge truck dealers. Worden- 
Young, Inc., 3229 Pulaski Highway, Bal 
timore 24, Md. Broadway 1300. 


ee 
TRUCKS FOR SALE 
FOR SALE—i042 Chevrolet wreck truck, 
cab over engine—2-speed axle equipped 
with Hubbard Wrecker. Looks like new. 
Price $1,850. 8. & A. Chevrolet Company, 
Somerset, Penna. Phone 94. 


FOR SALE—1946 2-ton Chevrolet with Ger 
Wood 6% yard garbage dump. 5 
used. Driven about 3,000 miles. 
Chevrolet Co.. Inc.. Watkins Glen. N.T- 


NEW DODGE 2%4-ton 142” W. B. Model 
WJA 56, chassis and cab. New Dodge 
3-ton 142’ W.B. Model WRA 66, 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 


& AUCTION, INC. 
Phone 202-W4 































AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 
“CHET DRAKE” 
































and cab. Harold C. Ralph, Waldoboro, 
Auctioneer Maine. Telephone 70. 
GEO. CASSIDY NEW DODGE i-TON PACKETTE Oltman 
Manager O'Neill delivery body. Kitchens, 
Dealer, Enid, Okla. 
















Sale Starts at 12:00 Noon 










































CHICAGO AUTOMOTIVE Here’s a Real Buy! 
hy i is NEW 1945 K-11 
“Onieage Is the Fiace to Bay Your Gas" |!/ = INTERNATIONAL 
TRACTORS 
DEALER’S AUTO AUCTION 5 to 6 ton. Red Diamond 450 


cubic inch motor. Has air brakes 

























Albany, N. Y. | 
Each Monday at 12:00 sharp. Auction in- and 4x2 drive. 11x20 tires. With | 
doors. Central Avenue, Rt. No. 5. Lots of 33-inch fifth wheel. 
cars. Lots of action. All dealers cordially 

PRICED FOR e 
a QUICK SALE $3,750 
Contact Tim Anspach, Albany 2-5372 
(Licensed & Bonded) 


Office: 1178. Washington Ave., Albany, N.Y. 





1610 Reading Rd. 


Liquidators Sales Co. | 
Cherry 6080 | 
















DEALER’S AUTO AUCTION 


a 
Bellefonte, Pa. NEED one or more Frills fo a or 

Every Wednesday indoors at 1:00 P.M. let. Wire collect, Flying Dutchma 
ledo, Ohio. — 


Dealers are Cordially invited. 





PARTS FOR SALE Be 


COMPLETE FRONT ENDS, fenders, a 
for '36-'39 Plymouth, °'38 Chrysler, 
Frazer. Dismantling 200 cars. John 
Victoria, Virginia. 







RING BROS AUTO SALES 
Bellefonte 2140 
‘In the Center of Pennsylvania’’ 
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PARTS FOR SALE 


PONTIAC PARTS 


And All General Motors 
PARTS AT WHOLESALE 


SPECIALIZING IN GENUINE G. M. 
BODY PARTS & PANELS 


PARTS FOR SALE 


WHOLESALE PONTIAC PARTS. Large 
stocks of hard-to-get parts, body and 
fender parts for all models. Fast serv- 
ice, liberal discount. Walter H. Schultz 
Pontiac, 16-20 Passaic St. Trenton 8, 
New Jersey. 


PARTS FOR SALE 


OLDSMOBILE 


And All General Motors 
PARTS AT WHOLESALE 
$100,000 INVENTORY 
LIBERAL DISCOUNTS 








A pped anywhere. Cali, 
write, phone. Tranter-Williams Mo 
Inc., 4016 Alliston Ave., Cincinnati 9, 
Ohio. Melrose 7275-6-7. 


————— EEE 


Hoods Core Supports Doo: Doo: 
FORD = oa Parte Tepe—Qunetere—Sensens 
F P a Onge ae MIDWESTS LARGEST DISTRIBUTORS 
Genuine Parts Fenéers eaters OF PONTIAC, OLDS, BUICK & 
Gas Tanks Carburetors 
CHEVROLET PARTS 
Trunk Lids Steering Wheels 
Buy a little or a lot of Scarce Items at Fuel Pumps Clutch Parts 


attractive trade discounts—prompt service. 
* 
Authorized Ford Parts Distributor 
° 


Boulevard Motor Corp. 
2392 Boulevard Jersey City, N. J. 
Delaware 3-3400 
el 


OMAHA MOTOR CO. 


Farnam at 27th Ave. Omaha, Nebr. 
WEBSTER 4444 


And Many Other Items 
Orders Filled Same Day Received 


SELMI MOTORS, INC. 
LARGEST OLDSMOBILE PARTS 

DEPOT IN EAST 

3431 N. 15th St. ~* 

Telephone SAgamore 2-5568 








Pa. . 
60% Discount on 


FORD, LINCOLN & 
MERCURY PARTS 


$10,000 Surplus Stock Available 
Write for Complete List 



























SPANIOL CAR COMPANY 
301 N. Walker — OKLAHOMA CITY, OKLA. — 401 N. Hudson 
Phone 3-5068 


—Branch— —Branch— 6 
llth & Cheyenne 201 W. Second 
Tulsa, Okia. Hutchinson, Kans. 


Fisher Motors, Inc. 
120 W. Willard St. 


200 Cars Wanted Immediately, ’46s, ’47s, 48s Muncie, Indiana 








Here's a chance to increase your profits—Establish a direct whole- 
sale outlet for your used cars—We must have an additional 200 
cars monthly to supply our four retail lots—Not the Wildest—Not 
the Maddest—But one of the Largest—Reliable Used Car Dealers 
in the Great Southwest—One of our buyers is probably in your 
territory now—Contact Us—We specialize in buying entire fleets. 


OLDSMOBILE 
SHORT BLOCKS 
Fits ’37 to ’47 Sixes 
’41 to 47 Eights 
DEALERS ATTENTION 
RUND MOTORS, INC. 
3725 Grand River Detroit 8, Mich. 
TEmple 1-3700 


All Cars Bought by Check or Draft 


DE NEG SPARK PLUG. Retail 85c, new 
1948 sales plan direct to user, 40c. Any 
number wanted 10M or 14M delivered. 
Superior product, thousands in use, guar- 


in normal motor. 
., Watts Bidg., Bir- 





HORSE HEADS AUTO AUCTION 


EVERY FRIDAY AT NOON 


Horse Heads is located 4 miles north of Elmira, N. Y., on Route 
17. The airlines and 3 railroads stop at Elmira. Hotel accommo- 
dations at fameus MARK TWAIN HOTEL are the best and very 
reasonable. 


Call for one of our courtesy cars when you 
arrive or better yet, wire us in advance. 


Horse Heads Auto Auction is no doubt the outstanding Auction 
in the East. Always lots of cars and lots of buyers. We bend over 
backwards to please everybody. We treat buyer and seller alike. 

We are centrally located, drawing cars from a wide area. Horse 
Heads is only 4 miles north of Elmira, New York, on Route 17, 
about 200 miles southeast of Buffalo, N. Y., 100 miles southeast of 
Rochester, N. Y., 250 miles east of Cleveland, O., 235 miles north- 
= of New York city and about 250 miles north of Philadelphia, 


CADILLAC-OLDSMOBILE 
PARTS AND ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Recetved 
DISCOUNT TO DEALERS 
RUND MOTORS, INC. 


3725 Grand River Detroit 8, 
TEmple 1-3700 





SHOP EQUIPMENT FOR SALE 
FOR SALE: COMPLETE INVENTORY 
recapping equipment including vita cap, 
molds, boiler, motors, buffer, etc. Write 
us your needs or special low price for 
entire plant. AUTO HOTEL, 156 Lafa- 
yette St., Baton Rouge, Louisiana. 


AUTO EQUIPMENT FOR SALE 








TOW PILOT—$17.50 


ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 
+ 


Make It Your Business to Spend Next Friday With Us at Horse 
Heads. The meeting place of the Auto Dealers from the East 


and West. One trip will convince you. RED ARROW BARS—$42.438 
1947 Model with Guide Cables 


Approved by ICC 
a 





HORSE HEADS AUTO AUCTION 
RONALD D. WEST, Owner 


Johnson, Rickard, Metcalf and West—Auctioneers 1947-48 Model 


AUTOMATIC TOWBAR with 
BRAKE HOOK-UP 
and Controlled Steering 
GUIDE CABLES 
Complete $49.50 





UN. 2312 JO. 2249 


AUTO AUCTION EVERY FRIDAY 
AT COLUMBUS, OHIO 
12 O'CLOCK NOON — DEALERS ONLY 


Our mart is open every day of the week for wholesale 
business. Leave your cars here for sale, Come here 
and buy! Remember, every day except Sunday! 


GREATER COLUMBUS AUTO MART 
Gladden Road and Northwest Bivd. Columbus, Ohio 

Drive West 900 numbers on Goodale St., Turn right two blocks. 

‘*Pat’’ Patterson—Auctioneer 


Tow Bar Sales Company 
Factory Distributors 
100 So. Clinton St. Chicago 6, IL 













TIRES FOR SALE 


A BUY 
IN TIRES! 


700.15 White or Black 


Brand New Major Brands 
Slightly Blemished 
Factory Seconds 











EVERY THURSDAY—12 NOON 


WHOLESALE ONLY 50% fir 
F.O.B. N. Y¥. C. 





AUTO AUCTION 


(For Dealers Only) 


AT EARL A. SCHOTTS 
2300 READING ROAD CINCINNATI, OHIO 


EAGLE TIRE CO. 


4th St. at 10th Ave. 
Clrcle 71-2338 


1- 





MISCELLANEOUS 
FORD OVAL SIGN—Eight foot. 
lighting. Mosley Ford, Wayne, Pa. 


ENGINE REBUILDING — Crankshaft 
grinding and _ wmetalizing: John P. 


Neon 





} 
| 
| Tel.: Maine 8112, Woodburn 3060 


Auctioneer: Pat Patterson 





81., Lynchburg, Virginia 


Hughes Motor Co., Inc., 800 Commerce | | 








POSITIVELY THE WORLD’S 
fINEST GIGANTIC AUTOMOBILE 


-AUCTIONS- 


(FOR DEALERS ONLY) 
Every Tuesday at 10 A.M. 


if it’s low mileage, clean cars you want, you can “load up’’ at 


ED HOUGH’S 


AUTO AUCTION SALES 
Shipping Arrangements Made on Request 
3900 North Broad St. 





AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 


ll A.M Sale will be held at same old location in new 
heated building, only one block from Court House 
and Hotels. Call us for ms. Bring your cars or send 
them Monday, Monday Nite or Tuesday A.M. We never close .. . 
we are here to serve you. Our guarantee: You must be satisfied. 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
324 W. MAIN ST. FORT WAYNE, IND. 


WANTED! AT ONCE! 


1,000 Automobiles, Trucks and Pickups 


One of Missouri’s largest automobile and truck 
dealers. 


Write, phone, or wire “Hi Dollar Joe” at the Joplin 
Automobile Auction Co., at the Cross Roads of America. 


We have the best market in the world today. Every 
Friday, we sell an automobile every minute. 

Saturday, Sunday, Monday, Tuesday, Wednesday 
and Thursday, they go mighty fast. 


If you have a new car or truck to sell and you don’t 
contact us, we lose a little and you lose a lot. 


Should you phone, always ask for “Col. Joe H. 
Burtrum,” owner and operator and manager. We keep 
six buyers in the east at all times. There is probably 
one in your territory now. You contact us and we will 
have them contact you. 


JOPLIN AUTOMOBILE AUCTION CO. 


1610 East 7th St. Phone 4600 Joplin, Mo. 





NEW SUBSCRIPTION ORDER’ 


Send Automotive News to Address Below 
for One Year $6 [_] or Two Years $10 [[] 
for which check is attached [_] or send bill [_] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 
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...and presenting a new opportunity for Pontiac Deale 


And with its engineering refinements for 1948, Pontiac 
becomes more dependable than ever—with the kind of 
dependability that has won Pontiac literally millions of 
Loyal Owners. 


Add these virtues—a Finer Product, a Wider Market and 
Loyal Owners—together and combine them with Pontiac’s 
highly respected Far-Sighted Factory Cooperation and it’s 
easy to see that the Pontiac dealership is a valuable dealer- 
ship. It’s the dealership other dealers envy! 


In the 1948 Pontiac, our dealers have the biggest package 
of quality and value in all their enviable history. 

For 1948 they can offer the most beautiful, most luxurious, 
most dependable Pontiacs ever built. Never before have they 
had a Finer Product. 

They find new opportunity, too, in a Wider Market—for 
the 1948 Pontiac offers six new deluxe models and optional 
GM Hydra-Matic Drive available on all models at additional 
cost to make Pontiac the choice of more people. 


~@) PONTIAC -=. 
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